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Insurance Studying 
Candidates’ Views On 
Private Enterprise 


Nation-wide Interest Taken in Move 
to Stop Spread of Socialized 
Protection 


INSURANCE BROKERS ACT 


Seek Personal interviews With Leg- 
islative Candidates; Situation 
in California 


Keen and active interest is being taken 
by the insurance business this year in 
the views of candidates for election to 
office next week on the question of con- 
tinuance of insurance as a private enter- 
prise. Producers and company repre- 
sentatives alike are of the opinion that 
it is essential to support candidates for 
Congress and state legislatures who be- 
lieve that insurance and other private 
business also should be continued as a 
private enterprise, and to oppose candi- 
lates outspoken in their adherence to the 
idea of socialized insurance, 

Fight Government in Business 

In the East the National Association of 
Insurance Brokers, following a sugges- 
tion by its president, Herbert W. Schae- 
fer of New York, is carrying on a na- 
tion-wide canvass of candidates regard- 
ing their stand on questions involving 
socialization of insurance. In Califor- 
nia the insurance business is fighting at- 
tempts to give the state government 
more control over private business. The 
following telegram, which has been sup- 
plemented by letters, has been sent by 
President Schaefer to all insurance brok- 
ers’ associations, and to W. H. Menn, 
president of the National Association of 
Insurance Agents, and Cliff Jones, presi- 
dent of the National Association of Cas- 
ualty & Surety Agents: 

“Urge you to have your members per- 
sonally interview all national and state 
legislative candidates to seek their 
pledges to oppose all legislation which 
may threaten continuance of insurance 
aS a private enterprise. Believe crucial 
test ot socialized insurance will come 
curing term of these representatives 
elected in November.” 

According to Mr. Schaefer the deci- 
sion to take this step was made after 
Teports had reached him from all sec- 
tions of the country, and after he had 
conterred with as many officers of the 
various Organizations as he could contact, 
from word being received the idea has 

(Continued on Page 30) 
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Chartered 


The American College of Life Underwriters had _ its 
day, a great one, at the Houston Convention. Interesting 
figures were presented. We quote: 





During the first ten years 1,500 Chartered Life Under- 
writers received their designations. 


Had assumed managerial or supervisory responsibili- 
ties, said 481 of 723 C.L.U. questionnaire answerers—67% . 
Over 85% said they had been definitely helped by the 
mental equipment gained through their C.L.U. work. 


CHARTERED LIFE UNDERWRITERS DEVOTING AT 
LEAST 7540 OF THEIR TIME TO SELLING 
Average 


Total Average Total Average 


No.of No.of No.of Volume Volume Amt. of 
Year Cards Cases Cases Produced Produced Each Case 
1937* 261 13,397 51 $82,001,338 $314,181 $6,121 
Ist } +2 
6 mos. 254 6,213 24 40,148,792 158,066 6,462 
1938 


‘1 group insurance case excluded for $800,000 
**2 group insurance cases excluded for $6,512,000 
“The American College of Life Underwriters is one of 
the biggest things that has been launched in the interest 
of high standards in life underwriting,” declared Dr. 
Huebner ten years ago. Today a prophecy fulfilled. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kinocs.ey, President 
PHILADELPHIA 


Independence Square 




















Influence Of Critical 
Books, Radio, Found 
To Be Overrated 


Committee on Replacement Head- 
ed by Frank L. Jones Makes 
Country-wide Survey 


LITTLE ADVERSE EFFECTS 


No Noticeable Switch to Term 
Policies; Inquiries Fewer Than 
Some Months Ago 


\ survey conducted by Frank L. Jone 
chairman of the committee on replace 
nent of the Association of Life Agency 
Officers, among companies signatory to 
the replacement agreement, shows that 
muckraking books and broadcasts criti 
cal of life insurance have had little ad 
verse effect and it is even less now than 
it was a few months ago. The survey 
shows, furthermore, that these effects ar 
localized. Of sixty-five companies que 
ied on the subject, twelve companies in 
dicated New York City to be the on 
place in which there is greatest evidenc: 
of adverse effects; Chicago is referred 
to by six companies; Philadelphia by 
five; Milwaukee and Newark by three; 
Boston and Washington by two. No 
other localities are referred to by mori 
than one company. The report wa 
given before the Agency Officers- Bureau 
meeting in Chicago this week 

Questions Asked 

The companies were asked the follow 
ing questions: 

1. Are you having an unusual number: 
of requests for or about Term insurance, 
either Yearly Renewable Term or other 
kinds of Term? If so, make any state 
ments about your interpretation of these 
requests that you think are warranted. 

2. Have your agents complained ab 
the adverse effects of broadcasts ar 
books? If so, from what localities are 
these complaints coming? 

3. Are you able to trace the lapsing of 
any of your business to these adverse 
books and broadcasts? If so, will you 
indicate the extent of the lapse fron 
that cause and also the communities 
which you find the most of it 


sit 


Term as Test of Influence 
Commenting on the results of the 
quiry, Chairman Jones stated: ‘“Inas 
much as the recommendations of criti 
are so often to drop Legal Reserve lif: 
insurance which is carrying substantial 
reserve values and substitute Term i 
surance, it seemed evident that if there 
were a strong trend among the cor 
panies toward increasing Term insurance 


‘ specially Yearly Renewable Terin, there 
would thus be an indication of the « 
fectiveness of these recommendat 


whether made in books or by broadcast 
or in personal interviews According 
the answers to ‘Question 1’ above are 
portant. 

“Out of a total of sixty-five reportin; 
companies, there were f -01 


(Continued on Page 10) 
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JULY, 1862 ...A promising young pioneer merchant in San Francisco, Edward 
Roepke, wanted protection for his wife, Gretchen... obtained a $3,000 policy 
in the New York Life. This Company, even in those early days, had many 
policyholders and agents in California. 








FOUR DAYS LATER Mr. Roepke said good-bye to his young wife as he 
started on a trip for New York. He embarked on the ill-fated “Golden Gate,” 
a sailing steamer which carried passengers and cargo for the Isthmus of 
Panama, where the shortest crossing could be made to the Atlantic Ocean. 


FIRE BROKE OUT when the ship was six days out of San Francisco. Of 
the 347 persons on board, 219 lost their lives One of them was Mr. Roepke. 
Only ten days after he had taken the insurance, his $3,000 policy had 
become a claim! It was, of course, promptly paid in full. 





WIOUSANDS of policyholders, in of policies in force Jess than one year. ance is not a matter that can wait ..: 


the long history of the New York So often the uncertainties of life... Aren't you, perhaps ‘putting it off,’ 
Life Insurance Company, have died an automobile accident . . . a sudden on the chance that what has happened 
within a short time after taking insur- fatal illness . . . overtake an active to others will not happen to you? 
ance. Last year alone this Company paid person in sound health. That is one Shouldn’t you really do something 
over one million dollars to beneficiaries reason why the taking of life insur- about it now, before it is too late? 


SAFETY IS ALWAYS THE FIRST CONSIDERATION... NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded On April 12, L845 





THOMAS A. BUCKNER, Chairman of the Board ° 51 MADISON AVENUE, NEW YORK, N.Y. . ALFRED L, AIKEN, Preside 
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gency Officers—Research Bureau Broadening 
Activities and Fields of Study 


By Clarence Axman 


Chicago, Nov. 2.—The twenty years old 
Life Insurance Sales 3ureau, 
meeting in Chicago this week with the 


Research 


Association of Life Agency Officers, is 
broadening its surveys and research ac- 
tivities and in the future will make a 
more intensive study of what other busi- 
nesses are doing in the way of analyzing 
salesmanship, organization and _ affiliated 
activities. The world of marketing has 
much to offer and the 
ideas which have been found most effec- 


sureau will report 


tive elsewhere, 


3u- 


It is the general opinion that the | 
reau has been a most important factor 
in its analysis, study and reporting of 
recruiting and training and that the mar- 
keting analysis must cover as many 
angles as possible so that the cost as 
well as the methods of production shall 
be known with greatest accuracy. 

Saturation Views Differ 


Whether life insurance has reached the 
saturation or stabilization point or not is 
a question of opinion. Certainly the old 
cycle when production doubled every ten 
years is not in swing today. More than 
ever the business feels that there should 
be weeded from it those men who are 
not qualified to make a living in it and 
cannot To 
men who are unproductive 
up another thousand men 
equally unproductive means stagnant pro- 
duction and very costly at that. Many 
believe that the next five years will see 
fewer agents with those in the field pro- 
ducing more. 


drop a_ thousand 
and to pick 


will be 


survive. 


who 


Responsibility of compa- 
nies for bringing in the right men and 
developing them is being felt more gen- 
erally, 

There is considerable feeling that the 
fact that state Departments 
have entered the field of charting quali- 
fications instead of the insurance com- 


Insurance 


panies having such high standards as to 
make it unnecessary for the state to do 
this, is a black the insurance 


eye for 


business, 
Wide Scope of Discussion 


». T. Whatley, chairman of the Re- 
search Bureau board of directors, was in 
the chair at the opening session. John 
Marshall Holcombe, Jr., Bureau manager, 
the first speaker, discussed the profitable 
distribution of life insurance, and Jerome 
Clark, chairman of the Bureau’s execu- 
live committee, recited the chronicle of 
a Bure au’s year. He told of the many 
2ureau studies which include those of 
Program life insurance, supervision of 
agents, Group insurance for agents, re- 
urement plans for fieldmen, agency rent- 
als, new organization program, reports 
on $1,000 applications, young men, back- 
Sround of agents, and others. The long- 








pull Projects of the Bureau relate to cost 
of business, selection of agents, agency 


management, and activities outside of 
life insurance. 
There were a number of outstanding 


papers at the convention and it was the 
general opinion that never in the history 
of the Bureau has a more effective ad- 
dress been delivered than that of John 
A, Stevenson, executive vice-president of 
the Penn Mutual Life. His theme was 
that if other industries have developed 
plans for recruiting, selecting, training, 
or compensating salesmen which are en 
abling them to increase the distribution 
of their products or to improve their 
service to the public, then life companies 
are in duty bound to study those methods 
of others which have proved most effec 
tive, and with thought in mind, too, of 
service to the public. He was _ particu- 
larly struck by the fact that, asked for 
an opinion as to trend in compensation 
methods among progressive sales organi 
zations, the American Management As 
sociation said that today’s trend was 
definitely toward a guaranteed minimum 
salary with additional incentives in the 
way of bonus or commission payments 
for above average results and for busi 
ness that has a definite relationship to 
gross profit. 

Hope for Salary Basis Experiment 

Mr. Stevenson thought that while a 
good many problems would have to be 
ironed out before any large life insur- 
ance company could attempt shifting en- 
tirely to the salary basis he doubted if 
any single life insurance company work- 
ing alone would feel in a position to 
experiment with the salary plan. If, 
however, through careful study a prac- 
tical plan were devised which provided 
a basis salary plus additional rewards 
for above average work, it was Mr. Ste- 


Careful Selection Of 
New Agents Needed 


SAME APPLIES TO MANAGERS 
Bertrand J. Perry, President Massachu- 
setts Mutual, Believes Adequate 
Training an Essential 





Men should be brought 


into life insurance only when 


and women 
there is 
sound reason for believing they will suc- 
ceed and having brought them in it is 
unthinkable that the business should fail 
to provide for them every possible facil- 
ity and opportunity to make the success 
they seek, stated Bertrand J. Perry, 
president of the Massachusetts Mutual 


Life, in speaking before the Agency 
Officers-Research Bureau meeting in 
Chicago this week on modern agency 


thought 
general 


also 
the 


management. Mr. Perry 
that the same applied to 
agent and manager. 
“Agency management, from the view- 
point of a life insurance president, is 
one of the many operations within a 
company which contributes to the com- 
pany’s strength or weakness, either in 
its financial aspects or in its relations 


with the public, or in other of its im- 
portant phases,” 


said Mr. Perry. “When 


venson’s hope that a group of eight or 
ten life companies could be found who 
would be willing to experiment with such 
a method in a limited way at least. In 
discussing critics of life insurance, he said 
that companies and the field should not 
be so much concerned with such criti 
cisms as that the business should have 
the answers to these criticisms and these 
answers they have. 


Eldridge Haynes, vice-president Mc 
Graw-Hill Publishing Co., discussed the 
salary plus commission plan of his or 
ganization in building sales. It means 
a higher calibre of men on the sales 
staff and gives organization control of 
activities of salesmen; also decreases 


turnover. He said that industry is rec 
ognizing that the foundation of good 
public relations is employe rela 
tions. Failure of industry to accept in- 
creasing social responsibilities will mean 
increasing labor trouble and an increas 


cood 


ing participation of the government. in 
iffairs of business. 
J.C. Behan Chairman Newspaper 
Luncheon 


The annual luncheon to newspaper men 
given by the Life Insurance Sales Re- 
search Bureau had Joseph C. Behan as 
toastmaster. As insurance newspaper 
men from all parts of the country were 
present it took the form of geographical 
talks in which the political situation in 
various sections was discussed. Among 
those who talked were newspaper men 
from Ohio, Missouri, Illinois, Connecti- 
cut and Kansas. The general opinion 
was that Roosevelt is losing some ground 
but probably not enough to defeat him. 
New York newspaper men present re- 
fused to prophecy as to who would be 
elected governor. 





you agency officers sell a million of busi- 
ness which has a high mortality or a 
high lapse rate, or when you pay for 
such business an amount which study 
would indicate is not justified, you may 
well be achieving a certain goal in the 
direction of volume, but you are not con- 
tributing to your company’s strength. 
“Such a conception of the work of the 
agency department seems not unreason- 
able, but it does require an understand- 
ing of the factors which are inherent in 
the sales procedure. These factors seem 
to us in the life insurance business to be 
far more difficult to understand than 


many of the factors which go into the 
selling of tangible products. Yet they 
are as vital to know in our business as 
in any, and until agency management 


judges itself and is judged by others on 
a basis which embraces them all, it is 
courting ultimate trouble. 


“If it is to mean anything, modern 
agency management must mean success- 
ful operation—successful in all the de- 


partments and phases of agency ofera- 
tion. Achievement of that success will 
mean thoughtful study and diligent ef- 


fort, and patience, and understanding. 
it imposes responsibilities, yes; but with 
the benefit of research such as the Bu- 
reau is undertaking, with care in the 


application of the findings to our own 
individual enterprises, it becomes a great 
opportunity as well.” 


Total signatories to the 


Avency Practices 


company 
\greement now num 
ber sixty-two. Two companies have come 
in and two companies have gone out. In 
the Life Officers, 
W. W. Jaever declared: “In 


my opinion companies are realizing more 


addressing Agency 


Chairman 


and more the necessity to eliminate the 
part-timer. Better sportsmanship is be 
ing developed among companics and all 
this that Clause 9 is just 
sense Clause 9 is the 


convinces me 


good common 
so called proselyting clause. Chairman 
Jaeger called attention to the fact that 

the part-time and. unfit 
of the main objectives of 
Association of Life Under 


elimination of 
agent is one 
the National 
writers. 


Need for Trained Agents 


Continuing, Mr, Jaeger said: “If the 
life companies insist upon putting mto 
their field) organizations inexperienced, 


partially informed agents on a part-time 
basis, eventually the public may consider 
our ficld representatives in exactly the 
same class and might regard them as ni 
better prepared to give real service t 
the people than are the bank clerks in 
the mutual savings banks which in some 
states privileged to sell insurance 

counter. There never was a 
more important time to have well in 
formed, thoroughly trained, dependable 
full-time salesmen representing us in the 


are 
the 


across 


field. 

“The life insurance institution is a 
public institution owned by the public 
which is entitled to all information at 
our command which will give a cleat 
picture of what the private life insu 
ance institutions are doing for the coun 
try as a whole. The one sure way to 
combat the influence of propagandists 
who ignorantly or selfishly attempt t 
convince the public that private life in 
surance companies have a large clement 
of waste in their organization practices 


thus making cost of sound life insurances 
unnecessarily high is through 
contact of a large group of well-ground 


persot al 


ed, thoroughly informed representative 
full-time salesmen.” 
Talk by H. G. Kenagy 

Just as a great artist or any other 
professional finds fun in performing his 
daily work because there is pleasure in 
accomplishment, so, too, does the skill 
ful and efficient life insurance salesmat 
That was the theme of the talk mace 
to the Life Agency Officers convention 
this week by H. G. Kenagy, superin 


tendent of agencies, Mutual Benefit Life 


Where a man really masters his job t 
a point where he has an inner 
sc‘ousness of skill then he likes t 

his work and has fun it Mir 
Kenagy said the Mutual Benefit tried to 
make traming a precess of developir 
skill in men rather than mere acquire 
ment of knowledge Agents are re- 
hearsed in their roles of salesmen just 
as on the stage actors are rehearsed or 
there are rehearsals in other fields. Whe 


men are properly trained they can 
an artistic job and in doing that job it 
is not only satisfying to them, but the 
public reaction is what it should be. 
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Theme for Presidents’ 
Meeting, December 1-2 


‘UNDERWRITING iG HUMAN VALUES’ 


Prominent Seesheve Prem Outside In- 
surance Business as Well as Execu- 
tives to Be Featured 
thirty-second annual 
Association of Life 
Insurance Presidents will be “Underwrit- 
ing America’s Human Values.” Human 
values and the part of life insurance in 
safeguarding and enhancing them will be 
stressed throughout the two-day meet- 
ing at the Waldorf-Astoria, New York 
City, on December 1 and 2. Developing 
various aspects of this central topic, 
leaders in the life insurance business will 
discuss a broad range of subjects. They 
will be joined by prominent representa- 
tives in important fields outside of life 
insurance who will bring to the conven- 


Theme of the 
convention of the 


tion viewpoints from their respective 
spheres. 

Lending an international atmosphere 
to the program, a Canadian statesman 


who occupies a position of high import- 
ance in the Dominion Government also 
will be among the speakers. As already 
announced recently in The Eastern Un- 
derwriter, Julian Price, president Jef- 
ferson Standard Life, will be chairman 
of the convention and open the sessions 
with an address on the theme topic. 
Various phases of the subject now in 
preparation will include the performance 


of the business in 1938 in preserving life 
values, life insurance investments, the 
1938 mortality experience, the activities 
of America’s life insurance agents. 

The first speaker announced for the 
ye is Frank N. Julian, president 
of the National Association of Insurance 


Commissioners and Superintendent of 
Insurance of Alabama. 


Frank C. Champlin G. A. 
Bankers National Life 


William J. Sieger, 
superintendent of agencies, Bankers Na- 
tional Life, announces appointment of 
Frank C, Champlin as general agent for 
Chambersburg, Pa. and vicinity. Mr. 
Champlin served as assistant manager 
for the Metropolitan for several years. 
He then expanded his activities to in- 
clude general insurance, representing the 
Commercial Casualty at the present time. 
He is now adding a life insurance de 
partment to his agency. 





vice-president and 





National Life of Vermont 
Continues Dividend Scale 


The National Life of Vermont an- 
nounced November 1 that during the 
year 1939 it will continue to pay divi- 


dends to policyholders on all forms of 


insurance and annual premium retire- 
ment annuities, on the same scale which 
was paid during 1938. 


JAMES W. PATTON DEAD 

James W. Patton, district manager, 
John Hancock, Jamaica, N. Y., died sud- 
denly from a heart attack on October 13. 
He was only 44 and apparently in good 
health. He had been with the John 
Hancock since 1923 and was appointed 
assistant to the district manager in 1935 


MYRICK AGENCY OCTOBER 
The Julian S. Myrick agency, Mutual 
Life of New York, New York City paid 
for $1,128,284 new business in October, 
1938, compared with $1,428,084 a year 
ago. Paid business for the year to date 
totals $15,046,733 as compared with $20,- 

922,323 in the same period of 1937. 


WESTERN LIFE DIRECTOR 
The Western Life of Helena, Mont. 
has elected Robert S. MacFarland, Seat 
tle attorney, to the board of directors 
succeeding the late Jefferson Daggett. 
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Premium Rates for 
Life Insurance 


Premium rates to be used for Savings 
Bank Life Insurance under the law which 
becomes effective in New York State 
January 1 permitting mutual savings 
banks to issue insurance up to $3,000 on 
one life, have been announced by Paul 
R. Taylor, deputy superintendent of in- 
surance in charge of the Savings Bank 


Life Insurance division of the Insurance 
Department. 

Five forms of policies—straight life, 
20-Payment life, 20-Year Endowment, 


Endowment at Age 
65 and Term, also several policies on 
children—are permitted, Premiums may 
be paid annually, semi-annually, quarterly 
or monthly on all forms of policies except 
Term which does not carry monthly pre- 
mium rates. The instalments for more 
frequent than annual payment are load- 
ed from 2% on semi-annual instalments 
to 8% on the monthly payment. 

Savings bank premium rates are lower 
than the corresponding rates by partici- 
pating companies and are somewhat high- 
er than non-participating company rates. 
Provision is made under the Savings 
Bank Insurance Act for participation of 
policies in profits accruing after the ac- 
cumulation of surplus out of earnings 
with the approval of the Superintendent 
of Insurance. 

Rates on some of the policies are given 
below: 


paid up at Age 65, 


SAVINGS BANK LIFE INSURANCE 


PREMIUM BATES FOR POLICIES TO LJ ISSUED BY MUTUAL SAVINGS BANKS 
IN NEW Y ORK STATE 
" SI CE 

Age Nearest Annual Semi-Annual Quarterly Monthly 

Birthday Premius 
10 $5.99 $2.07 
ll 6.06 2.10 
12 6.14 2.12 
13 6.21 2.15 
“ 6.29 2.18 
15 6.37 2.21 
16 6.46 2.23 
7 6.54 2.27 
18 6.64 2.30 
19 6.73 2.38 
20 6.83 2.36 
21 6.93 2.40 
22 7.03 2.43 
23 7.14 2.47 
24 7.25 2.51 
25 7.37 2.55 
26 7.49 2.59 
27 7.61 2.63 
26 7.74 2.68 
29 7.87 2.72 
30 8.01 2.77 
31 6.15 2.62 
32 8.30 2.67 
33 8.46 2.93 
34 8.61 2.98 
35 8.78 3.04 
36 8.96 8.10 
37 9.14 3.16 
38 9.33 5.23 
39 9.53 8.30 
40 9.74 8.37 
41 9.96 3.45 
42 10.19 3.53 
43 10.44 3.61 
44 10.70 3.70 
45 10.97 3.80 
46 11.26 3.90 
47 11.56 4.00 
48 11.89 4.11 
49 12.33 4.23 
50 12.60 4.36 
51 12.99 4.50 
52 13.41 4.64 
53 13.85 4.80 
4 14.33 4.96 
55 14.84 5.14 
s 15.39 5.33 
57 15.98 5.53 
58 1€.61 5.75 
59 17.30 5.99 
60 18.03 6.24 
€1 18.83 6.52 
62 19.68 €.81 
63 20.62 7.14 
64 21.62 7.48 
65 22.71 7.86 





Savings Bank 
Set by aimee 


SAVINGS BANK LIFE INSURANCE 
PREMIUM RATES FOR POLICIES TO BE ISSUED bY UTUAL SAVINUS BANKS 
IN NEW YORK STATE 
$1,000 STRAIGHT LIFE INSURANCE 
Age Nearest Annual Semi-Annual Quarterly 
Birthdey e dnstalne’ 


Monthly 
mt Insta 1t 
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SAVINGS BANK LIFE INSURANCE 
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MORDECAI HAS NEW OFFICES 
Boston General Agent Holds Reception; 
Completes Qualifications for New 
Orleans Conference 
General Agent Leonard Mordecai, 
Equitable Life of Iowa, observed Policy- 
holders Day in Boston with an informal 
reception and inspection of his new quar- 

ters at 24 Federal Street, October 28. 

Mr. Mordecai has practically com- 
pleted his personal production qualifi- 
cation for the company’s general agent 
conference in New Orleans, December 
17 and 18. 


A. H. CHALLIS ANNIVERSARY 

Arthur H. Challis has been a general 
agent of the Massachusetts Mutual for 
twenty-five years, the last seventeen of 
them in Seattle, Wash. His agency 
force to mark the anniversary has 
pledged $600,000 new business within the 
next sixty days, the pledge being made 
when Joseph C. Behan, vice-president of 
the combany, was visiting in Seattle. 


FLINTKOTE BUYS GROUP 
Life, Health and Accident Insurance For 
Employes in Equitable Society 
And Metropolitan Life 
The Flintkote Co. has announced that 
Group life and Group accident and health 
insurance have been provided for em- 
ployes of that company and its  subsi- 
diaries. All employes have been offered 
a plan of Group life insurance, under- 
written by the Equitable Society, provid- 
ing a maximum of $10,000 of insurance 
for individuals. Approximately 2,000 em- 
ployes have thus far subscribed for this 
protection. Under a contract with the 
Metropolitan Life, payments are avail- 
able to non-salaried employes during dis- 
ability resulting from accident or sick- 

ness. 


WIN GENERAL AMERICAN CUP 

W. J. and Victor Behrens, general 
agents for the General American Life, 
Abilene, Texas, has won the President’s 
Cup in that company for the third quar- 
ter of the year. 
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Expect Big Exhibit 
At L.A.A. Convention 


58 COMPANIES ALREADY ON List 





Leonard C. Kiesling, Exhibits Chairman, 
Expects 500 Exhibits From 65 Com. 
panies; The Judges 
Fifty-eight member companies of the 
Life Advertisers Association have 4. 
ready requested exhibit boards on whieh 
to display their advertising material a 
the sixth annual convention of the LAA 
on November 14, 15 and 16 at the Hotel 
Traymore, Atlantic City. Chairman of 
the exhibits committee is Leonard ¢ 
Kiesling, Continental American. It js 
expected that all told there will be 5M 
different exhibits at the convention from 
approximately sixty-five companies 
about 65% of total company membership, 


For competitive purposes the com. 
panies are divided into three groups 
according to size and in each group 
there are twelve chgaieasians of ex- 
hibits. Certificates denoting excellence 
of material will be awarded to the three 
leading companies of each group in 
every classification and to the member 
company in each group scoring the 
greatest number of points for exhibits 
displayed a suitable trophy will be 


awarded. 

The judging will be done by Rowe 
Stewart, president Stewart-Jordan Co, 
advertising agency of Philadelphia; 
Major Roger B. Huil, general counsel 
National Association of Life Under- 
writers, and Monroe Mendelsohn, as- 
sistant business manager Press-Union 
Newspapers of Atlantic City. The awards 


will be made by Mr. Kiesling at the 
dinner on Tuesday evening, Novem- 
ber 16. 


Boston Chapter Hears 
Prof. Leo Drew O’Neil 


The first annual meeting of the Bos- 
ton chapter, Chartered Life Underwrit- 
ers, was held October 25 with President 
M. Luther Buchanan presiding. The 
guest speaker was Professor Leo Drew 
O'Neil, Boston University, who is direct- 
ing the insurance courses at B. U. His 
topic was “Responsibility of the CLU’ 

Three members of the Boston chapter 
are instructors at Boston University this 
year: M,. Luther Buchanan, James R 
Warren and Vernon Blagbrough are all 
giving courses. Mr. Buchanan and Mr 
Warren are with the Blackmur agency 
of the Massachusetts Mutual. Mr. Blag- 
brough is with Boston’s John Hancock 
agency. Chairman of the educational 
committee is Fitzhugh Traylor, manager, 
Equitable Society. 


DINE STEPHEN LOUNSBERRY 


A testimonial dinner was given in New 
York November 1 for Stephen Louns- 
his twentieth 


bery on the occasion of 
anniversary with the Travelers. He 
joined the company November 1918, 


at the Forty- second Street branch as 
special representative. December 1, 192) 
he was transferred to 76 William Street 
as associate manager. That office re 
moved to 55 John Street in 1921. He 
served there until 1925 when he opened 
the Thirty-fourth Street office as mat- 
ager. In 1929 he returned to 55 John 
Strect as associate manager in charge of 
Group conservations. In 1936 he was 
made associate district Group supe rvisor 
and in 1938 was promoted to district 
Group supervisor. 


CHAS. H. SCHAAFF CELEBRATES 

Chester O. vice - pre sident, 
Massachusetts Mutual, in Syracuse last 
month addressed the Syracuse Life Un- 
derwriters Association and attended the 
banquet in honor of Charles H Schaail, 
Massachusetts Mutual general agent in 


Fischer, 
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Syracuse, in celebration of his first anni- 
versary in the agency. During the yea! 
the agency showed a 50% sales gain over 
the previous twelve months. 
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ii M utual Names 
Pirnie in Springfield 


APPOINTMENT "EFFECTIVE NOV. 1 


New General Aout in Life Insurance 
Since 1922 at One Time Had 
Own Estate Service 
The Mz — Mutual Life on 
November 1 appointed Roderick Pirnie, 
formerly a personal producer at Spring- 
feld and Providence, as general agent 
of the Providence agency to succeed 
Winthrop Winslow. Mr. Pirnie entered 





RODERICK PIRNIE 


life insurance with the Northwestern 
Mutual at Springfield in 1922 and while 
in that connection organized the Roder- 
ick Pirnie Estate Service which pro- 
luced as high as $2,500,000 in one year. 

In 1925 Mr. Pirn‘e was appointed as 
general agent for an Eastern company, 
in Massachusetts and Rhode Island. He 
continued in that connection until No- 
vember 1, 1937, when he resigned and 
returned to personal production with 
Lithard & Cook, Springfield general 
agents for the Massachusetts Mutual. 

Mr. Pirnie was one of the organizers 
and is a past president_of the General 
\gents Assoc‘ation of Springfield; is a 
past president of the Springfield Asso- 
ciation of Life Underwriters, and for 
several years has been a committeeman 
of the National Association of Life Un- 
derwriters and was a candidate for elec- 
tion as national trustee at the Houston 
convention, withdrawing in favor of John 
W. Yates, the company’s general agent 
in California. Mr. Pirnie is vice- presi- 
dent, Massachusetts State Association of 
Life Underwriters, and for several years 
has been active in an effort to regulate 
the sale of savings bank life insurance 
in Massac cio” 

A native of Springfield, Mr. Pirnie re- 
ceived his higher education at Bowdoin, 
Harvard and Oxford. During the World 
War he served as an officer of infantry 
in France. Following his d'scharge from 
military service he lived for two years 
in Detroit, where he engaged in the 
plumbing supply business before return- 
ing to his home in Springfield. 


McKEOUGH GUEST AT DINNER 
A. E. McKeough, who was named re- 
cat tly as Chicago general agent for the 
hio National Life, was the guest of 
honor at a dinner in his honor last ery 
given by former associates in the W. 
\lexander & Co., offices. Len Ulrich was 
toastmaster and William Murphy han- 
dled the arrangements. ; 





NEW MUTUAL LIFE TRUSTEE 

F. Trubee Davison, president Ameri- 
= Museum of Natural History, has 
4 elected a trustee of the Mutual 
mt of New York succeeding Stanley 
ield of Chicago, resigned. 
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DEFEAT THIS INJUSTICE 


Small children should not be deprived of 
a mother’s jealous care and companionship. 


A widowed mother left a _ reasonable 
amount of insurance will not have to relin- 
quish her child to the care of others. 


Every time an insurance salesman places 
a policy adequate to a prospect’s needs, he has 
protected dependents against sorrow and dis- 
appointment. 








ted) rurlential 


Iusurance ¥ Company of America 


Home Office, NEWARK, N. J. 
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Nelson D. Phelps Named 
General Agent at Boston 


FOR NORTHWESTERN MUTUAL 


Appointment Effective January 1 When 
Former Agency Assistant Succeeds 


Ben H. Badenoch, Resigned 


Nelson D. P helps, : assistant director of 
agencies Northwestern Mutual since 1930, 
has been appointed general agent for the 
company at Boston effective January 1. 
Mr. Phelps succeeds Ben H. Badenech 





NELSON D. PHELPS 


who has resigned effective December 3] 
and whose plans for the future are un- 
announced. Grant L. Hill, director of 
agencies, announced Mr. Phelps’ appoint- 
ment this week. 

Born in Oakland, Cal., in 1904, Mr. 
Phelps was educated at schools in Berke- 
ley and later attended the University of 
Michigan. He joined the Northwestern 
Mutual in the home office March 1/7, 
1925, in the educational division of the 
agency department, then under direction 
of John P. Davies, educational director 
For five years Mr. Phelps was intimately 
connected with the special course in 
training activities, and also took part in 
agency meetings in various parts of the 
country. 

Since his appointment as assistant di- 
rector of agencies in 1930, Mr. Phelps 
has continued in full charge of the edu- 
cational division and also assumed super- 
vision of the contract division, while do- 
ing his share of field work of the com- 
pany. His visits to all of the company’s 
agencies one or more times has gained 
for him a wide knowledge of field condi- 
tions and supervisional activities. He has 
had charge of one annual meeting of the 
Association of Agents and has directed 
two New York regional meetings as well 
as being active in preliminary arrange- 
ments for the forthcoming 1939 conven- 
tion next January. He received his CLU 
designation in 1933. 

Mr. Badenoch has been general agent 
in Boston since March 1, 1932, after be- 
coming identified with the Northwestern 
Mutual as a special agent for Hobart & 
Oates, Chicago general agents, in 1915 
He is a graduate of the University of 
Chicago aed prior to his insurance asso 
ciation had been advertising representa- 
tive for the Chicago Tribune He is a 
CLU, 


APPOINTED HANCOCK MANAGER 

John H. Harre has been appointed 
district manager for the John Hancock 
Mutual Life at Jamaica, N. Y., to suc- 
ceed the late James W. Patton Mr 
Harre has been associated with the John 
Hancock since 1924, when he entered the 
Jamaica district office as an agent and 
was promoted to assistant superintend- 
ent in 1927. 


Aetna Makes Changes 
In Policy Provisions 


TO BE EFFECTIVE JANUARY 1 


Policy Loans to Bear 5% Interest; Funds 
Left With Company at 24%%; New 
Policy Features 
announced to its 


Life has 


changes in policy 


The 


field fores 


\etna 


forms and 


onditions effective January 1 Policies 


ssued after that date providing for 5% 
interest on policy loans instead of 0% 
Rate of interest guaranteed on money 
left with the company under optional 
settlements will be 24%% and the same 
ate will apply where prececds are pay- 
able in instalments 

Where the sum insured 1s payable for 
1 term certa'n and as long thereafter 

the payee lives, the instalments are 


bised upon 3% interest but upon a more 
innuity table so that the 
nstalments are somewhat reduced from 
ippearing in present p 
In participating policies it will be pro- 
that dividends may be left with 
pany to accumulate at a rate of 

not less 214% compounded 


conservative 


heres 


than 2 
nnually. Ne policies contain provisions 


for interest dividends in the participat 


ing department and excess interest in 
the non-participating department above 
the uaranteed interest rate The 
louble ind mnity provision has been 


completely redrafted, among the changes 


being an extension of coverage to fare- 


paying passengers on commercial ait 
plane routes 

\ new plan of insurance with life in 
come has been introduced providing an 
income at maturity of $5 a month for 
each $1,000 of insurance payable for 120 
months certain and as long thereafter 
as the insured lives. Rates and values 
are given in the new rate book for En- 
dowment policies maturing at Age OC 
and 65 and for Whole Life polic‘es with 
premiums ceasing at Age 65. The Aetna 
Life is making no increase in no-par 
ticipating rates 


FRANK H. ZIMMERMAN HONORED 


Three weeks’ writings of $368,000 
paid-for Ordinary was presented to Dis- 
trict Manager Frank H. Zimmerman of 
the Baltimore 1 agency, John Hancock, 
on the occasion of his fiftieth anniver- 
sary with the company, October 21. The 

resentation was made by Agent Ru- 
pertsberger, the largest personal pro- 
ducer in the Zimmerman agency, at a 
dinner at the Merchant’s Club. Guests 
present included Vice-President Elbert 
H Brock; Vice-President Paul  F. 
Clark; Ernest J. Clark, state agent at 
Baltimore Joseph J. Duffy, district 
manager at Baltimore 2, and Benjamin 


W. Bassford, district 
cag $, formerly 
ency 


manager at Chi- 
with the Baltimore 


a 


THOSE ON PEORIA PROGRAM 
\ number of Chicagoans will atend the 
ria meeting of the Illinois Associa- 


a ri ! 
n of Life Underwriters November 4-5 


Holgar J. Johnson will speak Novem 
ber 4 on “What Can We Do to Im- 
prove the Public Attitude Toward Our 
Agency Organization ?” Speakers on the 


nt program November 5 in- 
clude: William King, Mutual Benefit, St. 
Samuel D. Risley, assistant su- 
perintendent Great Lakes District, Met 
ropolitan, Chicago; C. Vivian Anderson, 


ress 


Provident Mutual, Cincinnati; Holgar J 
Johnson, Penn Mutual, Pittsburgh, 
president of the National Association, 
and Robert Coolidge, Aetna Life, Hart 


C. O. FISCHER SPEAKER 


Chester O. Fischer, vice-president, 
Massachusetts Mutual, was in familiar 
territory when he addressed the General 
Agents and Managers Association of St 
Louis on October 28. Mr. Fischer, for 
merly a St. Louis general agent, is a 


1 


past president of the association. 
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Horace H. Wilson & Co.,50 Years Old 


The Equitable Life Assurance Society 
general agency of Horace H, Wilson & 
Co., New York City, is half a century 
old. It is an agency in high esteem in 
the ranks of the Equitable and this was 
demonstrated at the fiftieth anniversary 


HORACE H. WILSON 

dinner of the agency held in the Hotel 
Biltmore on October 28 when not only 
was there a turnout of two dozen home 
officers and other executives, but some of 
the out-of-town general agents of the 
Equitable Society also attended. 

The only speaker was the president of 
the Society, Major Thomas I. Parkinson, 
who made one of his most graceful talks 
in which, discussion the topic of longev- 
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ity, he explained the significance of an 
agency with has so successfully weath- 
ered the economic storms of half a cen- 
tury in the country’s largest city, plac- 
ing so many millions of dollars of pro- 
duction on the books of the Society in 
that time. It meant continuously effi- 
cient performance. 
Home Office Delegation 


Among those from the 

banquet \ cre these: 
Vice-Presidents W. J. 

Ray D. Murphy, W. B. 


office at the 


Graham, Frank L. Jones, 


Parsons, Mervyn Davis, 


ARCHIBALD B. MOFFATT 


\. G. Borden, Nils A. Olsen, Andrew E. Tuck, 


Glenn McHugh, C. J. Martin, Frank A. Shailer; 
©. H. Chedister, auditor; Henry Greaves, treas- 


AGENT 
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Northwestern National ' 
Names Lateer in Peoria 


MANY YEARS IN LIFE INSURANCE 


At Presert Is President of Illinois State 
Association of Life 
Underwriters 

William H. Lateer, president of the 
Illinois State Association of Life Un- 
derwriters, this week was appointed 
general agent for the Northwestern Na- 
tional Life in Peoria, Ill. He has a 
broad background of life insurance sel}. 
ing and agency management. His of. 
fices will be at 510 Commercial-Mer. 
chants National Bank Building 

Mr. Lateer began his career as 
fieldman for one of the large Eastern 
companies at Ludlow, ITIl., and later was 
supervisor in Detroit. Ten years ago 
he was made general agent for that 
company at Peoria, and is thoroughly 
familiar with that territory, having con. 
tinued in that capacity until this year 


Despite managerial duties, Mr. Lateer 
has been able to maintain his annyal 
personal production at a_ substantial 
figure. 


He has been active in the Life Under. 
writers Association over a_ period of 
vears and is now president of the Tllinois 
State Association. 
urer; Drs. R. M. Daly, E. W. Beckwith, B. ¢. 
Syverson; Arthur P, Carroll, assistant secretary; 
Harley Lackey, manager, city real estate; Thomas 
J. Burns, cashier; Arthur M. Spalding, assistant 
William M. 


of issue; 


to agency vice-president; Donohue, 
Andrew Web. 
ster, superintendent bureau of lay underwriters; 
William Roddey, 


a director. 


superintendent bureau 


commander Veteran Legion, 

\mong Equitable general agents pres- 
ent were Sheppard Homans, 120 Broad- 
way; Frank H. Devitt, Forty-second 
Strect, president of Equitable board of 
managers; Courtenay Barber, Chicago; 
Thomas Sweeney, Washington; W. M. 
Duff, Pittsburgh; Gerald A. Eubank, 
Prudential. 

Agency Started by Late Jerome J. Wilson 

About 150 guests were at the dinner to 
congratulate Horace H. Wilson and his 
associate, Archibald B. Moffatt. The 
agency was established by the father of 
General Agent Horace Wilson, the late 
Jerome J. Wilson, who died in April, 
1935, after spending forty-seven years 
with the Society. Jerome J. Wilson's 
earliest Equitable connection was with 
the Archibald C. Haynes and Eisele & 
King agencies. After acting as organ- 
izer in the Haynes agency and as an 
uptown branch manager he was appoint- 
ed general agent. The man who ap- 
pointed him was the late Gage E. Tar- 
bell, at one time head of the Society's 
agency forces and at his death senior 
director of the Equitable. 

Horace H. Wilson is a Princeton man. 
He had quite an insurance experience 
even before he went to college as his 
first work was as an office boy in his 
father’s agency when he was 12 years 
old. He sold considerable insurance dur- 
ing his college career. In Princeton he 
was manager of the polo team. At vati- 
ous times he has been a large personal 
writer and at one time was a member ot 
the insurance faculty of New York Uni- 
versity. He helped organize the Mid- 
town Managers Association. He has been 
president of the New York Board of 
Equitable Managers, 

Archibald B. Moffatt’s entire insurance 
career has been with the agency, start- 
ing as a boy. He also has written 4 
considerable amount of life insurance. 





N. J. AGENCY ANNIVERSARY 

The New Jersey agency of the State 
Mutual Life in Newark is celebrating the 
sixty-third anniversary of its establish- 
ment, making it one of the oldest life 
insurance agencies in Newark, Present 
general agent is Fred Lieberich, Jr. who 
was appointed in December, 1936. The 
agency was established in 1875 with Sam- 
uel Wright as the first general agent. 
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A new approach to program selling has been developed for 
use by Northwestern Mutual agents. This approach is designed to 
help the prospect check his own needs, while enabling the agent to 
explore all possibilities leading to either a package or program sale. 
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Associated Press Plan 
For $10,000,000 Group 


WRITTEN WITH AETNA LIFE 
Contributory Plan Offers Protection To 
Employes at Small Monthly Con- 
tribution; Details 
A Group pension plan involving what 
is estimated will be a minimum of $10,- 
000,000 life insurance and $250,000 an- 
nual premium for Group annuities will 
become available January 1, 1939, for the 
2,000 employes of the Associated Press. 
The plan is underwritten by the Aetna 
Life. O. A. Krebs, manager, New York 
City agencies, Group and Pension de- 
partments, arranged the plan and han- 

dled the details. 

Kent Cooper, general manager, Asso- 
ciated Press, in a letter to employes 
dated October 29, explained revisions in 
the company’s old pension plan and 
stated that the new plan makes avail- 
able substantially larger amounts of in- 
surance than did the old plan. He said: 
“Indeed the maximum insurance under 


the old plan becomes the minimum un-* 


der the new.” The plan is cooperative, 
the Associated Press sharing a large 
part of the premiums. Participation on 
the part of employes is entirely volun- 
tary. 

The plan includes permanent total dis- 
ability benefit and right of conversion 
without medical examination on termina- 
tion of employment. The company 
States: 

Eligibility 

“This plan is available to employes on 
the active or inactive rolls, age 21 or 
older, who receive a regular and stated 
compensation from the Associated Press 


other than a pension, who have com- 
pleted one year of continuous service, 
who do not have any other employer, 


whose assignments are not of a transi- 
tory nature and whose ages at nearest 
birthday are under 65 for men and 55 
for women. 

“No medical examination is necessary 
for this insurance provided application is 
made within ninety days after the em- 
ploye becomes eligible.” 

Amounts of employe contributions to 
the plan are indicated in the following 
schedule on insurance: 

Schedule of Insurance 


Employ e’s 


Monthly 

Amount of Contri- 

Annual Salary Insurance bution 
Less than $1,800...... --» $ 5,000 $1.00 
$1,800 but less than $2,400 6,000 2.00 
$2,400 but less than $3,000 7,000 3.00 
$3,000 but less than $4,000 8,000 4.00 
$4,000 but less than $5,000 9,000 5.00 
Sees GE O06 i6scéccccsss 10,000 6.00 


BRAUNIG IN NEW QUARTERS 


General Agent of Massachusetts Mutual 
Doing More Business; Planning 
Reception for Next Week 

\nother agency change came about in 
Boston November 2 with removal of the 
J. S. Braunig agency of Massachusetts 
Mutual to new quarters in the renovated 
10 Post Office Square Building. General 
\gent Braunig and his associate, C. H. 
Emanuelson, have had ten new agents 
into their office since opening 
their quarters last Spring. The agency 
has shown an increase in volume averag- 
ing three times the former production 
and was noted last month to have 
climbed from sixty-fifth to twentieth 
place in the company’s agency stand 
ings. 

One of the newest personal producers 
at the Braunig agency is Sherwood 
Smith, former general agent with John 
Hancock at St. Louis, after a Hancock 
supervisory position with 


) the Clark 
agency in Boston, and more recently 
seneral agent at 


Boston for Berkshire 
Life Mr. Smith has been out of insur- 
ance for nearly five years and is being 
warmly welcomed back. General Agent 
Braunig plans a reception for home of- 
fice executives at the agency next week. 


come 





| HEARD On The WAY | 





The current issue of Stamps, a weekly 
magazine of philately, contains an article 
by J. B. Treusch, advertising assistant 
of the Equitable Life Assurance Society, 
New York, in which he tells an interest- 
ing story about a new stamp issued by 
the government of Peru which uses an 
old steel engraving of the Equitable So- 
ciety’s trade mark, a statue group of 
three figures. How this came to be done 
was told by Mr. Treusch in the article. 

It seems that recently the ‘government 
of Peru got in touch with the American 
3ank Note Co. for a_ suitable design 
which could be used for a proposed un- 
employment relief stamp for that coun- 
try. In the files of old steel engravings, 
the foreign department of the Bank Note 
Co. came across a steel vignette of the 
Equitable statue group which had origi- 
nally been engraved by the Franklin 
Bank Note Co. back in 1859. This con- 
cern was later taken over by the Amer- 
ican Bank Note Co. in 1876. Through 
an oversight this vignette was not recog- 
nized by their foreign department as the 
Equitable’s design, and since it bore no 
identifying label it was sent along to the 
Peruvian government for approval, The 
oversight was excusable in that it was 
not the custom in the old days to mark 
plates as the exclusive property of the 
customers. 

Unele Francis. 





General Agent Johnson 
Back in Personal Work 


John C. Johnson, Philadelphia, general 
agent for the Equitable Life of Towa, 
has asked to be relieved of general 
agency responsibility in order to engage 
solely in personal production. He has 
been given a contract directly with the 
company and will have his office in the 
Girard Trust Building, Philadelphia. The 
territory formerly controlled by the 
Johnson agency, and Mr. Johnson’s 
agents, have been transferred to the 
Wallis & Son agency in Philadelphia. 

Mr. Johnson has for almost. thirty 
vears been a general agent for the 
Equitable, first in Harrisburg, then suc- 
cessively in Detroit and Scranton. Sev- 
eral years ago he came to Philadelphia 
and the partnership of Wallis & John- 
son was formed. A little over two years 
ago Mr. Johnson set up his own agency 
and the firm of Wallis & Son was 
formed. There have been two general 
agencies in Philadelphia, the Johnson 
agency having control of the coal fields 
territory, and the Wallis & Son agency 
in control of the Lehigh Valley terri- 
tory, Philadelphia beings open territory. 





SOUTHERN CALIFORNIA LEADS 

At the end of October and in the 
middle of the “mountain climbing con- 
test” among croups of general agencies, 
Walter L. Gastill’s Southern California 
office of Connecticut General, led all its 
opponents in the group, known as 
“Buckley Boulder Bouncers,” and com- 
posed of the local agency, Cleveland, 
Detroit, Minneapolis, Pittsburgh and 
Hartford. Incidentally Hay Langenheim, 
a leading producer of the agency, led all 
agents of the company in total paid 
premiums during September. 





MARTIN L, SELTZER SPEAKER 


Martin L. Seltzer. ceneral agent Aetna 
Life, Des Moines, Towa, was the guest 
sneaker at the dinner meeting of the 
3urlington Association of Life Under- 
writers, October 28. His topic was 
“Echoes from Successful Underwriters.” 


WRITINGS BY KNIGHT AGENCY 
The Charles B. Knight Agency. Inc., 
New York, general agents for Union 
Central, report paid October business 
$2,100,000 compared with $1,664,672. in 
October, 1937. Ten months’ business was 


$14,377,797 compared with $16,765,359. 


Rate and Other John 
Hancock Revisions 


TO BE EFFECTIVE JANUARY 1, 1939 


Loan Interest, Option Settlements, Divi- 
dends, Money on Deposit, Annuities 
Undergo Changes 


Under John Hancock policies issued 
after January 1, 1939, the specified rate 
of interest on policy loans will be re- 
duced to 5% and option settlement rates 
will be changed to conform to the new 
annuity table adopted July 1, 1938, ac- 
cording to an announcement by Guy W. 
Cox, president, John Hancock Mutual. 
Reduction to 2%% will be made in the 
cuaranteed interest rate on dividends left 
with the company to accumulate, and on 
proceeds of policies left on deposit with 
the company. 

The 3% basic interest rate under Op- 
tions 2 and 3, where payment of pro- 
ceeds is made for a_ specified period, 
will be continued as heretofore. The 
amount payable under options providing 
for life contingencies, however, has been 
reduced to conform to the rates applica- 
ble under the new annuity table. The 
company will continue its practice of an- 
nually determining any distribution of 
interest earnings in excess of the guar- 
anteed rates. 

Premium Rate Changes 


No change will be made in premium 
rates for insurance, but premiums under 
the Retirement Fund contracts, cover- 
ing a combination of endowment insur- 
ance and annuity will be increased in 
the amount necessary to maintain the 
annuity feature under the policies at the 
same fixed unit of $10 a month, on the 
basis of present annuity rates. 

The annual premium retirement an- 
nuity contract will be continued for the 
time being in the same form as at pres- 
ent, but with an increase in premium 
rates, required under the new annuity 
table. The increase, effective January 
1, 1939, results in a smaller annuity pay- 
ment purchased by premium units of 
$100 annually, or $10 monthly. 





“TRIAL” OF AGENT HELD 





Boston Life Underwriters Association 
“Prosecute” for Omissions And 
Neglect of Prospects 
The trial of John Q. Agent, inter- 
spersed with life insurance philosophy, 
drew a record gathering of Boston Life 
Underwriters Association members and 
friends to the John Hancock auditorium 
in Boston November 3 to hear Mr. Agent 
answer to charges of service opportunity 
omissions and neglect to prospects and 
clients. The play, coached by Doane 
Arnold, New England Mutual home of- 
fice, was replete with clever lines and 
pointed questionings. The witnesses and 


traverse jurors were chosen from the 
audience. The cast included: 

General agent, L. G. Clogston, Paul C. San- 
born agency, Connecticut Mutual Life; prose- 
cuting attorney, Edward M. Cummings, Clyde 
F. Gay agency, Aetna Life; clerk of court, 
Walter A. Dullea, P. J. Craffey district agency, 


Metropolitan Life; court officer, James P. Light- 

bown, Gay agency, Aetna. 
Defense attorney, Richard J. 

Enman district 


Munroe, Wesley 
agency, Prudential; 
widow, Gertrude Penwarden, eastern 
setts agency, John judge, 
David E. Sprague, associate general agent, 
Union Mutual Life; John Q. Agent, Robert E. 
Turner, Richard Partridge agency, New England 


client’s 
Massachu- 


Hancock; presiding 


Mutual; Miss Secretary, Elsie M. Shedden, 
Boston Life Underwriters Association. 
The trial was considered a telling “case for 


the business.” 


CARROLL NEW MEXICO G. A. 

John D. Carroll has been appointed 
general agent for Occidental Life at Al- 
buquerque, and will have charge of New 


Mexico. Previous to his association with 
Occidental he was with the Western 
American. 


——— 


Equitable Improves 
Service in Boston 
EMPHASIZE ESTATE PLANNING 


President Parkinson and Other Officials 
Attend New Office Opening; 
Agencies at New Location 
Attending the opening of new ang 
larger agency offices in the Nationa) 
Shawmut Bank Building, Boston, Presi. 
dent Thomas I. Parkinson of the Equi- 
table Society said at a luncheon Qeto. 
ber 31 to the company’s local representa 
tives that this change marks another im. 
portant step in improved service to po. 
icyholders and better quarters for an 

expanding business. 

There is more than  $225,000,000 of 
Equitable insurance in force in Massa. 
chusetts. Mr. Parkinson explained that 
this warrants formation of a special pol- 
icyholders service division in the ney 
Boston quarters. The society is intro- 
ducing a new estate programming ser. 
vice called “Equitable Assured Estates” 
to alleviate many of the troublesome 
problems confronting the thrifty people 
of this country today. 

This scientific approach to 
building guidance will require special 
training of all Boston agents repre. 
senting the Equitable before they will 
be allowed to offer this service. Second 
Vice-President V. L. Bushnell visited 
3oston with a picked staff from his de- 
partment of agency promotion to direct 
the training activities. 

Located at the new offices will be the 
agencies of William J. Carter, William 
A. Downing and A. J. Farnsworth; also 
the department of Group _ insurance, 
Group annuities and salary savings in- 
surance under Divisional Manager Paul 
F. Gorman, and the new service depart- 
ment under F. E. Bennett, cashier. The 
Fitzhugh Traylor agency, including the 
women’s department, will continue its 
present offices in the Atlantic National 
Bank Building. 





estate 


Luncheon and Dinner 


Service to policyholders was the key- 
note of the luncheon meeting, which was 
attended by 250 associates of the Equit- 
able’s Boston agencies. New England 
agency managers were guests, as well as 
fifteen associates of the J. D. E. Jones, 
Jr., agency, Providence, Albert J. Farns- 
worth, local agency manager, was master 
of ceremonies. Several home office ex- 
ecutives and Mrs. Eleanor Felton, mana- 
ger women’s department, Fitzhugh Tray- 
lor agency, Boston, were present. 

President Walter S. Bucklin of the 
National Shawmut Bank was host at a 
dinner to sixty leading corporation ex- 
ecutives, educators and Equitable Society 
executives at the Algonquin Club No- 
vember 1, Ray A. Ilg, vice-president of 
the bank, handled the arrangements. 


O. F. Gilliom Produces 
For 1,248 Weeks Running 


\nother milestone in a_ remarkably 
consistent production record was reached 
in September when O. F. Gilliom, gen- 
eral agent for Lincoln National Life at 
3erne, Ind., completed twenty-four years 
of consecutive weekly production. His 
record now stands at 1,248 weeks. 

Six times during his twenty-eight 
years Mr. Gilliom has led the company 
in personal paid production for the year. 
He has qualified for his company’s con- 
vention clubs twenty-two times. 








ELECT H. O. FISHBACK, JR. 
H. O. Fishback, Jr., of the Northern 
Life of Seattle, son of the late insur 
ance commissioner of Washington who 
elected 


was a dynamic figure, was 

president of the Accident & Health 
Managers’ Club at its annual meeting. 
Ormand Keller of the Loyalty Group 


was named vice-president, and Harry A. 
Wares, Washington National, secretary 
treasurer. Paul Green, Aetna Life, te 
viewed accomplishments of the past 


year. 
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\ecident Insurance Is 
Theme of Graf Congress 


sRESS ON WEEKLY INDEMNITY 


Francis O. Graf, Manager Here for One 
Year, Travelers, Has Top Men 
on Program 


The most inportant feature of the ac- 
ident insurance policy is weekly indem- 
sity to replace earning power, declared 
' Lacy, assistant secretary, 
travelers, Hartford, the 
value and necessity of accident insur- 


J seph R. 


speaking on 


ance, opening address at the sales con- 
oress held Tuesday afternoon in the 
auditorium of the Transportation Build- 
ng, 225 Broadway, to celebrate the first 
anniversary Of the Francis O. Graf 
qeency, City Hall branch office of the 

Travelers, New York City. 

Mr. Graf was appointed agency man- 
aver for the Travelers just a year ago, 
pening an office in the Transportation 
juilding just a block from the corner 
where the Travelers opened its first New 
York City office about 1865 on corner of 
Broadway and Fulton Street. From his 
ofice windows on the twenty-first floor 
Mr. Graf looks down on that corner 
across the yard of the old St. Paul’s 
Church. In the year that he has been 
manager Mr. Graf has built an agency 
if ten life and accident producers who 
have passed all agency quotas. Mr. Graf 
came to New York City with a broad 
background of insurance experience with 
the Travelers. 

Chairman of the sales meeting was 
Ralph L. Smith, assistant superintendent 
of agencies, Travelers, who introduced 
three top men from the ranks of Trav- 
elers producers: Mr. Lacy, J. Lewis 
Benton, who is a leading agent in the 
55 John Street office, and W. L. Radcliff, 
manager, Yonkers branch office and past 
president of the Westchester County Life 
Underwriters Association. All three men 
stressed the value of selling accident in- 
surance, that life policyholders are acci- 
dent prospects, that the accident insur- 
ance approach gets interest and leads to 
quick sales and future business. 

Some ideas presented were these: It’s 
hard to budget the cost of an accident 
but it’s not hard to budget an accident 
premium. Women need accident insur- 
ance today as much as men do—just as 
many women drive cars and they are 
more subject to hazards at home. Acci- 
dent insurance should have been named 
income insurance. A man’s most valu- 
able asset is wrapped up in the matter 
of income. An agent is doing favors 
lor people through selling them accident 
insurance. 

George N. Graf, merchandise counselor 
in New York City and brother of the 
Travelers manager, was a guest speaker. 
He made a hit with his talk, “Selling Is 
a Matter of People.” “Selling,” he said 
1s a game which involves the art of 
making people think as you think.” To 
win the game, he declared, an agent 
must know the rules of the game, his 
product, and must believe that it is 
to his customer’s advantage to buy what 
he has to sell \ rudimentary rule of 
selling he gave was this one: “See a 
lot of people often and ask them to buy 
your stuff.” After eve:y interview, he 
believes, an agent should ask himself: 

Why did | make the sale or why did 
I miss it 2” ; 


BACKS UNEMPLOYMENT COVER 
Unemployment. insurance for Canada 
Was advocated by J. G. Parker, F. I. A 
AL S., actuary and general manager 
Imperial Life, in an address before the 
Montreal Rotary Club. Mr. Parker 
Stated that such a plan could not pro- 
vide for "unemplovables nor for those 
now unemployed, the relief of which had 
to be a public charge, but unemployment 
Msurance could meet the future needs of 
Many of those now employed. He felt 
that the scheme : 
1on rather than 


should be under Domin- 
provincial control. 



















RAYMOND MOLEY 


Raymond Moley, associate editor of 
News-Weck, is on the program for the 
Life Advertisers Association meeting in 
Atlantic City November 14-16. 


Equitable Society Men 
. e >] . 
Preview World’s Fair 
the Old Guard of the 
Assurance Society in- 
cluding New York City mana- 
vers and a number of home office people 
visited the New York World’s Fair 
grounds last week to inspect the scene 
of the Society’s 1939 convention. Grover 
Whalen, president of the Fair Corpora- 
tion, addressed the group. 


\ group of 
Life 


several 


Equitable 


VETERANS’ INSURANCE READY 





California Welfare Board Prepared to 
Put Plan in Operation Next January; 
17,000 Are Eligible 
The California Veterans Welfare 
Board announced October 29 that the 
proposed plan of life insurance for vet- 
erans who are purchasing homes from 
the board on the 
provided by statute enactment by the 
put in about 


instalment plan, as 


legislature, will be force 


the exact date depending on 
the time the 
veterans to sign for the insurance. The 
attorney general and the Insurance De- 
partment have approved the plan, the 
forms have been printed and are ex- 
pected to be in the mails within a week. 
The plan calls for each veteran to 
have a policy issued in the amount of 
his indebtedness to the welfare board, 
without medical examination, and at a 
cost of $1 a month per $1,000 of insur- 
ance. The policy, in case of the vet- 
eran’s demise, going to pay off the loan 
against his property and leave it free 
of debt to his widow and family. For 
those veterans who do not take ad- 
vantage of the proposal a medical ex- 
amination to show insurability will be 
The board estimates that 17,- 
000 veterans are eligible. The insurance 
will be written on a modified Group 
basis and will be carried by the Occi- 
dental Life, the California - Western 
States Life and the West Coast Life. 


January 1, 


necessary to get 75% of 


necessary. 


WILL GET TICKETS TO CAME 

The John A. Ramsay agency in 
Newark for the Connecticut Mutual has 
started a “Princeton-Yale Production 
Campaign” which will end October a 
The agency force has been divided into 
two sections, one for Princeton and the 
other for Yale. The winners will be 
awarded tickets to the game, transpor- 
tation and a dinner. 
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In Policy Conditions 


BECOME EFFECTIVE JANUARY 1 


Rate Under Purely Interest Options To 
Be 21%4%, Reserve Basis 3%; Policy 
Loan Interest 5% 


The Penn Mutual Life has sent to its 
field force notice of policy changes ef- 
fective January 1. The guaranteed in- 
terest rate under purely interest options 
involving no life contingencies has been 
reduced from 3% to 24%. The guaran- 
teed rate for insurance reserves will re- 
main as heretofore at 3%. The interest 
rate in the reinstatement provision will 
continue to be 6% and the guaranteed 
rate on dividend accumulation will con- 
tinue to be 3%. 

The amount of Term insurance re- 
quired to provide $100 monthly income 
will be increased. Attachment of the 
convertible income rider at attained age 
will be discontinued as it is no longer 
practicable on the 2%4% basis, coupled 
with the change in the life income op- 
tions. 

Reasons for most of the changes are 
well known and have been followed by 
practically all companies, being the re- 
sult of lower interest earnings on in- 
vestments. 

Interest rate on policy loans has been 
reduced to 5% from 6% in compliance 
with the new law in New York State. 


To Dedicate Auditorium 
In C. B. Knight Agency 


The new auditorium of the C. B. Knight 
agency, Union Central Life, New York 
City, will be dedicated next Monday 
morning, November 7, at 10 o’clock with 
Jerome Clark, vice-president of the com- 
pany, as guest speaker. Changes and 
remodeling in the Knight agency offices 
have been in process for the past several 
auditorium is the 





weeks. The new on 

fifth floor in the Transportation Build- 
ing at 225 Broadway. The agency re- 
ports business on the increase. Walter 


E. Barton is president of the Charles 
B. Knight Agency, Inc. 


Harry Philips, Jr., Talks 


Here on Educational Course 

Harry Philips, Jr., one of the top pro- 
ducers of the Ralph G. Engelsman agen- 
cy and a leader among all Penn Mutual 
agents country-wide, addressed the meet- 
ing in the educational course of the Life 
Underwriters Association of New York 
City on Tuesday, putting the emphasis 
on one of his favorite subjects, mini- 
mum income. 

“There’s no logical objection to mini- 
mum income,” said Mr. Philips, declaring 
that an agent should be ruthless in sell- 
ing. He believes that an agent should 
first program his own life insurance, get 
enthusiastic about it and carry that en- 
thusiasm to his prospects. Mr. Philips 
uses his own set-up to sell others. 





LEADERS WIN TROPHIES 
Paul C. Richley and A. C. Hottenstein 
Of Mutual Life’s Harrisbury Agency 
Get Awards 
The Harrisburg agency of the Mutual 
Life of New York held its fifth annual 
agency meeting, October 25, with Man- 
ager Richard E. Myer presiding. The 
business session was adjourned in late 
afternoon after which the representatives 
and their wives were guests of Manager 
Myer at a dinner-dance at the Hershey 

Hotel in Hershey. 

Leaders of the agency in paid business 
and number of lives insured were hon- 
ored, Paul C. Richley of Harrisburg re- 
ceiving the agency trophy given for the 
best record of paid business for the year. 
This is the third consecutive year Mr. 
Richley has won the cup, thus giving 


New Members of Research 


Bureau Board of Directors 
Chicago, Nov. 2.—Following the 
new members of the board of directors 
of the Life Insurance Sales Research 
sureau: H. G. Kenagy, superintendent 
of agencies, Mutual Benefit Life; George 
A. Patton, vice-president, Mutual Life 
of New York; S. W. Swisher, Jr., 
agency vice-president, Equitable of 
Iowa, and A. W. Tompkins, agency vice- 
president, State Farm Life, Blooming- 


ton, Il, 


are 


Defer Decision on Annual 


Message Week Next Year 


Chicago, Nov. 2—At a meeting last 
night of some of the most prominent life 
agency officers it was decided to wait 
until December before settling the ques- 
tion as to whether or not to have an 
Annual Message of Life Insurance week 
in 1939. 


Toastmaster for Chicago 


Golden Jubilee Dinner 


Chicago, Nov. 2—S. T. Whatley, vice- 
president Aetna Life, will be toastmaster 
of the Chicago Life Underwriters Asso- 
ciation golden jubilee December 7. Clif- 
ton Utley, Foreign Policy Association 
and radio commentator, will be a speaker. 
James H. Brennan, general agent, Fi- 
delity Mutual Life, is chairman of the 
golden anniversary. 


Has Junior Board 
The Bureau says that it has recently 
found a mid-Western life company which 
has a junior board of directors composed 
of department heads below the rank of 
officer. This board meets monthly with 
out others in attendance. It has access 


to all company records and may make 
any unanimous recommendation to the 
regular board of directors. The plan 


was begun some months ago. 


Aetna Dividend Scale 
The Aetna Life has issued a new divi 
dend scale applicable for the coming 
year which is somewhat lower than that 
because effect 


for the past three years 

has been given in the calculation to 
the continued low rate of interest ob- 
tainable on new investments. 


Chairmen Named For 
Connecticut State Ass’n 


Committee chairmen for the 1938-1939 
year have just been announced by Joseph 
T. McCance of Hartford, president Con- 
necticut State Association of Life Under- 
writers. They are these: public relations, 
Joseph T. McCance, Aetna Life; finance, 
W. W. Hartshorn, Metropolitan; pub 
licity, Ward Phelps, Life Insurance Sales 
Research Bureau; education, W. S. Pratt, 
Northwestern Mutual; extension, Orrin 
S. Spencer, Massachusetts Mutual; mem- 
bership, Lansing Speer, Metropolitan; 
convention program, Harry Crane, Equi 
table Society. 

Officers of the association for this vear., 
in addition to Mr. McCance, are Howard 
V. Krick, New Haven, vice-president; 
Earl B. Roberts, Bridgeport, vice-pres 
dent; Francis W. Vile, Waterbury, 
president; Glenn B. Dorr, Hartford, in 


Vict 


mediate past president; Alexander F 
Stolz, New Haven, secretary-treasure! 
The directors are W. W. Hartshort 
Hartford; Merle F. Hunt, Stamford 


Stanley H. Purdy, Bridgeport; John | 


Suprenant, Waterbury, and Hollis 1 
Woods, Hartford 

him permanent possession A. &. Hot 
tenstein, Milton, received the agency 


trophy given for the best record of lives 
insured. The principal speaker was ] 
Roger Hull, assistant superintendent 
agencies, 
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More Attention For 
Long Range Problems 


BUREAU’S PLANS FOR FUTURE 


Jerome Clark Lays Emphasis On Costs, 
Selection, Manager Development 
and Sales Organization 


This year Jerome Clark, vice-president 
Union Central, is relinguishing his duties 
as executive committee chairman of the 
Research Bureau. At the annual con- 
vention of the bureau and the Agency 
Officers in Chicago this week he reported 
on the activities of the bureau during 
the past year. Confining his remarks to 
policies and objectives Mr. Clark said 
in part: 

“In fixing the objectives of the bureau’s 
policy, one thing has been evident from 
the outset. The bureau is a service or- 
ganization for the agency executives 
and the agency staff of the membership. 
Therefore, the problems of the agency 
executive and the agency staff determine 
at once what the nature of the specific 
services of the bureau must be. As long 
as these services reinforce the agency 
staff in attacking the problems which 


confront it, the bureau is useful, valua- . 


ble and perhaps indispensable. If the 
bureau is tempted into other fields how- 
ever, which are not part of the direct 
responsibility of the agency executive, 
then no matter how attractive the pro- 
jects may seem to be, the policy of the 
bureau will suffer a natural and unfor- 
tunate confusion. I feel that a great deal 
of the success of the bureau has been 
due to its ability to stay on this straight 
and narrow path. 


Present and Future 

“It is the function of the bureau to 
support both the short-pull and the long- 
pull operation, and to find the proper 
balance of division of effort between the 
two. It has been the policy of the bu- 
reau to attempt to have something worth 
while for the whole membership and I 
think that this has been accomplished 
in 1938. During 1938 a number of special 
projects were completed or are now 
approaching completion. These include 
a study of program life insurance, a 
study of the supervision of agents, a 
study of the handling of orphan policy- 
holders, a report on Group insurance for 
agents and retirement plans for field 
men and a report on production clubs 
for agents. 

Cost of Business 

“The second objective of bureau policy 
has to do with the long-pull problems. 
I am sure that we will all admit that 
under the pressure of the depression the 
long view for the future has not had 
its proper share of our thought and 
energy. In a general way our long-pull 
research projects fall under four head- 
ings. The first heading has to do with the 
cost of business. The second general 
heading of long-pull research has to do 
with the selection of agents. This is 
an old familiar topic. It certainly has 
not been a compliment to us that various 
states have found it necessary to pass 
laws establishing minimum standards of 
training, 

“The third general heading of our 
long-pull research has to do with agency 
management. The agency manager is 
the keystone of the life insurance agency 
system. A company has few agency 
problems which a corps of able agency 
managers in the field would not solve 
for it. Although the agency manager 
occupies a key position in our business, 
it is surprising how little we know about 
him. As a matter of fact, we do not 
know very much about how to measure 
the success of agencies. 


Factors Producing Success 

“As a long-pull research, the bureau 
is attacking this problem of developing 
successful management. The first step 
in this research is a study of the agency 
itself, in an effort to find out what are 
the factors which make for success and 
what is their relationship to each other. 
The bureau has studied a number of 


agencies, some successful, others not so 


Influence of Critical Books Overrated 


(Continued from Page 1) 


which stated they had no indication of 
an increase in the number of applica- 
tions for any kind of Term insurance, 
and no increase in the number of in- 
quiries about it. Fifteen companies 
stated that they were having no appre- 
ciable increase either in cases or in- 
quiries and could see no connection with 
adverse books and broadcasts in their 
experience with Term applications. Only 
ten companies indicated an increase in 
Term applications, and these were as- 
cribed in most cases to their own adop- 
tion of new Term contracts or to the 
natural need of some applicants in times 
of depression to use Term insurance as 
a temporary means of covering their re- 
quirements. One of the leading com- 
panies gives its answer as follows, and 
such answer is characteristic of those 
who replied that there had been an in- 
crease. Here is their statement: ‘Slight 
increase in the requests for Term insur- 
ance but not a noticeable amount to be 
called unusual.’ 

“It seems evident, therefore, that the 
actual experience of most of the com- 
panies enables them to say that, judged 
by their writing of Term insurance, the 
recommendations of critics have not ad- 
versely affected them. 

“A further confirmation of the above 
facts with reference to the writing of 
Term insurance may be seen in the 
actual percentages of the various types 
of policies in the last few years, as 
shown by departmental reports and by 
publishers. The fact is that a smaller 
percentage of Term policies is now be- 
ing written than, say, three years ago; 
furthermore, the actual percentages of 
life policies and of income types of in- 
surance have increased in the past four 
years. 

“Question 2,’ above, is a direct re- 
quest to each company to contribute its 
experience as related to agents’ com- 
plaints about the adverse effects of criti- 
cal books and broadcasts. 

“There were twenty-nine companies 
which reported no adverse influence. In 
addition, there were seventeen com- 
panies which indicated complaints, but 
were not adversely influenced enough to 
be of importance. For example, eleven 
of those nineteen companies used ap- 
proximately this language—Infrequent,’ 
‘Negligible,’ ‘Practically none,’ ‘A few.’ 
Another company said—‘Yes, but not re- 





successful. As the factors of success are 
not known, it was necessary to tabulate 
every phase of the agency activity. A 
formidable mass of material is the result. 
It is up to the bureau statisticians to 
ferret out these common denominators 
of success. 


Outside Sales Activities 


“The fourth heading of long-pull bu- 
reau research has to do with sales activ- 
ities outside the life insurance business. 
Most of our agency executives and gen- 
eral agents and agency managers have 
had their entire experience in sales man- 
agement and agency management in the 
life insurance field alone. It is seldom 
that an agency executive or an agency 
manager is appointed from outside the 
life insurance business. Instead of bring- 
ing new blood in, perhaps we can go 
out and get the information. We can- 
not do it ourselves, but the bureau can 
do it for us. Accordingly the bureau 
is now making an investigation of sales 
policy and sales organization in other 
businesses. 

“To sum up, bureau research is being 
directed down two channels. In the first 
channel, looking toward the solution of 
immediate problems, the work continues 
along the same general lines as in the 
past, In the second channel, looking to- 
ward the solution of long-pull problems, 
researches have been commenced on the 
cost of business, the election of agents, 
the development of managers, and a 
broad study of sales organizations of 
other businesses.” 


cently” One company said—‘Adverse in- 
fluence present.’ 


New York Chiefly Cited 


“There were, however, nineteen com- 
panies which reported ‘Yes’ with refer- 
ence to ‘Question 2’ A New England 
company has stated the matter in a 
way to give a cross-section of the views 
of these nineteen companies. Here is 
its statement—‘No_ special complaints 
from agents. Matter has occasionally 
been discussed and our opinion is that 
such propaganda has unfavorable effect 
and results in some terminations. Cases 
apparently arise principally in larger 
cities.’ Another company which answered 
‘Yes’ stated its view in these words— 
‘Small number—mostly from New York 
area. Another company, which is among 
the first ten companies in point of in- 
surance in force expresses its view on 
‘Question 2’ as follows: ‘Our agents 
have not complained and we have gained 
the impression that in dealing with the 
inquiries of their policyholders they have 
usually been successful in defending 
their contracts and have enjoyed the op- 
portunity to do so.’ Another leading 
company answers ‘Question 2’ as follows: 
‘Quite a few agents have complained and 
have asked for arguments to combat the 
Term propaganda.’ Inasmuch as_ that 
company’s answer to ‘Question 1’ was 
that they had no unusual or increased 
interest in Term insurance, it seems evi- 
dent that they have been able to suc- 
cessfully combat criticism. 

“Question 3’ above, deals with home 
office experience in relation to broad- 
casts and adverse books and articles. 

“Out of the sixty-five companies re- 
porting, thirty-six answered ‘No’ to 
‘Question 3.’ That answer means they 
were having no replacements that could 
be traced to these adverse critics. Twen- 
ty-five companies stated they thought 
they were having some _ replacements 
but eighteen of those companies indi- 
cated they had only a few, running usu- 
ally from one case up to a maximum of 
six. There were only four companies 
which answered the question ‘Yes.” <A 
characteristic answer from many of the 
companies is the following: ‘Unable to 
trace lapsing to any extent—a few scat- 
tered cases in New York City, Phila- 
delphia, Milwaukee and Chicago.’ 

“Officers, managers and agents of life 
insurance companies, in recent addresses 
and articles, have not only indicated that 
the problem is that of adequately ex- 
plaining to policyholders the merits of 
legal reserves, but they have provided all 
of us with sound arguments to combat 
the recommendations of critics that Re- 
newable Term insurance be substituted. 
As is indicated in some of the company 
replies, the best agents welcome the op- 
portunity to consider with disturbed 
policyholders the respective merits of 
these conflicting recommendations.” 


Suggests Vigilance 


Mr. Jones closed his report with the 
following comment: “We have been ad- 
monished for decades that ‘Vigilance is 
the price of liberty.. Those of us who 
have agreed to counsel with each other 
on replacement matters under the terms 
of the replacement agreement must like- 
wise be vigilant to see that we do not 
falter in a good cause like this, 


“There are two conditions which 
might easily develop with increasing 
years: the one is that of a falling in- 


terest in the subject because of the as- 
sumption that the plan is self-operating; 
and the other is the gradual development 
of subterranean methods to cover up the 
facts or to omit them entirely. 

“A company officer suggests that con- 
sideration be given to urging member 
companies to investigate more fully the 
circumstances back of a reported re- 
placement before issuing the new policy. 
Let’s be vigilant! Let’s review in our 
respective companies the plans we have 
and keep our interest alive in a subject 
and in a practice as important as this!” 


Value of Selection 
Tests in Recruiting 


BEST INSTALLATION METHODs 
Robert E. Wilkins Tells of Prudential’; 


Experiences; Effect on Responsi. 
bility of Agency Managers 


Speaking on “Selection—a Company 
Problem,” Robert E. Wilkins, assistant 
supervisor Ordinary agencies, Prudential 
told the Agency Officers and the Rp. 
search Bureau, in convention in Chicago 
this week, that his company’s experience 
with selection tests has been entirely 
experimental, He said decision shoyld 
be made on whether it is advisable to 
adopt any additional selection plans, or 
do no more than at present. Marked 
differences in results of d'fferent agen. 
cies will continue, owing to differences 
in agency managers. The conclusion wil 
probably be that there is ample room 
for improvement in certain spots. Mr. 
Wilkins continued: 

“We might well divide our thinking 
into two parts: Should we adopt a selec. 
tion test for our entire organization, 
and, if we do adopt a test, how should 
we install it in our organization? | 
think we might ask ourselves, first of 
all, whether we are able to open ou 
minds to a relatively new technique in 
the selection of life insurance salesmen, 
Can we overcome our perfectly natural 
resistance to change? If not, we might 
as well stop here. Again, have we taken 
time to learn all that we might about 
the developments in this field so that 
we may give the subject serious con- 
sideration? Have we been waiting for 
it to overtake us rather than seeing what 
we might do to hasten its development? 
How can we pass on the adoption of any 
agency department policy without all of 
the information that is obtainable? 


Effect on Managers 


“Will the adoption of a selection test 
by the company be construed by our 
agency managers as relieving them of 
any of their responsibility? The answer 
will probably depend on type of organi- 
zation. Perhaps we will gain more than 
we could possibly lose by accepting more 
home office responsibility from certain 
agencies where results are unusually 
poor, provided we can make decisions 
more intelligently with the selection test 

“Regardless of our success in develop: 
ing selection tests, it is a foregone con- 
clusion that judgment will always be oi 
prime importance. Another question ol 
prime importance to the agency mane 
ger is how selection tests will affect his 
recruiting activity. Will he be able ‘ 
use them to his advantage in attracting 
good material or will they just be fur 
ther stumbling blocks in his path?” 

Mr. Wilkins cited the company’s & 
perience in New York, indicating tha 
the managers favored the selection tests 
He continued: 

“We feel strongly that the tests com 
stitute a real asset in recruiting. At 
other question which arises, naturally, ! 
whether there may be objections on the 
part of agency candidates to undergoing 
somewhat lengthy tests. We are of the 
definite opinion that if selection tests 
are properly administered there are ™ 
significant objections regardless of the 
length of the test. 

“Another major question is how We 
should go about installing the plan ™ 
our organization, It would appear that 
an indirect approach to it is preferable 
I think all of us will admit that the bus 
ness faces no more serious problem 
today than the development of our sale 
organization along permanent, caret! 
lines. If it is true that the progress 
any business is marked by _ importatl 
milestones, then it seems to me that het 
we have one, the passing of which w! 
be of profound importance for gener 
tions to come.” 


OCCIDENTAL PAYS 30 CENTS 

The Occidental Insurance Co., Califor 
nia, has declared the regular quartet! 
dividend of thirty cents a share. 
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Work Toward Averages, 
Not Upon Exceptions 


,OTHAERMEL ON SUPERVISING 


ntal iis Life Official Ex- 
ns production Methods He 
Has Used With Success 


Continet 
plai 


Speaking on plans for supervision, 
William M. Rothaermel, vice-president 
Continental American Life, told the 

Bu- 


\gency Officers and the Research _ 
reau in Chicago this week of conclusions 
his company has reached. In the course 
of his address he said: _ 

“I discussing plans for supervision, we 
recognize that there are two types of 
supervision, first, the inspirational type 
which is based on personal magnetism, 
ieadership, back-slapping, pep talks, etc. 
The second type is the facts and figures 
of analytical type—analysis, formulas, 
percentages, and X-ray of the agency 
and the territory. This type of supervi- 
sion is more cold-blooded than the first, 
but we believe it has a more lasting 
effect. : . 

“Both types have their place in man- 
agement, but the factual type is becoming 
more and more prevalent. Naturally the 
ideal type is the right combination of 
both. Conditions the last few years have 
put increasing emphasis on the necessity 
and desirability of the factual type. 

Working on Averages 

“I like the words ‘average agencies’ 
and ‘average agents.’ The law of aver- 
ages in agency management is often 
overlooked or ignored, but these laws 
of averages have a direct bearing on 
the success or failure of the manager 
or general agent. Also, when you use 
the word ‘averages’ it means that the 
figures must be thoroughly analyzed in 
order to determine the averages. 

“Many managers and gencral agents 
are trying blindly, hit or miss, to build 
a large agency, but’ they do not know 
what it takes on an average. They are 
trying to build it on the rule of excep- 
tions, not averages. They or the home 
ofice have failed to analyze the terri- 
tory, failed to establish, for instance, 
an average per capita production. 

“The problem of managerial supervision 
is not so much teaching the manager 
new things, but getting him to use what 
he already knows effectively. He needs 
to be put in a position where he is com- 
pelled to use the knowledge and exper- 
ience he now has, 

“Our idea has been to avoid bringing 
a home office idea out in the field. It 
is generally considered impractical and 
theoretical. But if you can bring an 
idea of another manager who is success- 
ful it will be accepted most heartily. 
So the more you can ‘recommend’ and 
‘suggest’ ideas from other parts of the 
field, the better they will be received. 

; Steps in Company Plan 
“The first step in our supervision plan 
Was to institute weekly reports from 
our general agents, managers and sup- 
ervisors.” Mr. Rothaermel described the 
reports and continued: 

“Naturally, the first reaction many of 

you will have is that these reports can 
be faked. That’s true, but not for long. 
The weekly report offers a foundation 
tor all our supervision activities, and 
we never fail to acknowledge each week 
these reports with some comment, always 
trying to find something good in the 
report to write about. 
P ‘These weekly reports can be helpful 
m building up the morale and letting 
the field force know that you are not 
only sympathetically interested in their 
Progress but are watching it very care- 
tully, ; 5 

“The second step was to obtain as 
much information about the territory 
and the agency force as possible. As 
time goes on we hope to have a more 


teePrehensive X-ray of the agency 
t "ough this factual information. 
‘ The third step was on the basis of 


the facts developed to determine what 
me average job was in each particular 
ftritory as compared with the average 








sures of the company. Then ask our 














London Life Showed 10% Gain 
After Managers Studied Morale 


The most important factor in agency 
morale is the relationship between man- 
ager and agent, said J. G. Stephenson, 
assistant general manager and superin- 
tendent of agencies, London Life of Can- 
ada, in addressing the annual meeting of 
Life Agency Officers and the Sales Re- 


search Bureau in Chicago this week. 
Topic of his address was “Manager- 
Agent Cooperation.” 

Tracing the development of agency 
morale in the London Life during the 
past year, Mr. Stephenson placed the 


start of a new era at the time of the 
managers’ and supervisors’ congress of 
the company held in January. The sub- 
jects of that congress were all related 
directly or indirectly to the question of 
morale with one particular day given to 
Dr. Rensis Likert, head of the research 
department, Life Insurance Sales Re- 
search Bureau, to discuss “morale” itself. 

The new conception of the importance 
of the relationship between manager and 
agent which each of the managers of the 
London Life carried home in his brain 
following that conference, said Mr. Ste- 
phenson, was inevitably reflected in the 
production of the company he stated: 
“By the end of August we were 10% 
ahead of the same period of 1937 and we 
realized that our men, including every 
agent with a full-time contract, were 
writing at the average rate of $100,000 a 
year. While there were other factors 
which unquest‘onably contributed to this 
improvement we felt convinced that high- 
er morale was more responsible than was 
any other.” 

Telling the story of Rensis Likert’s 
conference with the managers, Mr, Ste- 
phenson said: 

List of Twenty Points on Morale 

“We began to get close to the heart 
of the subject when we began to ques- 
tion ourselves as to what, specifically, 
were the most important contributors to 
morale. The agents’ income, in general 
success of the agency, the attitude of 
home office, the character of leadership 
—all these were indicated. But when all 
was said and done, we had boiled our 
findings and opinions, our experiences 
and our convictions, down to one crys- 
tal-clear conclusion—and this was the 
crux of our entire conference. And _ it 
constitutes the answer that I give you 
today when you ask me: ‘What is the 


below-average managers to come up to 
the average. 
Basis of Conferences 

“Our fourth step was frequent visits 
to the agencies, to confer with the man- 
ager or general agent using as a basis 
for these conferences the weekly reports 
we have received, the factual information 
we have developed with reference to the 
company and his particular territory, and 
then the law of averages, showing him 
where he is above average with reference 
to the company’s experience and below 
average, and then asking him to con- 
centrate on the below average points 
to bring his agency up to the average 
in thesé particular respects. Every man- 
ager wants to be at least average. 

Advantages of Plan 

“Such a plan of presenting factual 
information has a number of advantages: 
First, it points out to either the good 
manager, fair manager, or poor manager 
the possibilities of his territory It gives 
him a picture of what production is a 
reasonable one for him to obtain. It 
removes the personal pressure and makes 
use of the pressure of facts. 

“Second, it is certainly very helpful 
with the dog-in-manger type of agent or 
manager—the agent who has been with 
the company a long time and is in a 
certain city, county or territory and who 
resents any recruiting activity or expan- 
sion, claiming it hurts his production. 

“Third, such a territorial or county 


analysis on the basis of per capita and 
ratio of agents to population is valuable 


most important single factor which has 
maintained and increased the morale of 
your agents in 1938?’ 

“Here is the answer: The relationship 
existing between the manager and the 
agent—in other words, the personal im 
pact the immediate supervisor has upon 
his men. 

“Of course we went farther. We dis- 
cussed methods of improving, of idealiz- 
ing this manager-agent relationship —a 
score or more of effective methods. Here 
is a list, very briefly indicated, that may 
interest you: 

“Be interested in the agent. Get him 
to do something for you. Be interested 
in things he’s interested in. Help him 
with his personal problems. Give credit 
for accomplishment. Have sympathetic 
understanding. Show an interest in 
agent’s home life. Create a feeling of 
trust among the agents. Place responsi- 
bility on them. Take men over their old 
successes. Generate a feeling of impor- 


tance on the part of the individuals. 
Give agents help in unusual circum- 
stances. Give praise that you may have 


received from a third party, directed to- 
ward any individual agent. 

“Discuss agency plans with the men. 
Practice what you preach. Show sincere 
appreciation of the individual as a factor 
in your agency. Play no favorites. Be 
the best informed man generally in the 
group. Give careful criticism where criti- 
cism is required, Don’t criticize in public. 

Creating Will to Win 

“The time at my disposal naturally for- 
bids me from following in detail the 
trend of our thoughts as we explored 
such subjects as ego recognition and in- 
dividual motivation, but I should like to 
quote you the results of our discussion on 
‘Building the Will to Win,’ for it seems 
to me that any manager may well keep 
these sentences before him as a veritable 
A B C of morale building: 

“How can we create the will to win? 

‘By creating desire for certain things 
that money will bring. By fanning the 
desire for recognition. By building the 
desire to excel others. And we create 


desire by helping the agent to play for 
what he wants and by intensifying his 
wants or by creating wants. To know 


what the basic wants of your man may 
be you must be close enough to him to 
know him thoroughly.” 





with the 
possibilities 


discussing 
the 


in recruiting and 
prospective new agent 
of the territory. 
“Fourth, it makes the matter of set- 
ting quotas an easier one. In the top 
agencies you can take their present 
production and by analyzing the counties 
that are below average just ask them 
to bring these counties up to. their 
average production of either the com- 
pany or the agency, which will represent 
a plus over their previous year’s record. 
The same holds true in your average 
agencies, and in your below average 
agencies you can ask them to assume a 
quota just average with the company’s 
€ xperience. : 
Finding High-Cost Points 


“Fifth, asking the manager to do an 
average job, particularly in the below- 
average agencies, will enable you to put 
your finger on the high cost agencies. 

“Sixth, it makes the matter of replace- 
ment an easier one. If you point out to 


the manager or general agents that 
you are only asking of him an average 
job and show him where he is _ not 
measuring up to the average of the 


company and then give him a reasonable 
time to show progress and bring it up 
to the average; if he fails there should 
be no argument because he understands 
exactly that you have not asked him to 
do an unusual job but just a job, the 
average of the company. 

“Finally, these frequent visits to the 
agency do another thing. They build 
morale. The manager or general agent’s 
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Survey on Recruiting 
Of College Seniors 
NEED ASSURED COMPENSATION 
Kenneth R. Miller Gives Views of Col- 
lege Placement Officers on Insur- 


ance as Career 


Recently the Life Insurance Sales Re 


search Bureau of Hartford conducted a 
survey on the recruiting of college sen 
iors for life insurance, the results of 
which were given before the Agency 
Officers-Research Bureau meeting in Chi 
cago this week by Kenneth R. Miller, 
consultant of the Bureau, A summary 


of the conclusions to be drawn from 
the survey were given by Mr. Miller as 
follows: 

On the whole, the attitude of college 
placement officers toward life insurance 
selling as a career for college graduates 
is favorable. They share the feeling 
that only a limited number of graduates 
are fitted for life insurance selling by 
reason of temperament and personality. 

The general opinion of college students 
toward life insurance selling as a career 
is poor. There is every evidence of the 
need for the life insurance business to 
do an intelligent and effective job of 
education in our institutions of higher 
learnings on the place of life insurance 
and of life insurance selling in today’s 
economic and business world. 

It is believed by placement officers 
that some form of guaranteed compen- 
sation must be offered during the formal 
training period until the new man is 
established if we are to compete suc 
cessfully with other industries for our 
share of the top men of college graduat- 
Placement officers appear to 
be unanimous on this question, at the 
same time recognizing that the com 
mission form of compensation is satis- 
factory following the period of initial 
training , 

Increased attention § will 
given to the selection of college seniors, 
particularly in view of the fact that the 
general opinion held by college students 
is that almost anybody can get a con- 
tract whether qualified or not 

It would appear that college recruiting 
should be handled by well-qualified, well 
trained home office personnel unti] such 
time as local managers have been prop 
erly trained to do it. Even then, there 
remains a question as to whether or not 
this phase of recruiting should be placed 
in the hands of*local managers 

Consideration must be given to a co 
ordinated plan for making college stu 
dents conscious of the opportunities in 
a life insurance career. 

College recruiting activities should start 
early in the school year; also earlier in 
the college career of the kind of young 
men whom we are seeking In other 
words, we must start to cultivate such 
members of the junior class rather than 
wait until they are within a few months 
of graduation. 

We must develop our presentation of 
the job of life insurance selling to col- 
lege students along lines which recog- 
nize, first, what the college student seeks 
in a career; second, the least appealing 
things to college students about life in 
surance selling; and third, those things 
about this job of selling life insurance 
which appeal to them most. 


ing classes, 


have to be 


job is a lonesome one at the best. He 

has no one to talk to about his problem 

If the home office representative can 

come along with some suggestions and 

recommendations that may help solve 

the problem, much has been accomplished 
What Agents Expect 


. ents grow only as big 


‘Agencies and ac 
as the capacity of the manager to man- 
age or supervise. Low average agencies 
and low average agents go hand in hand 
The agents as a whole expect their man- 
agers to be as successful or more suc- 
cessful in this particular line of work 
as the manager expects them to be in 
theirs.” 
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By Paul Troth 


[teas that CLICK 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 57 


Life insurance used as wife insurance 
is comparable in many instances to in- 
surance placed on the life of a key-man 


in a business organization. The wife 
certainly holds a key position in the 
average American household for her job 
is the management of the home, the care 





“F2.2 TReth_. 
Vom, do you work 44 hours a week? 
and raising of the children and in more 


wife is also di- 
Take her out of 


instances than not the 
rector of the budget. 


the picture and the husband is faced 
with a serious problem. 
Charles T. Farrow, Jr., of the Lewis 


C. Sprague agency, Provident Mutual, 
who has been breaking into the columns 
of Provident Notes with constant regu- 
larity of late, has placed a number of 
life insurance policies on the wives of 
his policyholders. He sells “wife insur- 
ance” purely as a supplementary idea, 
believing it is the job of the head of the 
house to pay premiums on his own life 
first. 

Mr. Farrow is perfectly direct when 
he suggests that a man place insurance 
on his wife. He is apt to say: “Mr. 
Prospect, some day your wife is going 
to die and it will surely cost money 
when she does.” He tells the story of a 
case which was close to him: The 
mother of a family died after several 
years of illness and six months in the 
hospital with special nurses in attend- 
ance. Final expenses totaled $3,000. 
That mother was the mother of Charles 
Farrow. 

But in any case where the wife steps 
out of the picture there is bound to be 
expense. If there are children in the 
family, an economic adjustment must be 
made for their care. The husband can’t 
stop his work to take the wife’s job in 
the home. And whether he calls on rela- 
tives to help fill the gap or secures a 
housekeeper to do the job, he is faced 
with additional expense. A small Ordi- 
nary life policy on the wife can be 
bought at a small premium and through 
the accumulation of dividends it can be 
left on a paid-up basis after a reason- 
able number of years 

Here’s an additional sales angle: The 
husband who sees that need, who can 
visualize the emergency which he may 
have to face, may be motivated to buy 
more insurance on his own life. 


— 
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Many Guests Attend 
CLU Luncheon Here 


JAMES ELTON BRAGG PRESIDES 


Griffin M. Lovelace Is Guest Speaker 
At First Fall Meeting; Officers 
Of Other Groups Present 


The New York Chapter Chartered Life 
the 
first Fall luncheon meeting on Wednes- 


Underwriters used occasion of its 
day of this week to bring together some 
of the heads of other organizations in 
New York City which are dedicated as 
James Elton Bragg, president of the New 
York Chapter, said “to the lifting of the 
standards of life The 
guest speaker was Vice-President Grif- 
fin M. Lovelace of the New York Life. 

At the head table were included 
Gerald A, Eubank, president, Life Man- 
agers Association of Greater New York; 
Louis A. Cerf, Jr., president, Life Un- 
derwriters Association of New York 
City ; Lowell M. Baker, president, Life 
Supervisors Association of New York 
City, and Carl E. Haas, president, Brook- 


underwriting.” 


lyn Life Supervisors Association. Also 
invited were heads of Midtown Man- 
agers. 

Julian S. Myrick, chairman of the 


board of trustees, American College of 
Life Underwriters, who was seated next 
to Mr. srage at the head table, reported 
briefly on some of the new activities of 
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the college. Also called on to speak 
briefly was Professor Lloyd E. Dewey 
of New York University, who has di 


rected CLU study courses there. 
Several new members were clected 
from the group of agents who completed 


their examinations in June and_ three 
men who have come from out of town 
were elected: J. Roger Hull, Mutual 


Life of New York; Joseph L. Beesley, 
Equitable Society, and Alfred J. Johann- 
sen, Northwestern Mutual. 

Other officers and members of the 
executive committee of the chapter at 
the head table were these: Raymond S. 
Maechtel, vice-president; J. Fred Speer, 
secretary-treasurer; Robert A. Bernard, 
William R. Julius, Harry Krueger, Rob- 


ert U. Redpath. Jr., Carl M. Spero and 
Harris L. Wofford. Also at the head 
table was Leroy N. Whitelaw, recently 


promoted in the Prudential. 


LONDON LIFE APPOINTMENTS 

T. E. Gill and G, H. Johnson, both 
of whom are fellows of the Actuarial 
Society of America and of the American 
Institute of Actuaries, have been ap- 
pointed assistant actuaries of the London 
Life Insurance Company. 


ON MONTREAL LIFE BOARD 

Alfred H. Paradis, president, Sullivan 
Consolidated Mines, Ltd., and a director 
of several other Canadian companies, and 
\. L. Mailman, president, British Rub- 
ber Company of Canada, Ltd., have been 
elected directors of the Montreal Life. 
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Third Chicago Agency 


November 4, 1938 


——.. 


For Provident Mutual 


E. S. ALBRITTON GENERAL AGENT 


Willard Ewing Moved from Kansas City 
to Take Over Former Albritton 
Agency, Chicago 


The Provident Mutual Life Insurane, 
Co. of Philadelphia announces the open. 
ing of a third agency in Chicago ag of 
November 1. Elmer S. Albritton, who 
has served as general agent of the com. 
pany’s office in the Harris Trust Build. 
ing, will be in charge of the new unit 
for which offices are in process of selec. 
ton. Willard Ewing, who has made 4 
eood record as general agent in the 
Kansas City area, will move to Chicago 


to take charge of the Harris Tryst 
branch. 
Mr. Albritton 
came to the 
Provident from 
the Southern 
States Life, 
where he was 


vice - president 
and manager of 
agencies. Previ- 
ously he had had 
a very successful 
career as a gen- 
eral agent for the 
Minnesota Mu- 
tual. He is a 
trustee of North- 





western Univer- Elmer S. Albritton 
sity and past 

president of the alumni associat‘on of 
that college. 


Mr. Ewing, who has been general agent 
at Kansas City 
since 1930, re- 
cently celebrated 
his twenty - fifth 
anniversary with 
the company, 
Starting asa 
clerk in the 
agency depart- 
ment, he became 
successively  su- 
pervisor of the 
Philadelphia 
agency, agency 
assistant at the 
home office, as- 
sistant manager 
Willard Ewing of agencies and 
general agent. 

The company’s other agency in Chi- 
cago is under the partnership manage- 
ment of Stewart D, Marquis and Leonard 
Ellsworth. This agency is located at 10 
S. La Salle Street. : 





BIG DAY FOR THREE AGENTS 

To forward to the home office in one 
day fifty-two applications for life in- 
surance and 130 applications for health 
and accident insurance, was the record 
set this week by three members of the 
Raymond B. Suffron general agency of 
the Ohio State Life at Detroit. The 
three included Mr. Suffron himself, D. 
3yron Ayers and Albert W. Last. No 
effort was made to hold up the applica- 
tions and send them in at one time. 
They all just happened to be ready for 
mailing at the same time. This was 4 
feature of the campaign put on in honor 
of President Claris Adams. 


PROF. GREAVES IN BROOKLYN 

Hubert Greaves, professor of public 
speaking at Yale University, addressed 
an agency meeting of the Harold B. 
Wendell agency, Massachusetts Mutual, 
Brooklyn, on Monday. Following a meet- 
ing and discussion in the morning Prof. 
Greaves had a private interview with 
each of the agents in the afternoon. 


KILLED WHEN GUN GOES OFF 
Robert R. Gray, 62, agent for the 
New York Life in Lincoln, Neb., was 
killed accidentally by a blast from his 
12-gauge shotgun as he stepped from his 
car on returning from a hunting trip. 








November 


Rating, 


BUSINESS 


A. H. Kahle 
ify Giv 
fi 


In his ad 
via the R 
superintend 
Life, told 
Research | 
cago this 
nation for 
f it one re 
ind easier. 
his belief t 
ter metho 
years, and 
dianapolis 
“We art 
agents on 
makes rec! 
them than 
suggest th 
rating cha 
of a day’s 
who appe 
which indi 
cessful in 
takes but 

agent to Nn 
ject is at ¢ 
can make 
prospect ( 
interested 
of a few 
general a: 
rating int 
shall have 
been succ 
we are mé 
1s definite. 
and more 
thing we 
trying to 
fact that 
continuou 
rial as it 
life insur 


Rec 
“When 


that work 
he has a § 
that the | 
gives hin 
lieve tha 
reference 
eral agen 
proaching 
business ; 
ing the 
couraging 
then, he 
to come 
because 
ceed aft 
tion. 

“T like 
we get f 
this chat 
things v 
business 
furnish « 
will have 
When w 
interview 
ployer at 
pective 
to qualif 
some di 
pect has 
becaus 
spect fi 
him in 
himself 
will =m 
such as 
making 
and oth 
ary to 








tual 
AGENT 


8 City 
tton 


surance 
€ Open- 
0 as of 
n, who 
le com- 

Suild- 
‘W unit 
f Selec. 
nade a 
in the 
‘hicago 
Trust 


tton 


agent 
City 
Te- 
rated 
- fifth 
with 
any, 
asa 
the 
part- 
came 
su- 
the 
yhia 
ney 
the 
as- 
ager 
and 
z 
Chi- 
age- 
vard 
t 10 


wo 


November 4, 1938 


Rating Chart Makes 
Prospecting Easier 


NEEDS DISCIPLINE 


BUSINESS 


A. H. Kahler Finds That Effort to Qual- 
ify Gives Recruit More Respect 
for Insurance Work 


In his address, “Streamline Recruiting 
Chart,” A. H. Kahler, 


Indianapolis 


via the Rating 
superintendent of 
Agency Officers and the 


agents, 
Life, told the 
Research Bureau, in convention in Chi- 
oo this week, that he chose that desig- 
nation for the chart because by the use 
fit one reaches one’s destination sooner 
and easier. He offered much to support 
his belief that the chart furnishes a bet- 
er method than was in use for many 
years, and explained its use by the In- 
dianapolis Life. 

“We are trying to sell our general 
agents on the fact that the rating chart 
makes recruiting a great deal eas‘er for 
them than it has been in the past. We 
suggest that the general agent carry his 
rating chart with him and in the course 
of a day’s work, when he secs a m?2n 
who appears to have ‘that something’ 
which indicates that he might be suc- 
cessful in the life insurance business, it 
takes but a few minutes for the general 
agent to make an approach. If the sub- 
ject is at all interested, the general agent 
can make a rating, either rejecting the 
prospect or causing him to be definitely 
interested in the business, all in the space 
of a few minutes. We are ask'ng our 
general avents to make three of these 
rating interviews each week. While | 
shall have to admit that we have not 
been successful in attaining that result, 
we are making progress, because the plan 
is definite, and seems to be a much easier 
and more method than any- 
thing we have had in the past. We are 
trying to sell our general agents on the 
fact that it is just as necessary to do 
continuous prospecting for agency mate- 
do prospecting to make 


sales. 


successful 


rial as it is to 
life insurance 


Recruiting Like Prospecting 


“When a man has a sales procedure 
that works—a method of selling in which 
he has a great deal of confidence, we find 
that the prospecting end of the business 
gives him very little trouble. We be- 
lieve that the same thing is true with 
reference to recruiting. When the gen- 
eral agent has a definite method of ap- 
proachine a man to bring h'm into the 
business; a method of promptly el'minat- 
ing the undesirables; a method of en- 
couraging and interesting the desirables; 
then, he will not hesitate to invite men 
to come into the life insurance business, 
because he knows exactly how to pro- 
ceed after he has tendered the invita- 
tion. 

“I like the attitude and response that 
we get from the men we approach with 
this chart. I believe one of the main 
things we need in the life insurance 
business is discipline. The company must 
lurnish discipline, and the agent, himself, 
will have to use plenty of self-discipline. 
When we can prese:ve, in cur original 
interview, the natural relationship of em- 
ployer and employe, by putting the pros 
pective agent in the position of trying 
to qualify for the job, we are exercising 


some discipline right there. The pros- 
pect has more respect for the business 
because he has to qualify. He has te- 


spect tor the company who will not let 
him in easily. He will expect to find 
himself in a company of picked men and 
will more readily follow instructions, 
such as the studying of a sales course; 


making records of calls and interviews, 
and other procedures that are so neces- 
‘ary to success in this business.” 


MERRIFIELD DIRECTS AGENCY 
i - _ Merrifield is temporarily in 
charge of the Connecticut Mutual agency 
at Portland, Ore., following the resigna- 
ton of Roland Lockwood as general 


agent to return to personal production. 











Holcombe Suggests 
New Management Need 


COULD EMANATE FROM WITHIN 


Research Bureau Officer Notes Sweeping 
Changes in Business and Offers 
Some Recommendations 


Manager John Marshall Holcombe, 
Jr. of the Life Insurance Sales Re- 
search Bureau, spoke on profitable dis- 
tribution at the joint meeting of that 
organization and the Agency Officers in 
Chicago this week. He declared that 





JOHN MARSHALL HOLCOMBE, JR. 


life insurance officers generally are 
thoroughly conscious of the need for 
self-examination of agency operations. 
Complacency is at low ebb. Such self- 
examination is essential today. The 
rapid increase in new business has been 
checked. This raises the question 
whether we have achieved an approach 
to a stabilized market and, if so, what 
we shall do about it. “It begins to look 
as if the wise agency officer will lay his 
sights not on the old horizon of in- 
creasing sales at the rate of 10% a year, 
but on a much more stabilized situation. 
The present condition has already con- 
tinued too long to be called temporary.” 

Mr. Holcombe referred to the urge to 
seck more new business and said: “We 
are scraping the bottom of the barrel 
and securing what we have recently 
come to call ‘marginal agents’ or ‘margi- 
nal business,’ the significance of which 
acquirement we are now beginning to 
sec. Many of you are already persuaded 
that you cannot afford to have ‘marginal 
agents,’ they are too potent in prevent- 
ivg profitable distribution of life insur- 
ance.” 

Recommendation; Offe ed 

The speaker suggested that.the sales 
inach‘nery may be out of balance; that 
too many agents are emploved; that 
some agencies occupy much costly 
space; that mass training 0° agents may 
be unwise; that recru'ting may be re- 
garded as an end in itself rather than a 


too 


first step; that as sales stabilize costs 
rise, and made these recommendations: 

“First, we are wise if ve study the 
present condit‘ons in the United States 
and Canada; wise if we consider care- 


fully the s‘gnificance to us of the market 
for life insurance sales, now and for the 
immediate future. 


“Second, if we are able to sho» ex 
panding sales in our several eompan‘es 
only under unusual conditions, we need 
not accept that as an indication of 
failure. 


“Third, our methods of doing business 
must be studied with a view to locat'ng 
the causes of high cost and eliminating 
them; in short, to find through research 
more profitable ways of distributing life 
insurance.” 

Mr, Holcombe observed that home of- 


High Value Put On 
Well Informed Agent 


TOPS PUBLIC RELATIONS MAN 


John A. Stevenson Compares Life In- 
surance Company Problems With 
Those of Other Industries 


John A. Stevenson, executive vice 
president Penn Mutual, spoke on lessons 
that can be learned from other kinds of 
before the Life Officers and 
Sureau at their joint meet- 
His subject 


business 
the Research 
ing in Chicago this week. 
was, “Improving Life Insurance Sales 
Management.” He suggested that there 
can be in-breeding in sales methods and 
maybe some new blood is necessary. On 
production vs. distribution he quoted an 
industrialist as saying that there hasn't 
been an outstanding invention in distrib- 
ution methods in thirty years. That, Mr. 
Stevenson said, might be accepted as a 
challenge, and he suggested that in the 
next thirty years advances in 
methods may originate in life insurance. 


some 


Compensation Methods 

As to efficient management Mr. Stev- 
enson pointed to at least temporary sta- 
bilization in production but asserted that 
the thought of permanent stabilization 
may be as groundless as depressing pre- 
dictions made fifty years ago as to gen- 
eral business expansion. However, he 
claimed that life insurance is faced with 
the responsibility of doing a better sales 
management job. He noted the large 
number of agents working but not mak- 


ing much progress and declared that 
situation is not peculiar to life insur- 
ance, referring to conditions in other 


businesses. He noted the recruiting 
problem, why it exists, methods of com- 
pensation, and said it has been shown 
that in other industries the trend was 
definitely toward a guaranteed minimum 
salary with additional incentives in the 
way of bonus or commission payments 
for above-average results and for busi- 
ness that had a definite relationship to 
eross profit. Industries which compen- 
sate salesmen on a straight commission 
basis and those which have followed the 
straight salary plan seem to be working 
toward an objective midway between 
the two. 


How Salesman Thinks 


He said that the salary plan experi- 


ence in other industries doesn’t prove 
that it would be effective in life insur- 
ance. He doubted if any one company, 
alone, would wish to experiment with 
that plan but a group of companies 
might. 


On job planning the speaker quoted 
another industrialist who said: “The 
salesman thinks in terms of human con- 
tacts; he is under constant pressure 
from human personalities, and when he 
gets back to his room at night, tired 
and nervously strained, he is likely to 
look upon unnecessary paper work as a 
nuisance. The planning should include 
provision for research and development 


fices show increasing recognition of the 
responsibilities of management. Activities 
f various actors in agency affairs are 
being clarified. He referred to worship 
of the god of volume, recruiting rather 
than developing older men, better se!ec- 
tion, and said: “The next step in selec- 
tion seems to be a study of what can be 
done to select managers more carefully.” 
With decreasing sales the morale of an 
agency takes on added importance. 
Finally Mr. Holcombe’ offered _ this 
thought: 
“It is my belief that much of ou- sell- 
practice might well go Under New 
Management and I hope that many of 
vou will feel the urge to do just that; 
but as you do, I hope even more that 
there will be no sign proclaiming it. 
Under New Management can start from 
‘vithin. It needs no sign proclaiming it. 
Such is the challenge which faces every 
life agency officer today.” 
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Jerome Clark Chairman 
Of Executive Committee 





JEROME CLARK 


Chicago, November 2.—Jerome Clark, 
vce-president and superintendent of 
agencies, Union Central Life, is the new 


chairman of the Life Agency Officers 
executive committee. He succeeds E. A. 
Olson, president Mutual Trust Life, 


Chicago. 

The vice-chairman is Alexander E, Pat 
terson, vice-president, Penn Mutual. 

New members of executive committee 
are Cecil C. Fulton, Jr., agency vice- 
president, Home Life of New York; V. 
H. Jenkins, vice-president, Occidental 
Life of California, and F. Hobert Havi- 
land, vice-president, Connecticut General. 


of the best methods of how to obtain 
this application of the sales effort to the 
individual case. I venture the sugges- 
tion that research and analysis in this 
field may be almost as productive as 
product research itself.” 

Value of Training 

As to training and supervision Mr. 
Stevenson observed that the objective of 
most successful programs in other indus- 
tries differs little from that of life in- 
surance but the idea of a definite pro- 
gram is still largely in the minds of 
managers as an objective rather than an 
accomplished fact. He believes it is im- 
possible to place high a value on 
having a large group of well informed 
salesmen. He placed the value of trained 
men ahead of the services of a high- 
powered public relations man. Giving 
salesman a voice in management he con- 
siders worth giving some thought to, He 
referred to the Curtis Survey and said 
that it pretty well summed up the major 
problems that agency officers are trying 
to solve today. 

As to sources of criticism of life in- 
surance, Mr. Stevenson is concerned 
more that one should have the answers 
to such criticism, than with the criticism 


too 


itself. He declared that life insurance 
has surmounted far greater problems 
than those which face it today and 
added: 

“While we have every right to feel 


proud of what we have accomplished, we 
have no right to sit back with a feeling 
of satisfaction. From the amount of 
advertising that’s been done you are all 
probably familiar with the theme of the 
New York World’s Fair: ‘Building the 
World of Tomorrow—With the 

of Today—Upon the Experience of 
terday.’ By the very nature of our busi- 


Tools 
r 


ness we are engaged in building the 
world of tomorrow, so let’s make sure 


we are following through on the rest of 
the theme to the extent of using the 
tools of today in the form of up-to-date 
management practices, based on a foun- 
dation of sound experience.’ 
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Hancock Agents Here 
Welcome Paul Clark 


E. H. BROCK ALSO A SPEAKER 
876 Industrial Agente Qualify for First 
Meeting of Leaders Club of 
Greater New York 





E. H. Brock and Paul F. Clark, vice- 
presidents of the John Hancock Mutual, 
were given an ovation in New York 
City last Thursday when they made their 
entrance among 876 Industrial agents 
who were packed into the ballroom of 
the Hotel New Yorker for a luncheon 
meeting which launched the Leaders 
Club in Greater New York for Indus- 
trial agents of the Hancock. Every man 
in the room had qualified by his pro- 
duction. Paul Clark, speaking for the 
first time in New York City as a vice- 
president of the company, said that his 
first consideration in his new job is for 
the men out on the sidewalks and his 
goal is to double the Ordinary produc- 
tion of every Industrial agent. He got 
a laugh when he said: “This is my first 
experience on a payroll. I’ve never had 
a pay check in my life before and I 
haven’t had one yet.” Mr. Clark sold 
his first life insurance policy just exactly 
twenty-four years ago, It was a $1,500 
Term policy, he said, which has since 
been converted and is still on the books. 
He was paid $2.27 first commission. 

Vice-President Brock, who started 
with the John Hancock on debit number 
64 in Boston more than fifty years ago, 
reported to the assembled agents that 
in the twenty-six days before the meet- 
ing they had paid for $4,651,000 Ordinary 
insurance, $4,000 premiums on weekly 
premium business and $6,000 premiums 
on monthly premium business for a 
grand total of at least $10,000,000 of life 
insurance. The John Hancock he re- 
ported has just passed $900,000,000 of as- 
sets. The particular emphasis in his talk 
to the agents was on their security in 
their job. He said: “Your job is secure; 
the results depend on you.” The latest 
feature in that job security, he pointed 
out, is the new John Hancock pension 
plan. 

Acting as a sort of master of cere- 
monies at the head table after he had 
been introduced by W. H. Daley, Jr., 
regional manager in New York City for 
Industrial insurance, Mr. Brock present- 


ed Vice-President C lark, paying him a 
splendid tribute; Manuel Camps, Jr., 
New York City general agent of the 


Hancock’s new Ordinary agency on 
Forty-second Street which in four 
months time has recruited ten new men 
and stands sixth among agencies in the 
John Hancock; Elmer G. Leterman, 
leading producer of the John Hancock 
who has recently returned from Hawaii 
and who, incidentally, was the subject of 
a yarn told in last week’s The New 
Yorker. Mr. Leterman had with him 
as his guest at the luncheon Captain 
Dugan of the New York police force 


’ 


New Brunswick 100% Present 


In the background of the party but 
directing its progress were Field Super- 


visors Jarnes A. Mullin, Frank B. Maher 


and John J. Woods. Agents present 
came from thirty-five offices located in 
the Metropolitan area, Long Island, 


Westchester County and parts of New 
Jersey from Hackensack to New Bruns- 
wick. New Brunswick had 100% of its 
agents qualified for the luncheon. Ray- 
mond Casey, manager of the Mt. Vernon 
office, was master of ceremonies during 
the singing; Joseph Tomasini of the 
Hackensack agency of which B. J. 
O’Donnell is manager made the greatest 
hit as a soloist. It is reported that Mr. 
Tomasini’s father was an Opera star. 
Mr. - irk paid a tribute to the Hack- 


ens ae gency in his remarks when he 
said: 1 don’t believe there is an Ordi- 
nary agency in the country that can 


make the claim that the Hackensack In- 
dustrial office can make that every man 
in it earns at least $40 a week.” Pre- 
senting 


the opportunity which the Indus- 
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C hicago Probate Judge 
Tells Insurance Worth 


CALLED “GREATEST STABILIZER” 





Speaking in Chicago, Says 75% of 
Estates Are Virtually Insolvent; 
Need for Insurance 





Life insurance was described by Pro- 
bate Judge John F. O’Connell as the 
“sreatest stabilizer in everyday Ameri- 
can life,” and as a thing which has a 
value in intangible matters far in excess 
of the billions of money it pays to bene- 
ficiaries. Judge O'Connell talked before 
the Chicago Association of Life Under- 


writers Business- Getter Sales Clinic 
held at Hotel Sherman, Friday, Octo- 
ber 28. 

Talking from his experience as head of 


the largest probate court in the country 
presided over by a single sitting judge, 
Judge O’Connell said that two-thirds of 
the estates that have been admitted to 
probate since 1933 have been in a “piti- 
ful situation.” Seventy-five percent of 
estates, he said, have been virtually if 
not exactly insolvent, 

Of the types of assets found in estates, 
he said that real estate bonds have in 
many cases been responsible for the sad 
condition in which estates have found 
themselves. This, he said, has not been 
because real estate bonds are bad in- 
vestments, but because of scarcity of 
market for them and the muddled tax 
situation in Cook County. 

On the matter of life insurance to 
widows and orphans, Judge O’Connell 
said that many estates where there is 
an unbalance between the insurance left 
and other investments, they have often 
found themselves actually impoverished. 
“The situation as to widows and or- 
phans and minor children where there 
is an insufficiency of life insurance in 
the estate, is one where they may be 
forced to face the future with dismay,” 
he said. The relief, he suggested, was 
for a wider public acceptance and appre- 
ciation of what insurance means when 
the family provider is taken away. 





LAWYERS’ CLUB TO MEET 

The next meeting of the Chicago Life 
Insurance Lawyers Club will be held No- 
vember 15. Herman B. Goldstein will 
be the guest speaker. His subject will 
be “Injuries Caused by Intentional Acts 
of Insured or Any Other Causes.” At 
the same meeting, Arthur F. Gruen- 
wald will describe a specific case in life 
insurance law, and Louis F. Blumenthal 
will review recent court decisions in life 
insurance suits, 





trial agent has, Mr. Clark declared: 
“You've got a job, you’ve got a market 
and you’ve got a pension blank. I don’t 
see how a man with a salary and people 
to call on can fail to write $50,000 of 
Ordinary production.” 

Mr. Camps, in a tough spot on the 
program following the address of Paul 
Clark, came through with another hit 
talk on the worthwhileness of organized 
sales talks. He concluded: “If you be- 
lieve in your hearts that life insurance 
is the greatest thing on God’s green 
earth, get out and tell your story, you 
won't have to worry about your pro- 
duction.” 
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Continental American Plans 


Started for New Home Office 


Plans will be prepared immediately for 
the new home office building of Conti- 
nental American Life. The firm of Mas- 
sena & duPont of Wilmington has been 
selected as architects. The Turner Con- 
struction Co. of Philadelphia has been 
awarded the general contract. 

The first unit of the new structure will 
be six or eight stories high and will be 
designed so that it can be enlarged both 
vertically and horizontally. It will occu- 
py a site recently purchased at the cor- 
ner of Rodney Square, between the post 
office and the court house. Plans are 
expected to be completed by April, and 
construction is to get under way as soon 
afterward as possible. 





WOODBURY MADE TREASURER 





Missouri Association of Life Underwrit- 
ers’ Choice; Plans for State 
Meeting November 4-5 

James Callahan, president Missouri 
Association of Life Underwriters, has 
announced that Ezra E. Woodbury of 
Columbia, Mo., has been elected treas- 
urer of the association. He is an agent 
for the Reliance Life and a past chairman 
of the educational committee. 

President Callahan says that at the 
mid-year meeting of the association at 
Sedalia November 4 and 5 there will be 
an officers’ training course held, with the 
officers and chairmen of various standing 
committees of all local associations in 
attendance. 





AGENTS MEET IN SPOKANE 


Agency officers of the Northwestern 
Mutual attended a meeting of field rep- 
resentatives in Spokane, Wash., October 
24 and 25. 
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Basil S. Walsh 


President 
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THE HOME LIFE INSURANCE CO. of AMERICA | 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 


A POLICY FOR EVERY PURSE AND PURPOSE | 


Bernard L. Connor 
Secretary 


John J. Gallagher 


Treasurer 
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ANNUAL RENEWABLE 
TERM 


Experience has shown that 
the regular forms of life insyy. 
ance are the most desirable 
for the average policyholder, 
However, there are some 
prospects who insist on buy- 
ing Annual Renewable Tem 
Insurance. To serve them we 
have added the Annual Re. 
newable Term Policy to ou; 
sales kit. 


Whaat 


INSURANCE COMPANY 
Founded 1850 
120 West 57th Street 
New York, N. Y. 

















Committee Heads Named 
For Chicago Ass’n Jubilee 


Committee chairmen who will have 
charge of arrangements for the golden 
jubilee dinner-dance of the Chicago As- 
sociation of Life Underwriters which 
will celebrate the association’s fiftieth 
anniversary on December 7 were an- 
nounced last week by Charles B. Stumes, 
president. They are these: 

General chairman, James H. Brennan, 
Fidelity Mutual; entertainment, E. H. 
Dooling, Prudential; finance, William M. 


Houze, John Hancock; hotel arrange- 
ments, W. S. Fuller, Prudential; pub- 
licity, Robert A. Judd, Phoenix Mutual; 


reception, Virgil Eckert, New England 
Mutual; souvenir program, Edna Kauf- 
mann, Penn Mutual; special guests and 
invitations, Charles J. Zimmerman, Con- 
necticut Mutual, and tickets, E. W. 
Hughes, Massachusetts Mutual. 

As announced in last week’s The East- 
ern Underwriter, Holgar J. Johnson, 
president, National Association of Life 
Underwriters, will be guest speaker. 





CHANGES BY TRAVELERS 





Chalmer C. Cox and William N. Seery 
Have Been Transferred by Shifts 
in Branch Office Personnel 
Chalmer C. Cox, assistant manager life, 
accident and Group department in_ the 
Travelers’ Peoria, Ill., branch, has been 
promoted to associate manager of the 

same classifications at Indianapolis. 
William N. Seery, district Group supet- 
visor, Newark, N. J., becomes Group SU- 
pervisor in Greater New York with head- 
quarters at 55 John Street, Manhattan. 





TWO COMPANIES APPROVED 

Two recently formed insurance compa 
nies in Lincoln, Neb., have had articles 
of incorporation approved by State In- 
surance Director Smrha. They are the 
Lincoln Benefit Life and the Great 
American Health & Accident Co. 
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pichard Rhodebeck Is 
Secretary of A.LU. 


IN CHARGE OF LIFE DEPARTMENT 

ildi Full Time Staff of Young 

om Grads; Supervises B:okerage, 
Chinatown Branch Activities 


Richard Rhodebeck, who for the past 
two years has managed the life insur- 
ance department of the American In- 
ternational Underwriters Corp. of New 
York, has been elected secretary of the 
corporation in charge of this department. 
This promotion is in recognition of his 


Blackstone Studios 


RHODEBECK 


RICHARD 


meritorious handling of a comparatively 
new department of the A. I. U. organiza- 
tion, and his efforts in popularizing the 
facilities for writing life insurance in 
foreign lands, made available through the 
United States Life of which the A. I. U. 
is a general agent. Mr. Rhodebeck 
stresses that this opens up a new pros- 
pect field for life underwriters as the 
thousands of Americans who annually go 
abroad to travel or live permanently 
need life insurance protection. 

Building Full Time Staff 

In addition to this activity § Mr. 
Rhodebeck is the editor of two A. I. U. 
publications—a monthly news sheet which 
goes to insurance brokers and “The 
Yankee Clipper,” an inter-office publi- 
cation. For the past ten months a good 
share of his time has been devoted to 
building a full time agency force and he 
now has a staff of ten producers, most 
of whom are college graduates under 
# years old. This division is in charge 
of Edward K. Simpson, agency super- 
visor. Every Monday a.m. the group 
gathers for a sales meeting which the 
agents themselves plan and _ conduct 
while on Saturday mornings Mr. Rhode- 
beck personally conducts a two-hour 
sales clinic. There is also an agency 
executive committee on which two agents 
continuously serve on a rotating basis. 
Another phase of Mr. Rhodebeck’s 
activity in his supervision of the A. I. U. 
branch office at 40 Mott Street, in China- 
town, New York, which is in charge of 
three American born Chinese. 


His Background 
Mr. Rhodebeck began his life insur- 
ance career as a clerk in the offce of 
panam C. Wells, then general agent, 
tovident Mutual Life in New York, 
who is now a consultant in the life de- 
enent of the A, I. U., and a director 
: the United States Life. Encouraged 
Y Promotion to assistant cashier Mr. 
Khodebeck determined to make life un- 
erwriting his career. To fit himself 
mr broad r duties took two years of spe- 
 Sorees at New York University. 
‘veral years later he resigned his 
Cashier job to join with one of the lead- 








ers of the Provident in its full time 
division who had a large general busi- 
ness. Then, in 1929, Mr. Rhodebeck 
became interested in life insurance estate 
analysis, and by the end of 1936 he had 
analyzed a total of 792 estates, the larg- 
est being for $1,400,000. 

Mr. Rhodebeck resigned from the 
Provident in 1934 to become brokerage 
supervisor with the Allen & Schmidt 
agency of the New England Mutual, and 
in this capacity he added still further to 
his knowledge of life insurance. Then, 
having followed the designing of a new 
policy of Tithe insurance for a year, he 
left his New England Mutual post to 
join with Graham C. Wells, then of the 
American Agency Association, who had 
pioneered in introducing Tithe insurance. 
This agency represented the United 
States Life, and at the merger in Jan- 
uary, 1937, of the A. A. A. and the 
American International Underwriters, 
Mr. Rhodebeck became manager of the 
life department in the merged organi- 
zat cn. 





PILOT WINS GOLD MEDAL 


Greensboro Company Gets Dartnell 
Award For Sales Campaign Material 
Used in “Boxing” Contest 

Word has been received by the Pilot 
Life that material on one of its sales 
campaigns, which was entered in a recent 
contest held by the Dartnell Corp., was 
one of less than a dozen receiving a final 
award of excellence. The Dartnell Corp. 
supplies sales promotion material to over 
3,000 business subscribers. A gold medal 


properly inscribed by Dartnell was 
awarded to the Pilot. 
Several hundred sales contests from 


1 large number of different kinds of bus- 
iness were submitted in this competition. 
The particular campaign in question was 
the “Best Man” Boxing contest of 1937 
in which connection a letter to the Pilot 
field force was received from former 
World’s Champion Jack Dempsey. The 
campaign was unusually effective in 
stimulating business throughout the field. 
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TERRITORY e 
In Michigan, Ohio, Indiana and Illinois. 


AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 


CAN PRODUCE 








CUNNINGHAM HAS CONFERENCE 





New York Agency of Mutual Life Holds 
Dinner; Cerald M. Fennell Completes 
Fifty-Three Years 
The Philip D. Cunningham agency, 
Mutual Life of New York, held its an- 
nual sales conference at the Sky Gar- 
dens of the Hotel St. Moritz, October 27. 
George A. Patton, vice-president and 
manager of agencies, addressed _ the 
meeting. Other speakers included Charles 
Schiff, leading agent of New York City 
for the past two years in paid business; 
W. Reginald Baker of the Newark 
agency, who for over twenty years has 
been one of the company’s leading 
agents and member of the National Field 
Club, and William Behrens, Jr., agency 

organizer. 
George C. Perkins, manager of the 
Newark agency, and former Manager 


Thomas C. Bell, now retired, whom 
Manager Cunningham succeeded, were 
guests. The speaker after the dinner 


was Gerald M. Fennell, who has been 
a representative of the company for 
fifty-three years and has paid for mil- 
lions of insurance and is. still going 
strong. In appreciation of Mr. Fen- 
nell’s long service and loyalty, Mr. Cun- 
ningham personally presented Mr, Fen- 
nell with a leather wallet. 
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Self-Starter Methods 
Essential to Success 


FISCHER SPEAKER IN SOUTH 


Offers Suggestions on Improving Condi- 
tions and Thwarting Critics; Get- 
ting Under Way Promptly 
Chester O. Fischer, 
Massachusetts Mutual, 
speaker at the luncheon meetings of 
Louisville and Memphis life underwrit- 
ers in October. In each city the occa- 
sion opened the 1938-39 association year. 
In discussion for Sale,” Mr. 

Fischer said: 

“These days of cconomic unrest, in 
ternational war scares and attacks by 
misguided or mercenary critics naturally 
cause concern in the minds of the 
ing organizations of our life insurance 
companies. It would be foolish for m 
to stand here and say that all is well, 
that business conditions are flourishing 
and that there is no cause for worry 

“As far as economic conditions are 
concerned, we can best contribute to a 
solution of those problems through rig- 
orously pursuing our own individual as 
signments. We cannot do anything about 
war scares so we might just as well 
concentrate on the task at hand 

“As for the criticisms that have been 
directed toward our business, perhaps 
we can derive benefit if we accept them 
as a challenge, and if there is room for 
improvement that we do what is 
needed. 

“I wish to call particular attention 
to one definite thing which I feel we 
can do. I believe you will agree that, 
as a whole, the life underwriters of 
the country are not doing as successful 
a job of selling as they have capacity to 
perform. One sure way for us to answer 
the attacks by critics is to have so fine 
a record of performance, such a record 
of sound and successful service to our 
clients, accompanied by the 
financial stability on our own part that 
comes with such an achievement, as t 
place ourselves in position of security 
beyond reproach 

Must Start Automatically 

“The salesman must set up 
means of automatically going into action 
He must deliberately plan to become a 
self-starter. The man in this, or any 
other selling line, who wishes to achieve 
outstanding success must establish f 
himself some method whereby he aut 
matically goes into action at the begin- 
ning of the day. en those things which 
mean success, and by that I mean a 
solicitation in the field for a sufficient 
number of hours to insure a real day’s 
accomplishment 

“Tt is my belief that the only way t 
accomplish that up certain m'ni 
mum standards of daily performance, "1 
cluding a zero heu- for getting int the 
field. and then practicing severe and 
lentless self-discipline day after day 
til the accomplishment of these minim 


vice - president 
was the guest 


“Success 


sell 


see 


de eree of 


ways and 


tin 


is to set 


requirements becomes a fixed habit 
At a called meeting of the Memphis 
General Agents & Managers Association 


Mr. Fischer discussed recruiting 
HANCOCK 1939 CONVENTION 
Convention of John Hancock genera 


agency leaders for 1939 will be held at 
the Mayflower Hotel, Washington, D. C,, 


on September 6, 7, 8 
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Jeukine Says Assist 
Agent to Help Himself 


DROP YESTERDAY’S SOLUTIONS 





Occidental Life Official Tells What Com- 
pany Is Planning to Produce 
Better Agency Force 





The greatest thing companies can do 
for their established agents is to help 
them to do for themselves, said V. H. 
Jenkins, vice-president in charge of pro- 
duction for the Occidental Life of Cali- 
fornia. Addressing the Agency Officers 
and the Research Bureau on “Supervi- 
sion of Established Agents” at their Chi- 
cago meeting this week Mr. Jenkins 
commented: 

“Difficulties have multiplied. In these 
transitional times there is probably no 
such thing as an ‘established’ agent. The 
worst thing we can do for such agents 
is to succumb to complacency, assuming 
that tomorrow’s problems can be met by 
yesterday’s solutions. 

“The world has changed; it has be- 
come ‘insurancewiser.’ The rapidly de- 
veloping interest in our institution which, 
if taken advantage of through training 
and education of our established agents, 
will present itself as an opportunity for 
greater and better progress than we have 
ever made in the past. We must not 
permit the education of the public to fall 
into the hands of a few crackpots and 
‘muckraketeers’ who have seized the op- 
portunity to malign our business and to 
mislead the public by plausible lies and 
half-truths. 

“If we remain indifferent to the pres- 
ent desire of our policyholders and po- 
tential policyholders to understand our 
business, we will one day discover that 
from the seeds of indifference we will 
reap a small whirlwind—a whirlwind of 
lies, of course. 


Company’s Immediate Plans 


“We will, in the near future, equip our 
sales force with a new institutional text- 
book in which we plan as nearly as pos- 
sible to expurgate the complexities, am- 
biguities and verbosities. We propose to 
train our agents to sell definite purpose 
insurance, meeting first needs first. Our 
competition will be in service and appli- 
cation to needs, which do not fluctuate 
with prosperity, depression, economic 
transitions or politics, We hope to sup- 
ply our field force with a line of cover- 
age sufficient to cope with every human 
need. The first requisite in establishing 
an ‘established’ agent is to furnish him 
with up-to-date material to meet the 
public demand. The second is to train 
him to apply it in a form fitting, tailor 
made fashion 


Making Professionals 


“Our representatives are being trained 
to build a clientele. We propose to pro- 
fessionalize our agents until it hurts— 
not them, but us. In accordance with our 
original program we now propose to di- 
rect our attention to more careful selec- 
tion, training and professionalizing. 

“We conceive as the basis of this pro- 
fessionalizing project of ours, first, the 
revision of our business Bible into the 
language of today’s conditions and psy- 
chology; second, the teaching and the 
preaching of its word by supervisors who 
are now being assigned by zones, not 
just to shake hands and to slap backs 
but to educate and evangelize; and, third, 
the rapid reappraisal of our sales people 
by these supervisors in order that we 
may know once and for all whether in- 
deed our agents possess the capacity for 
this professionalized adjustment and, if 
so, whether they share our determination 
to make it work.” 





Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
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Aptitude Index And 
Rating Chart Data 


A. K. KURTZ EXPLAINS BOTH 





Value of Scientifically Constructed Se- 
lection Tests Proved; Personality 
Characteristics Measured 





Dealing with selection and the Apti- 
tude Index, Albert K. Kurtz, research 
department, Life Insurance Sales Re- 
search Bureau, addressed the Agency 
Officers and the Bureau in Chicago this 
week, saying: 

“For men over 25 years old, the pub- 
lished results and other records we have 
show that a scientifically constructed 
rating chart (such as the Guardian per- 
sonal rating chart, the Phoenix Mutual 
personal history chart, or the Bureau’s 
rating chart) is more accurate than any 
other single test or procedure for the 
selection of life insurance agents. For 
younger men, other selection tests may 
be superior to the rating charts, but 
even at the youngest ages the rating 
chart is still of sufficient value to justify 
its use in combination with certain other 
selection tests. 

Consequently, if a company is seeking 
an extremely simple selection procedure 
that will yield highly effective results, 
there can be no doubt that the rating 
chart is the best answer. 


“The material on the Aptitude Index 
will be of interest only to those com- 
panies that are sufficiently interested in 
improved selection to be willing to go 
beyond this initial stage and to employ 
a combination of two selection devices 
in order to obtain still more accurate 
results in the selection of their field 
representatives.” 

Mr. Kurtz explained features of the 
chart and announced that in January 
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members will receive copies of a form 
entitled Aptitude Index for Life Insur- 


Maintaining Esprit 


ance Salesmen. This form will contain De Cor Ss of 
both the rating chart and personality p Agents 
questions. Some of the questions have a a 


been designed to measure such person- ATTENTION TO NEW AGENTs 


ality characteristics as_ self-confidence, 
self-assertiveness, dominance, emotional 
adjustment, understanding of people, ete. 
Mr. Kurtz continued: 

“In using the Aptitude Index three 
steps are involved: First, the prospec- 
tive agent is rated on the rating chart 
described in ‘Selection of Agents.’ Sec- 





S. A. Swisher Tells Plans of Having Ney 
Agents Visit Home Office Soon 
As Possible 





Plans for maintaining the spirit of th 
sales force were discussed before th: 
Agency Officers-Research Bureau meet. 


ond, he is rated on the Personality ‘8 this week by S. A. Swisher, Jr 
Characteristics which form the major 2€Mcy vice-president of the Equitabl 


Life of Iowa, who explained some of his 
company’s activities. The Equitable Lif, 
of Iowa has an agents’ benefit plan pro. 
viding for security beyond the benefits 
of their contracts and _ personal plans 
for retirement as one of its chief plans 


portion of the Aptitude Index. Third, 
his ratings on these two parts are com- 
bined to give a single rating of the prob- 
ability of his success in the life insur- 
ance business. 

“Our research has shown that rating 
charts are less effective at the younger 
ages than at the older ages. On the 
other hand, the personality questions are 
about equally effective at all ages in 
discriminating between potentially good 
and poor prospective agents. The prin- 
cipal advantage of using both the rating 
chart and the personality characteristics 
is the greater accuracy which is obtained 
by the combination of these two meas- 
ures. 


The company is not too large to main- 
tain a close relationship with all field 
men. It makes a special point of inyit- 
ing new agents to visit the home office 
when they have paid for their first $8)- 
000 new business. It is the purpose of 
the company to bring every new agent 
into contact with the home. office anj 
members of the various departments as 
soon as possible after association witl 
the company. 

Describing this plan of the company 
Mr. Swisher said: “Our club conventions 
provide such contacts in a measure, but 
in order for an agent to attend our con- 
ventions he must write a_ substantia 
amount of business and meet a rather 
severe conservation requirement, which 


“When the two ratings are combined, 
we should remember that these two rat- 
ings represent two different aspects of a 
man—two different factors that are re- 
lated to his success.” 











This space contributed by The Eastern Underwriter Co. 
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places these meetings beyond the ability 
of most new men, and so we have the 
paradox of conducting meetings which 
are most valuable to the new man and 
still having qualifications which make it 
difficult for the new man to attain. 
“Therefore, to do the thing we have in 
mind we have developed the following 
plan. We say to our general agents that 
we will invite any new man that the) 
bring into the business who pays for at 
least $80,000 of new business within the 
first year following the signing of his 
contract to attend a conference at th 
home office. This may seem like a ver 
small requirement, but in practice it has 
resulted in a rather substant‘al produc 
tion. In the first group which visit 
the home office on this basis, there wer 
twelve men whose average period 
service was nine months and whose aver. 
age paid volume was $176,528. Thes 
men came from twelve agencies scat- 
tered from coast to coast. There were 
few whose productions were but slightly 





over the minimum requirement, but 
there was a larger number with mor 
substantial productions ranging up t 


$300,000. Since the inauguration of this 
plan we have had thirty-nine men quali) 
for these home office conferences. Theil 
average period of service with the com 





pany has been ten months and _ thelr 
average paid production has __ been 
$167,410. 
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Measuring Results 
By Profitableness 


VOLUME YARDSTICK’S EFFECT 


5. C. McEvenue of Canada Life Tells 
" About Conclusions Reached After 
Study of Recruiting 


Principles behind his company’s re- 
cruiting program were explained by Ss. «a 
\McEvenue, general manager Canada Life, 
at the Agency Officers and Research 
Bureau meeting in Chicago this week. 
In the course of his address he said: 

“While in the Canada Life we were 
aware from 1930 on that recruiting was 
becoming a problem of increasing diffi- 
culty, it was not until 1936 that our 
thoughts were given a direction which 
resulted in a definite program of action. 
We asked ourselves this general ques- 
tion. ‘Has the agency system outlived its 
usefulness ?? We began the study with 
the following assumptions: 

“The function of the agency department 
was to sell an adequate volume of the 
right kind of policies to the right kind 
of people at a reasonable acquisition cost. 
“While the difficulties of recruiting were 
real, they were only symptomatic of a 
more deep seated trouble, for which we 
would have to first find a cure. The 
basic trouble was the difficulty we were 
all encountering in building a sales or- 
ganization of a more permanent charac- 
ter. 

“Agency turnover records gave an 
alarming indication of how dismally we 
were failing in that direction. Unless 
we could materially improve these turn- 
over results, the recruiting of intelligent, 
worthwhile people into the business, in- 
stead of being merely difficult, would 
shortly become practically impossible. 
May I say here that we realized in look- 
ing at these figures that they were de- 
pression records. A study of our own 
figures for the years prior to 1930 dis- 
closed considerably better results, but 
even there the problem was quite ap- 
parent. We realized, too, that we were 
facing today’s conditions, and that there 
was little, if any, indication of a return 
to the conditions existing prior to 1930. 
“While selection, methods of training, 
work habits and so on were contributing 
factors, the basic reason why so many 
men left the business could be expressed 
in two words—insufficient earnings. 
“With these assumptions as a starting 
point, it seemed to follow that if we 
could sufficiently improve the earnings 
of the individual representative, it would 
be a definite move towards a successful 
solution. It seemed to follow that the 
operating system itself might be all right, 
but that the trouble was more likely to 
be found in the operation of the system. 
“We have been very interested in the 
various changes in method of compens- 
ation which have been suggested in re- 
cent years. Moreover, we are doubtful 
if a change would get at the heart of this 


problem. * * *Our study showed that 
comparative results as between men, 
branches or company progress were 
measured to far too great an extent 


volume. 

“So we set out to look for a measuring 
rod. We then gave our manager as 
his major objective the task of building 
a profitable branch, which of course 
means the production of business at or 
below the standard cost per thousand. 

_ Believe on Right Track 

“It is, of course, too early to form 
final conclusions, but from what we have 
seen so far we believe we are on the 
right road. 

“We believe: First, that the more completely 
our managers grasp their 
more clearly will they 
of high average earnings per 
average size policy. this 
helieve is entirely 


in terms of 


new objective, the 


realize the importance 
high 
realization we 


man and 
From 


coming an new appreciation 


of the advantages of selecting the right material 
and of the importance of concentrated training 
and continued sympathetic supervision, so that 
each representative may be equipped to repre- 
Sent his company in the fullest meaning of the 
word. 


“Second, managers agree that a large portion 


Would Pay Salary And 
Commission To Agents 


ADVANTAGES TO BE OBTAINED 


Publisher Says Dual Plan Insures Con- 
trol of Men; Suggests Advertising 
to Assist Salesmen 

Sales management in other industries 
was the subject of a talk by Eldridge 
Haynes, vice-president, McGraw - Hill 
Publishing Co., New York, to the Agency 
Officers and the Research Bureau in con- 
vention in Chicago this week. He asked 
why the insurance companies don’t pay 
salaries as well as commissions to their 
salesmen, and said that by paying both 
his company is able to employ higher 
caliber men for its sales staff. Better 
men are attracted when the company 
assumes an equal share of the risk. Mr. 
Haynes continued in part: 

“Our salary plus commission plan has 
enabled us to control the activities of 
our sales force every working hour of 
the day, and to an amazing extent the 
night hours. We require our men to 
write a report on every single call they 
make. Because of this control we know 
that our men are on the job each day 
from 9 to 5. Our salary plus commis- 
sion system has resulted in an attitude 


toward their jobs on the part of our 
salesmen that we value highly. It gives 
every man a sense of security. Our 


salary plus commission plan attaches a 
value to the job which our men are loath 
to surrender.” 

Mr. Haynes said that during the depths 
of the depression his company attempted 
to use the commission plan exclusively 
but lost control of its men and returned 
to the salary and commission method. 

Thoughts on Advertising 

Then he asked why the life compa- 
nies do not advertise more and better, 
adding that only one of his twenty-four 
publicat‘ons is suited for such advertis- 
ing. He suggested that advertising should 
feature the need for insurance, the type 
of insurance, the particular company to 
be used and the particular policy to be 
taken. He proceeded: 

“Look at this list of four buying steps 
and don’t we have here the four major 
selling steps which the salesman must 
ascend to write a policy? Most I'fe 
insurance must be tailored to fit the eco- 
nomic shape and need for protection of 
the prospect. Thus, I believe you will 
always need salesmen qualified by train- 
ing and experience to study the chang- 


ing needs of the prosp°ct, his present 
insurance program and to develop the 
additional package specifically suited to 


his situation. 
Time Wasted by Salesman 

“But how much of the salesman’s time 
is devoted to the performing of this spe- 
cial job which he alone can perform? 
How much of his time is devoted instead 
to seeking interviews, selling the need 
of more insurance, selling his type of 
company, and the security and advan- 
tages of his own particular company? 
These are selling jobs which can be done 
by advertising.” 


of their time is spent in bolstering weak sisters. 
We believe that one of the major contributing 
factors to high agency cost is the continuation 
of contracts where production does not justify 
the expense involved. 

“Third, we believe we are approaching a point 
where the continuation of a contract will require 
a minimum scale of earnings; where new con- 
finally completed after the 
probationary period of 


tracts will only be 
applicant has 
three, six or possibly twelve months. 

“Fourth, that the tendency will probably be 
towards smaller agencies, with more time spent 
on individual training and This, 
of course, means more money invested per man, 
but accompanied with the hope of a better re- 
turn on the investment. 

“Fifth, that the recruiting problem will grad- 
ually disappear as a major worry,as we demon- 
strate our actual ability to build men perman- 
ently This continent is filled 
with men and women who will welcome a real 
opportunity.” 


served a 


supervision. 


into this business. 


Stokes on Working 
With Field Trainers 


SUPERVISED SAME AS AGENTS 


Most of Improvement Has Been Owing 
to Better Methods and Improve- 
ment in Tools Developed 


What Thomas M. Stokes, supervisor 
field education and sales production, 
Metropolitan Life, said to the Agency 
Officers and the Research Bureau meet- 
ing this week in Chicago related to men 
in its field training division. The sub- 
ject of his address was “Helping Men 
Grow.” He said that supervision of these 
field trainers is similar to supervision of 
agents. The field trainer must work on 
his own; he must be led and not driven. 
Mr. Stokes continued: 

“We have learned in the school of 
experience that good methods come much 


more easily when our objectives are 
brought into better mental focus. Our 
progress in helping the field trainer 


clarify his own objectives depends upon 
our progress in clarifying the objectives 
of the field training division as a whole. 
To prepare for conferences, our division 
supervisors in the home office discuss 
the work of the division with the super- 
intendents of agencies. The division con- 
ference usually brings out the need for 
regional conference in the field with all 
field training supervisors and instructors. 


Fallacy of Status Quo 


“It has taken us a long time to learn 
that it is a fallacy to think of the 
supervision of an agent as maintaining 
the status quo. Supervision is long 
range planning and assistance in helping 
men grow. Before we can help the field 
trainer do a better job we must know 
to what extent he needs to improve his 
knowledge, At the present time we are 
completing tests so constructed that they 
not only reveal the field trainer’s knowl- 
edge but indicate how positive he is that 
he is right. Most of the improvement we 
have made in our supervision of field 
trainers during the past seven years has 
been due, I believe, not so much to 
greater skill in handling men as to an 
improvement in the methods being super- 
vised, and to an improvement of the 
tools developed for the use of our field 
trainers.” 

Mr. Stokes summarized certain prin- 
ciples in the supervision of field train- 
ers which he believes apply to the super- 
vision of agents, as follows: 

“In supervision, the supervisor 
lead—not drive. 

“Supervision to’ be most effective must 
help a man grow in the business. Or, 
put in another way, if a man is not im- 
proving in his work he is not being su- 
pervised effectively. 

“If the supervisor cannot be with the 
man on his job most of the time, effec- 
tive supervision means helping this man 
learn to supervise himself. 

“Supervision should be long range. The 
supervisor should plan what help he is 
going to give an individual over the 
next year. 

“In supervising a man, we should help 
him clarify his objectives. An agent 
should not only have a production objec- 
tive but also prospecting objectives, sales 
interview objectives, etc. 

“Supervision and training are very 
closely interrelated. Continuous super- 
vision depends upon continuous and pro- 
gressive training, 

“The supervisor must have first-hand 
knowledge of the habits, skills and 
knowledge of the man he is supervising. 
To learn about a man’s habits and skills 
it is necessary to observe him on the 
job. 

“To supervise effectively we must im- 
prove the job itself as well as the man 
We must constantly endeavor to im- 
prove the methods that we supervise, and 
the selling tools made available for 
agents. 

“To improve our supervision we need 
to have and use some yardstick with 
which to measure our accomplishments.” 


must 


Results of College 
Recruiting Reviewed 


NORTHWESTERN MUTUAL’S PLAN 


U. H. Poindexter Tells How Company 
Entered This Activity and What 
Has Been Accomplished 


Northwestern Mutual’s experience with 
college seniors was reviewed in an ad- 
dress by Urban H. Poindexter, assistant 
director of agencies, before the Agency 
Officers and the Research Bureau in 
Chicago this week. He observed that 
business concerns generally have been 
more interested in the younger men as 
recruits and that life insurance has also 
followed that road. Prior to 1928 new 
men, good and bad, flocked to insur- 
ance. Conditions changed and by 1936 
recruiting became a major problem. With 
insufficient good older prospective agents 
to go around the turn was to younger 
men. Excerpts from Mr. Poindexter’s 
address follow: 

“In the Northwestern Mutual over 53% 
of our present general agents made their 


first contracts prior to Age 25. The 
contracting of these young men was 
more or less accidental. There were 


reasons why the young man out of col- 
lege had little chance of success in our 
business. 
College Recruiting Began 

“Five or six years ago it was becom 
ing evident that such firms as General 
Electric, Armstrong Cork, General Mo- 
tors and others were sending recruiters 
to colleges and universities, not only to 
interview the technically trained seniors 
as had been done for many years, but 
also for the purpose of finding new 
salesmen. 

“A statistical study showed that our 
experience with men just out of college 
favorable. 


was Then we made planned 
visits to some colleges and universities 
and interviewed a number of senior stu 
dents. These trips convinced us that 
there were good prospective agents in 
the graduating classes. What we were 
doing was brought to the attention of 
our general agents, who had done some 
college recruiting. but not much, 


College Attitude Softens 

“It became evident that during the first 
vears of college recruiting the collece 
officials were not sending their best men 
in to hear our discussion, or to interview 
us. It was also obvious that they did 
not have a high opinion of life insurance 
selling as a career for their young men 
In fact, many officials said as much 
However, after the first visit they began 
to realize that , 


we were making a sin- 
cere attempt to be selective; were not 
attempting high pressure or mass re- 
cruiting, and were interested only in 


those young men who seemed fitted for 
sales work. Then their attitude softened 

“It is our intention to make our gen 
eral agents conscious of this source of 
new agents, and to train them to make 
the most of it. The most important re 
sult of this activity is that our general 
agents do not now express their objec 
tions to recent graduates. Apparently 
they are accepted as a good source for 
new agents. We have found that fron 
a group of carefully selected seniors will 
come as many, and perhaps more, good 
producers as from any other inexperi 
enced group, 

“We have shown the academic world 
that we are attempting sincerely to over 
come the high turnover in agency 
forces. We have also learned that not 
all general agents are fitted to deal with 
young men; that it may be possible t 
become too enthusiastic over this fort 
of recruiting, and we know that fron 
the older group of prospects the ma 
jority of our new agents must come 
We make no claim that our present 
method of contacting and interviewing 
college seniors is the best one; in fact, 
a much better plan is for each general 
agent to have some strong ‘center of in- 
fluence’ at each larger university in his 
territory who is interested in him and in 
his agency.” 
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Too Many Men, Not 
Enough Development 


SEES LIMIT TO AGENCY FORCE 


Laurence S. Mo rion Predicts Managers’ 
Ability Will Be Judged by Smallness 
of Their Recruiting 


Laurence S. Morrison’s address to the 
Life Officers and the 
this 
of recruiting. He is consultant for the 
told of a 
claimed he had a recruiting problem. Mr. 
that 
problem, but 


Research Bureau in 


Chicago week was on the problem 


Bureau. He manager who 


Morrison claimed superfic‘ally the 


manager did have a funda- 
mentally he did not 
was keep in production the men he 
already had recruited. He was trying 
to do the wrong thing. He was thinking 
of recruiting as an end in itself instead 
of the first step in developing successful 
and permanent agents. He was following 
the pattern established by his home of- 
fice. Mr. Morrison asked if the agency 
organism is out of adjustment with the 
economic medium in wh‘ch it lives? He 
declared that one reason there is a re- 
cruiting problem is that there is need 
for recruiting too many men. That is 
because of turnover and the long accept- 
ed dictum that a company must grow to 
be healthy. To meet the first need the 
drive for new men can be increased, In 
the other direction one can follow the 
lead of certain men who are very suc- 
cessful today and who have bcen able 
to cut down the need for recruiting to a 
point where the difficulty disappears. 
They have done this by concentrating, 
not upon getting men, but upon making 
them successful after they get them. 


His real problem 


Has Too Many Applicants 
In the case of another manager this 
recruiting problem was eliminated by his 
impressive record of building successful 
agents, and more men apply to him for 
jobs than he can handle. What follows 

is taken from Mr. Morrison's talk: 
“Have we failed to adapt our habits, 
our philosophy and our methods to 
changed conditions? An exact parallel 
can, I believe, be drawn from our expe- 
rience with production and insurance in 
force. 
“The 


Industrial compan’es have always 


intrigued me because they have consist- 
ently stressed net gain instead of new 
business and on the whole they have 
done pretty well in getting what they 
wanted. Recently a number of Ordinary 
companies have come to this same point 
of view. It seems like a minor matter, 
an insignificant change in detail, but ac- 


(Continued on Page 19) 
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Association of Life Agency Officers. 












ere eae ae 










SS aie 








November 4, 1938 








Results Obtained By 
Daily Planning Chart 


OREGON MUTUAL’S EXPERIENCE 





W. C. Schuppel Tells of Income Control 
System and What It Has Accom- 
plished for Producers 


What the Oregon Mutual Life’s daily 
planning and income control chart has 
accomplished for that company was re- 
vealed by W. C. Schuppel, executive vice- 
president, in an address called “Stream- 
lining the Salesman’s Job,” delivered be- 
fore the Agency Officers and the Re- 
search Bureau in Chicago this week. 

Mr. Schuppel recalled that ten years 
ago agents were doing fairly well with 
only hit-or-miss methods. That situation 
changed in the early thirties and infor- 
mation concerning results the agent was 
obtaining became more essential. The 
hit-or-miss method was no longer effec- 
tive. What follows is culled from Mr. 
Schuppel’s address: 

Before setting up comprehensive su- 
pervisory plans designed to assist the 
salesman, it is important to understand 
exactly what is hoped to be accomplished 
by them, This form of control is often 
looked upon as bookkeeping, goose-step- 
ping, drudgery and crime detection. These 
erroneous conceptions must be supplant- 
ed with correct ones. A practicable, ef- 
fective, working field technique would 
consist of three things: The right man 
to see, the right thing to say, and some- 
thing that will make the agent go to 
see that man and say the right thing to 
him. These are the three makers of 
magic for the fieldman. 

Some Work Ineffective 

The Oregon Mutual devoted much at- 
tention to prospecting, sales presenta- 
tion, etc., but still many agents did not 
have enough, of the right kind of people 
to see and the right kind of story to tell 


them. Thus the Income Control Plan 
was formed. It was found that agents 
who fail rarely know why they fail; 


that general agents resent routine work 
suggestions; that agents rationalize their 
weaknesses and failings, and that agents 
say they “want to sell insurance” but 
don’t want to do any other detail work. 
So the salesmen were asked to face the 
facts. Most of them grasped the idea 
and wanted to do something about it. 
Questions were asked the most promis- 
ing agents who were not getting the 
results they did formerly, designed to 
give the company an accurate picture 
of their activities. In general the agents 
couldn’t give the answers, so the daily 
planning chart was designed. The gen- 
eral agents analyzed these records and 
weekly analyses were sent to the home 
office. Each month these records were 
tabulated and various comparisons and 
ratios were sent to each general agent 
with suggestions and comments, thus 
providing a complete follow-through. 


Plan of Chart Is Simple 

The income control chart is simple 
in detail but its initial reception was far 
from unanimous. It has been a selling 
job for the agency department right 
from the beginning, but the leaven is 
working slowly through the agency force, 
Now between 35% and 40% of the or- 
ganization is using it. The enthusiastic 
acceptance of this plan is predicated on 
the premise that if an agent will do the 
things asked of him, he either will suc- 
ceed as an agent or he and the company 
will both be on the spot and be forced 
to do something about it. The company 
challenges the salesman, saying to him 
that if he will do certain things the com- 
pany declares unreservedly that his pro- 
duction will take care of itself. The 
agent is told that in using the plan he 
can fool the company but he can’t fool 
himself 

Results Obtained 

While the 

100% the 


results of the plan are not 
company believes that it can 
take any salesman who is failing, and 
if he will plan his work, then carry 
out his plans, and keep an accurate rec- 





Selection Mechaniom 
Has Its Limitations 


NO BETTER THAN MANAGEMENT 


Dean Stevens of Northwestern Univer- 
sity Sees Valuable Activity in Bureau 
Study of Subject 

Selection of :gency executives was the 
subject of a paper presented before the 
Agency Officers and the Research Bu- 
reau in Chicago this week by Dr. Sam- 
uel N. Stevens, dean of Merthwaster 
University. He observed: 

“The sad fact is that no one has yet 
found the complete objective answer to 
the proper selection of underwriters and 
no ready-made schemes exist today which 
are scientifically correct and which will 
stand up under continued use. One of 
the reasons why the objective methods 
so far recommended have failed is that 
the most perfect selection mechanism in 
the world is only as good as the man- 
agement which controls and operates it. 
It is for this reason that I am particu- 
larly pleased to see the intention of the 
Bureau to actively attack the personnel 
problems involved in the selection and 
supervision of agency executives.” 

Study of Personnel 

Dr. Stevens divided approach to the 
study of executive personnel into three 
major steps: A sound job analysis of the 
agency managers’ work. An intensive 
study of the psychological, physical and 
social characteristics of successful, un- 
successful and average managers. The 
establishment of certain objective con- 
trols for the determination of potential 
executive material, 

He listed some of the evidences of 
good and bad agency management. 

“1. The manager must maintain a sat- 
isfactory staff of agents. If he could 
employ satisfactorily only the 10% to 
14% of the men producing the majority 
of the business, his office management 
problems, his maintenance costs, and 
many other expenses involving money 
and energy would be greatly reduced. 
An effective agency executive must have 
the critical judgment to know how far 
it is economical to go in maintaining and 
developing a majority of his man-power 
for the production of a minority of his 
volume. 

“Another way in 
business could be 


which a volume of 
maintained would be 


ord of his efforts as he is instructed, the 
company will be able to locate his diffi- 
culties very easily and very promptly. 
And as a result he will soon learn to 


practice self-criticism and to employ self- 
analysis. 


W. M. ROTHAERMEL 


Vice-President, Continental American 
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Suecess of Sein 
Which Control Agents 


FINDINGS OF B. N. WOODSon 


Supervision Reccnsiend as Function of 
Management; Program Interwoven 
Into Company Operation 


Talk ne aren: 


sion, B. 


on progress through superyi- 
N. Woodson, consultant, Life 
Insurance Sales Research Bureau, said 
at the annual meeting of that organiza- 
tion and the Life Agency Officers Asso- 
Chicago this week, that jf 
supervision is not the fault 
of the agent, it fault of 
management. In other branches of in- 
surance the responsibilities of company 


ciation in 
inadequate 
must be the 


to agent, and agent to company, have 
gradually become more clearly defined. 
Then he asked what improvement has 


one reason to expect from closer rela- 
tionship and increased control? He said 
the answer to that pertinent question js 
to be found in the extremely favorable 
results of the several companies which 
have made serious advances in this field. 
After rev'ewing the experience of a 
number of such companies Mr. Woodson 
asked what general conclusions may be 
drawn from a brief inspection of these 
companies, He answered in the follow- 
ing manner: 


“First: Several different companies, 
operating under widely differing condi- 
tions, having seriously approached the 


problem of guiding and controlling the 
established agent; have arrived inde- 
pendently at a fairly uniform pattern 
of supervision: (a) job definition and 
standardization, step by step, not merely 
in terms of production figures; (b) close 
control, achieved to a considerable extent 
through proper reports and_ records, 
which tells the agent and his superiors 
what he is doing and how effectively 
and efficiently he is doing it; (c) indi- 
vidualized diagnosis to determine the 
steps of the job well down and _ poorly 
done. 

“Second: In these several companies, 
supervision has been recognized as a 
function of management as basic as any 
other, and the successful program of 
supervision has been so completely inter- 
woven into the whole operation of the 
company that at no point is it detach- 
able. Supervision and continuous train- 
ing are obviously interrelated; similarly, 
other functions, such as recruiting, are 
influenced by the supervision program. 
Only as an integral part of a coordinated 
whole has supervision, as defined here, 
succeeded.” 





through the development of a large num- 
ber of agents. I know of several agency 
executives who have deliberately estab- 
lished a personnel policy designed to 
produce over a period of time a select 
group of slightly above average men. 
“A third method that has been tradi- 
tionally followed by many agency execu- 
tives in their effort to maintain agency 


volume has been what I call the ‘free- 
for-all’ method of management. 
Office Organization 
“2. A second characteristic of a good 


agency executive comes to light in the 
face of problems of office organization 
and maintenance. Yet more than one 
such organization fails to produce its 
volume of business, regardless of how 
smoothly it is run. What is the combina. 
tion of psychological qualities that en- 
ables the man to be both a leader and 
an executive, an inspiring teacher and 
an effective organizer of necessary de- 
tail? When we have answered this and 
related questions, we shall have gone 4 
long way toward establishing the criteria 
for the selection of a successful agency 
executive. 
Company Relations 

“3. A final characteristic of the suc- 
cessful agency executive is evidenced by 
the way in which he maintains effective 
liaison between his agency and the home 
office, and between his company and oth- 
er competitive units.” 
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Methods Followed By 
Good and Bad Leaders 


LIKERT SIFTS BUREAU DATA 


ions Suggested After Studying 
Types of Agency; Effective- 
ness of Management 

Rensis Likert, Life Insurance Sales 
Research Bureau, delivered a paper on 
“Why Agencies Succeed” before the 
\wency Officers and the Bureau, in Chi- 
cago this week, asserting that in any 
business maneg ment 1s more import- 
ant than capital, and management holds 
the key to success In any agency. What 
follows is from his address: 

“Research offers the soundest road to 
practical improvement. Agenc‘es studied 
by the Bureau include many kinds. The 
impressions suggested by the interview- 
ing are initial impressions, not con- 
clusions. Effectiveness of management 
seems to vary with: 

1. The extent to which the performance of 
integrated with each 


Impress 
Many 


these functions is 
other and with the goals of management; 
and 

The nature 
carrying out each of these functions. 

Working in Harmony 

“In coordination of management activi- 
ties three stages seem to be involved: 
1. Goals of management must be clearly 
and carefully defined. 2. Each function, 
such as recruiting and training, must be 
organized so as to carry out the specific 
coals of management. 3. To achieve the 
coordinated management essential to 
successful operation it appears that a 
third characteristic must be provided: 
Each function must work in harmony 
with the performance of each of the 
other functions as smoothly as two gears 
mesh. 
“The concept of close coordination is 
lacking in many agencies. Th's may be 
the most important factor in accounting 
for failure of many life insurance experi- 
ments with salary plans. Three ques- 
tions seem to point out the chief dif- 
ferences between managerial coordina- 
tion in successful and unsuccessful 
agencies: 

Is coordination a conscious goal toward which 


of the practices utilized in 


i 


the manager is constantly striving? 
Does planning for coordination really occur 
prior to changes in the agency’s activities? 

Are plans actually carried out? 

Managerial Practices 

“These questions cannot be answered 
‘Yes’ or ‘No.’ Essence of the answer 
lies in the degree to which the manager 
engages in these activities. The better 
agencies have long term as well as short 
term plans; leave fewer activities un- 
planned. Effectiveness of agency man- 
agement seems to vary with the degree 
to which managerial functions are co- 
ordinated with one another and with 
the goals of management. We will now 
discuss the managerial practices which 
distingu‘sh successful from unsuccessful 
agencies. Good agencies, in contrast to 
poor agencies, seem to be character- 
ized by: 

1. A larger proportion of agents using the 
same definite selling method; 

Much closer supervision; 

Greater emphasis on continuous training; 


mW th 


A primary emphasis on the success of 
their present agents and only a secondary 
emphasis on recruiting. 

“The first impression is that managers 
of successful agencies seem to emphasize 
the importance of all agents using the 
same type of selling method instead of 
having each develop his own. In other 
words, the successful managers have be- 
gun to standardize the selling job per- 
formed by their agents while the poor 


Managers have taken no steps in this 
direction. The second way in which 
standardization increases efficiency is 


through the fact that there tends to be 
some one way of using any technique 
which is more effective than any other 
ray of using that same technique. 
Methods of Standardizing 


“Successful 


= 


managers recognize that 








S. C. McCEVENUE 
General Manager, Canada Life 


they must standardize much of the 
agent’s job on the basis of the ‘best 
ways’ of doing each part of it. This 


suggests the question: Should each home 
office endeavor increasingly to standard- 
ize the methods used by its agents and 
managers in order to enable home office 
management to function with maximum 
effectiveness? It would seem that suc- 
cessful managers have found that. if 
th ir agents work effectively the results 
flow automatically. To carry on _ this 
close supervision effectively, there ap- 
pear to be at least two important steps 
which must occur: 
a. The manager must be able to define the 
job he wants done and his definition must 
primarily be in terms of the methods to be 
used rather than the results to be achieved. 
b. The establish 
whereby he is kept informed as to the 


manager must procedures 
extent to which each agent is performing 
the work expected of him. Moreover, the 
procedures should be such that the agent 
also realizes how well he is performing 


each phase of his job. 

Causes of Inefficiency 
“We find that the good agencies, as a 
part of their routine, are increasingly 
using supervisory procedures. In poor 
avencies, on the other hand, we tend to 
find inefficient supervision because of 

one or more of the following: 
a. The 


virtually no standardization of any kind is 


agent’s job has not been defined 
found. 

b. There are no procedures for keeping in- 
formed as to what the agent is doing. 

c. Whatever supervisory procedures have been 

set up are not being used. 

“Of the four practices ment:oned above 
as distinguishing good from poor agen- 
ces, the third is: that in contrast to its 
virtual absence in poor agencies, the 
successful agencies seem to be devoting 
much time and effort to continuous 
training, and have a well-defined pro- 
ce dure for carrying it out. In fact, suc- 
cessful agencies seem to use continuous 
training to fulfill two functions: 

1. To complete the process, begun in initial 

training, of developing in each agent a 
real skill in 
doing each part of his job 


using those ‘best ways’ of 

which the 
agency has adopted. 

2. To *best 


adapted continuously to changes in market 


assure that these ways’ are 

conditions and to changes in management 

objectives as regards, for example, type 
of policy, size of policy, or type of market 
being concentrated on. 

“This leads us to the fourth character- 
istic of efficient agency management: 
The managers of the outstandingly suc- 
cessful agencies that we have studied 
seem to place a secondary rather than 
a primary emphasis on recruiting, where- 
as the opposite seems to be true in poor 
agencies. The successful managers are 


Cooperation of H. O. 
And Field Won Out 


NEW ORGANIZATION PROGRAM 


J. Harry Wood, Jokn Hancock, Explains 
in Detail Company’s Revised Pro- 
cedure and Its Results 

New organization work and its results 
were covered in an address by J. Harry 
Wood, manager of general agencies, 
John Hancock Mutual, at the joint 
meeting of the Agency Officers and the 
Research Bureau in Chicago this week. 
It having been decided that in his com- 
pany a new organization program \.as 
needed, the first step was to survey con- 
ditions. This survey was carried back to 
1930. The new program was launched 
late in 1936. 

It was found that in no year since, 
and including 1936 had new organization 
results been satisfactory. The reasons 
seemed to be that there was a lack of 
general awareness by agency heads of 
the vital importance of new organization, 
and that each agency was going it alone. 
In short they had few tools. The con- 
clusions reached were that while there 
was a definite lack of results, the gen- 
eral agents were believed to be a very 
able group. It was also assumed that 
the agency department had been partly 
to blame, and for the purposes of this 
program should assume and accept the 
entire blame. 

Principles of Plan 

The primary principle of the program 
was that the company would depend on 
motivation as much or more than on any 
method or set of methods, and the real- 
ization that motivation depended upon 
the quality of leadership at the home 
office. Concentrate on motivation, re- 
mind as to methods and furnish tools. 
The second principle was acceptance of 
past responsibility for lack of results. 
The third was that the program would 
be based on sincere confidence in the 
general agents as a group. The fourth, 
that past results and future needs would 
be analyzed in such a way that each gen- 
eral agent could draw his own con- 
clusions. The fifth principle was that 
the general agents knew more about re- 
cruiting than the home office. The sixth, 
that new organization would be stressed 
judiciously, 


Turning to Activites 


Mr. Wood continued, saying that after 
giving each general agent an analysis of 
new organization results, the second 
step was to provide a training course. 
The third step was demonstration of the 
training plans by sending a man into an 
agency when there was a new man to 
train. Then came regional meetings and 
the fifth activity was an improvement in 
national advertising, sales literature and 
development of sales tools. Then fol- 
lowed a booklet for general agents on 
recruiting, and a_ selcct‘on procedure, 
using the Bureau blank. With all this 
cme a more positive attitude, an atti- 
iule of confidence. 

To maintain activity it was necessary 





to devise a_ follow-through. Activity 
convinced that to succeed they must 
have each of their agents succeeding. 


Successful managers, in contrast to the 
poor managers, appear to be doing the 
following: 
1. Recognizing the need for close coordina- 
tion of all managerial functions with each 
other and with the goals of management. 
2. Standardizing 


increasingly the agency's 


selling methods based on having each 
agent use the ‘best way’ to do his job. 

3. Using close supervision to be sure that 
each agent is properly using the ‘best way.’ 

4. Training agents continually in the use of 
the ‘best way’ so that each agent is always 
operating at maximum efficiency. 

5. Building a stable sales force of able men 

all of making a good 


rather than having an organization con- 


whom are living 
none of 
whom earn a sat’sfactory living and among 
whom there is high turnover.” 


sisting largely of incompetents, 
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records were one of the follow-ups. Mr. 
Wood said that “practically all the su 
pervisors and assistant and 
general agents of the company and about 
half of the general agents, voluntarily 
send us in weekly activity reports. From 
these activity reports we have been able 
to tell everyone involved approximately 
how many prospective agents they must 
talk to to recruit one new agent. We 
have a general agents’ association and 
the leadership of this association be 


associate 


came very much interested in the new 
organization program. 
Resu'ts Enumerated 
“The effects of the program are that 


in 1937 volume was the largest of any 
year of which we have any record. In 
the first nine months of 1938 we are 5% 
behind the same 1937 period. There is 
one element of satisfaction and one ele- 


ment of disappointment in these,- what 
we think are, rather good results. The 
element of satisfaction 1s that these re- 


sults have come about primarily from 
an improvement in the production of the 
new men as a result of better selection 
and better training and not as a result 
of an enormous increase in the number 
recruited. The one disappointment is 
that all of the agencies have not par- 
ticipated in this improvement in any- 
where like the same degree. 

“Il think the one thing which has con- 
tributed more than all is that intangible 
spirit of cooperation between the field 
and the home office that is now at its 
all-time high.” 


Too Many Agents 


(Continued from Page 18) 


tually it is a vast psychological revolu- 
tion. 

“An official of an Industrial company 
not long ago said that one of his mana- 
gers had recruited no new men in five 
years. As nearly as we can tell, this 
company judges a manager very largely 
by the recruiting which he does not have 
I believe that the time will come 
when Ordinary companies will very defi- 
nitely limit the number of men they will 
permit their managers to have. Recruit- 
ing to replace men who have left is one 
thing and recruiting for expansion is 
another 


to do. 


“We should also distinguish between 
growth and expansion. Whatever cur 
individual ideas or thoughts may be, 
certain facts stand out. Institutionally, 


the production of Ordinary has, for all 
practical purposes, remained stabilized 
for five years at the low level of 1933. 
Have we tried to introduce more men 
than the business will take under the 
conditions ? 

“It all adds up to just one thing—too 
many people trying to do the wrong 
thing. Doing the wrong thing means 
more than anything else the conception 
of recruiting as an isolated function; an 
end rather than a means to an end. 

Meaning of Agency Building 

“Agency building is a phrase we have 
heard very often, so often perhaps that 
we have forgotten what it means. It is 
a process of building successful men and 
the process of build’ng successful men 
is composed of three steps which form 
an indissoluble trinity. Fail in one and 
you fail in all. The story of agency 
building needs six words in the telling 
How many? How much? How long? 
Measure these three and you have the 
measure of a man as a builder of agen- 
cies and of men: How many men did he 
hire? How much did they do? How 
long did they do it?” 

LAUER J. FROELICH DEAD 

Lauer J. Froelich, Reading, manager 
life, accident and Group departments, 
the Travelers, died October 24 in Hart- 
ford after a protracted illness. Mr 
Froelich began with the Travelers as a 
contract agent at Indianapolis in 1924 
and soon became field assistant in the 
life, accident, and Group departments at 
that office. Later he served as assistant 
manager both at Indianapolis and at 
Pittsburgh. In 1936 he was made man- 
ager at Reading 





Page 20 


THE EASTERN UNDER 


Owned and published every 

Corporation. Office 

phone Beekman 3-3090. 

CLARENCE AXMAN, President-Treasurer 
Guapys P. 


Friday by 


The Eastern 
and place of business, 94 Fulton Street, New York, N. Y. 





NaDaTeEEEE NOE 


tori si 





E«~ 
Edi 











THE EASTERN [Huma n Interest 
UNDERWRITER Sesion 


en = 


























HITER 


Underwriter Co., a New Tork 
Tele- 


W. L. HapDLey, Vice-President 


READ, Secretary 


Editorial Division 


CLARENCE AXMAN, Editor 
EpwWIN N. EaGer, Associate Editor 
PAUL TROTH, Assistant Editor 


JEROME PHILP, Managing Editor 
W. L. Capp, Associate Editor 
A. V. MILLER, Editorial Secretary 


Business Division 


W. L. Hap.ey, General Manager 


Subscription price in the United States and possessions, $3 a year. 
Single copies 25c. 
by Postal or Express Money Order or by Bank 


$4 a year. Foreign countries $4.50 a year. 
Remittances from outside the United States 
Draft, payable in United States Funds. 

April 1, 


Entered as second-class matter 


of March 3, 1879. 


This edition of The Eastern Un- 


derwriter is in two parts, Part II 
being a tribute to Clarence Axman 


on his twenty-fifth anniversary as 
editor of this paper 
SAVINGS BANK INSUR 
GOES ON RADIO 
The savings bank insurance people an- 
nounce that they be on the radio 
in New York every Thursday. No reason 
why they shouldn’t if they can obtain 
the time and can pay for it. However, 
it is hoped that no one will engage time 
on the radio for purpose of combatting 
their broadcasting. Let them talk. It 
will be one more propaganda which will 
probably find the great bulk of radio set 
owners bored wanting to turn to 
sporting event 


ANCE 


will 


and 
announcements of scores 
or other current news broadcasting. 

If the arguments and attacks of th« 
savings bank insurance boosters are an- 
swered on the air, then the propaganda 
is given the dignity of being transformed 
into a debate which will be listened to 
by hundreds of thousands of people in- 
stead of by a handful. If anyone feels 
that a debate is necessary it should be 
in the 
sidering the 


office or home of the man con- 
purchasing of insurance. In 
that environ the agent of Legal Reserve 


life insurance worth his salt can hold 
his own easily. 
NEW MILESTONE IN SAFETY 


EDUC 

The insurance 
beneficial effects of 
prevention, 
by the 
program 


ATION 
fraternity, alert to the 
organized accident 
cannot fail to be impressed 
this week of the 
Cente 
Education, established last 
New York University by 


grant National 


announcement 
and objectives of the 
for Safety 
Summer at 
means of a from the 
Association 
The 


is that organ- 


Bureau of the 
& Surety 
of this move 


Conservation 
of Casualty Executives. 
significance 
ized accident prevention, already perma- 
nently established in the 
schools of the nation and rapidly as- 
its proper place of importance 
in the high has turned 
definitely to the university lecture hall 
in fact, the 
next logical step in the orderly evolu- 
tion of the education movement, 
and the 


elementary 


suming 
schools, now 


and laboratory. This was, 
safety 
insurance companies 
support and en- 
couragement to the National Conserva- 
tion Bureau may well feel proud of the 


sixty-two 


who are giving their 


1907, a 


Giapys P. READ, Assistant Manager 


Canadian subscriptions, 


the post office of New York City under the act 
helping hand they have extended to 
such a worthwhile cause. 


The primary purpose of the Center for 
Safety Education, as 
cussed in a new publication called “A 
New Milestone in Safety Education,” is 
to train teachers to teach But 
the scope of the project extends over 
the whole field of safety education, 
of its activities being (1) to give courses 
for industrial traffic authori- 
industrial and public health nurses 


interestingly dis- 


safety. 
some 


engineers, 
ties, 
and police officers; (2) to conduct safety 
research and publish such material; (3) 
to prepare safety manuals and courses 
of study; (4) to provide field service for 
teacher-training institutions 


schools and 


in regard to curriculum building, and (5) 
to award fellowsh‘ps to persons of excep- 
tional promise and ability who are plan- 
ning to prepare this field 

Well known figures in casualty 


themselves for 
execu- 
ranks are serving on the advisory 
committee of the Center for Safety Edu- 
cation including Albert W. Whitney, con- 
National Conservation 
Bureau, as vice-chairman; J. W. Randall, 
Travelers; E. J. Bond, Jr., Maryland 
Casualty, and Julien H. Harvey, 
Director of 


tive 


sulting director, 


manag- 
ing director of this bureau. 
the center is Dr. Herbert J. Stack, who 
is widely known in insurance and safety 
ranks for his outstanding work in estab- 
lishing safety educational facilities in the 
schools and colleges. 





THE VALUE OF INSURANCE 
In these days when so many false pic- 
tures of insurance are exhibited to the 


public it is refreshing to see restated 
authoritative form the 
An entire chapter illustrating 
value appears in the new book on insur- 
Ackerman of the 


insur- 
that 


value of 


ance. 


ance written by S. B. 

New York Bar, a professor of insur- 
ance also at the School of Commerce, 
Accounts and Finance, New York Uni- 


versity, the Ronald Press Co., publishers. 
epitome of the 
Author 
equitable 


it elimi- 


In brief this is his 


value of insurance as given by 
Ackerman: it effects an 
tribution of the cost of losses; 
extends the 
it conserves 


dis- 
nates worry; it basis of 
credit; it encourages thrift; 
life and property; it relieves the com- 
munity from the necessity of caring for 
dependents; it promotes general educa- 
tion; and above all it aids materially in 
the economic development of the coun- 
try. Certain types of insurance provide 
a good investment and act as a guardian 
of beneficiaries. 
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HANNAH 


CHARLES C. 
Charles C. Hannah, 


dent of the Fireman’s 
rived in San Francisco last 
assume his new executive duties at the 
home office. For many years Mr. Han- 
nah was manager of the Eastern depart- 
ment at Boston, being advanced to his 
present post a few months ago. He re- 
mained at Boston until his successor, 
James F. Crafts, was appointed recently 
* * * 


second vice-presi- 
Fund group, ar- 
Thursday to 


State Senator Joseph A. Esquirol of 
New York was a guest speaker at the 
recent monthly dinner meeting of Insur- 
ance Post No. 1081 of the American Le- 
gion, New York. Senator Esquirol spoke 
at length on insurance problems before 
the legislature, and also commended th« 
Post on the outstanding record it has 
achieved in its welfare activities. He 
was one of the original charter members 
of the American Legion at its formation 
in Paris immediately following the Arm- 
istice. 

* rs x 

J. P. Gibson, Jr., president, Excess 
Underwriters, Inc., of New York, has 
two engaging hobbies—hunting and ice 
skating, in both of which he excells. On 
a recent expedition into the woods of 
New Brunswick, Canada, Mr. Gibson was 
the only member of his party fortunate 
enough to shoot down two deer. Active 
in Westchester County ice skating tour- 
naments, he has already begun his prac- 
tice for events of this cha:acter which 
will occur this coming Winter. 

* * * 


Alexander Gilchrist Hawes Cerf, 


son 


of Mr. and Mrs. Louis A. Cerf of Mont- 
clair, and Miss Bianca Marvin Leale, 
daughter of the late Dr. and Mrs. Med- 


win Leale of Glen Cove, L. L., and New 

York, were married last Friday. In 

the wedding party was Louis A. Cerf, 

Jr., brother of the groom and president 

Life Underwriters Association of N. Y. C. 
a * 

Foster Vineyard, assistant .general 
agent, Aetna Life, in the Gordon H. 
Campbell agency at Little Rock, was 
the subject of a newspaper ad run re- 
cently by the Arkansas Amusement Cor- 
poration of Little Rock, complimenting 
Mr. Vineyard for his service to the 
community and endorsing particularly the 
activities of the Greater Little Rock 
Citizens Library Association, of which 
Mr. Vineyard is chairman. 


Stratford Lee tae general agent, 
Connecticut Mutual, St. Louis, is a col- 
lector of antique and modern lighting 
fixtures, his collection dating back to the 
early Egyptian, Roman and Greek 
periods. 





GROSE 


ARTHUR D. 


Arthur D. Grose, superintendent pub- 
licitv department, Employers’ Group, who 
was selected last week to be publicity 
chai:man for the Insurance Advertising 
Conference and editor of the I.A.C, Bul- 
letin, gave a striking indication of his 
news alertness during the recent hurri- 
cane which swept New England. Simul- 
taneous with daily newspaper stories of 
the havoc wrought the Employers’ pub- 
lished a four page pictorial story of the 
storm under the catchy title of “It Can 
Happen Here.” Prepared under con- 
siderable pressure, this folder gave added 
prestige to Mr. Grose. 

* oa * 

Thomas Hock, superintendent, accident 
and health department, Standard Ac- 
cident, is receiving congratulations on 
the occasion of his forty-fourth anniver- 
sary with the company. He started with 
the Standard Accident more than two 
score years ago in an accounting Ca- 
pacity and shortly thereafter he was 
placed in the accident department. He 
has held a post in that department ever 
since. Mr. Hook is widely known in the 
accident and health field and is a mem- 
ber of the National Accident & Health 
Week committee. 

* * - 

Paul Chandler has been appointed ac- 
cident and health gene ral agent for the 
Occidental Life for San Diego and Im- 
perial Counties, with headquarters at 
San Diego. A native of Iowa, he was 
graduated from the University of Iowa 
in 1925 and for the past seven years has 
been in the insurance business in San 
Diego, as the representative of the Au- 
tomobile Club of Southern California, the 
Phoenix Indemnity and the head of the 
Paul Chandler Co., doing a general in- 
surance business. 

* * * 

Donald M. Wood, Jr., of Childs & 
Wood, Chicago agency, will talk before 
the meeting of the ¢ Casualty Underwrit- 
ers Association of Chicago on December 
14. His subject will be “Analyzing In- 
surance Company Financial Statements.” 

& 2° 5 

Louis Kumpf retired on Monday from 
Chubb & Son of New York after sefv- 
ing that organization forty-seven years. 
Joining the office in 1891 Mr. Kump! 
has worked in nearly every department 
except the accounting department. 

se” «& 


Ralph Y. Sketch, F, C. I. I., managing 
director of the Phoenix Assurance, has 
left London on a visit to the South 


African branch of the company. He will 
subsequently proceed to Australia, New 


Zealand, Canada and the United States. 
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Chicago Coldness to N. Y. World’s 
Fair 

Visiting the Chicago insurance district 
this week I was a little surprised to find 
some coldness to the New York World’s 
Fair. Persons seemed bored when sub- 
ject was brought up. 

In order to have this situation diag- 
nosed by a man who understands as well 
as anybody the Chicago insurance scene 
—in fact, the entire Chicago scene—and 
who is also a master of psychological 
interpretation—I called on Charles H. 
Burras, Chicago surety man, par excel- 
lence banquet chairman, and occasional 
New York commuter. As he represents 
a New York company, the National 
Surety, I knew he would be unbiased. 

“There is some resentment here,” he 
said, “but it is largely against the New 
York daily papers because of the shabby 
treatment they gave both our recent 
world’s fairs. The managing editors of 
the New York papers tossed so much of 
the publicity material of the Century of 
Progress expositions into their waste- 
paper baskets that undoubtedly these 
mimeographed sheets when dumped into 
the furnaces of the New York Times 
and Herald-Tribune probably were suf- 
ficient in quantity to heat those buildings 
for days at a time. 

“About the only stuff they printed was 
about Sally Rand. In Chicago we, of 
course, acknowledge our debt to the fan 
dancer for increasing the attendance, but 
we did think that there was a great deal 
of newsworthy material there which the 


world was entitled to know. Now you 
take those great concerts of the Ford 
Symphony Orchestra which were at- 


tended by hundreds of thousands of peo- 
ple; and they did not cost a cent to at- 


tend. Also, there was that wonderful 
exhibition, called the Wings of Prog- 
Tess, which illustrated transportation 
Irom its earliest evolution and which 


Was performed by a large company of 
actors. Then, too, there was the glamour 
of the lagoon, a real and not an artifi- 
cial body of water, which, in addition to 
its extreme beauty, had exciting motor 
boat, yacht and other sporting events. 
Such picturesque villages as those show- 
Ing native life in Belgium, Spain and 
other foreign countries; extraordinary 
architecture, which included exhibits of 
model homes which will undoubtedly be 
the homes of the American people long 
before this century runs its span, at- 
tracted wide and well merited attention. 
Great motor companies had their own 
buildings and there was a hall of science 
which tated at least one story in a New 
York Sunday paper. The Time and For- 
tune Building, the Armour Building, the 
buildings of the various states, all were 
cutstanding features. 

“And the expositions were not only 




















artistically satisfying, from artistic, edu- 
cational and entertainment standpoints, 
but they both made money. The popu- 
larity of the first one was what made 
the people of Chicago decide to repeat 
the next year, which was 1934. In- 
stead of calling on sponsors for contribu- 
tions there were balances which were 
handed over to charity.” 

In other quarters I learned that the 
views of Mr. Burras were reflective of 
LaSalle Street, West Jackson Boulevard 
and Michigan Avenue where most of the 
insurance offices are found. Mr. Burras, 
by the way, started life as a lawyer. An 
extremely amiable person, loving his fel- 
low men, he found himself unable to 
lash himself into a spasm of either indig- 
nation or vituperation when he went into 
court to represent someone who wanted 
heavy damages against some other per- 
son, especially when he thought the chap 
his client was suing was a likable per- 
sonality. Upon one occasion after he 
had finished an argument the judge 
looked a little puzzled. Leaning over the 
bench he asked Burras: “Before you be- 
gan your talk I thought I knew whom 
you represented. Which one is ycur 
client ?” 

Sometime later Mr, Burras sadly left 
the law and gladly entered the world of 
surety insurance. Since then no one 
has had any doubt as to whom he repre 
sents. 

* * * 
An Opinion of Fortune 

Current issue of the magazine Fortune 
prints pictures of the members of the 
Congress “committee for investigation of 
with the 
advise the Senators 
Opinion of Fortune 
be a witch-hunting 


together brain- 
trusters who will 
and Congressmen. 
is that this will not 
foray. 


monopoly,” 


* * * 


A Great Radio Feature 

One of the finest rad’o features is the 
Round Table of the University of Chi- 
cago, a Sunday noon program. The sub- 
jects discussed are those which most 
seriously interest the nation. 
no propaganda; no commercial aspect 
Talk is a three-cornered debate. Two 
of the speakers are University cf Chi- 
cago professors and the third man is an 
outstanding authority on the subject un- 
der review. The conversation is in ques- 
tion and answer form; with any one of 
the trio interrupting when he feels so 
inclined. 

On Sunday of this week the subject 
was,““Hidden Taxes.” Participants in the 
discussion were David Cushman Coyle, 
Washington author and lecturer on tax- 
ation, and Professors Neil H. Jacoby, 
(finance), and Louis Wirth, (sociology). 
One interesting statement I heard was 
this: 

In 1935-36 37% of all American taxes 


There is 


were Federal taxes; 19% were state 
taxes; Y% were local taxes. Number 
of tax levying bodies in the United 


States is 175,000, although not all levy- 
ing bodies, of course, are _ collecting 
bodies. 
* * * 

Mountain Again in the Fishing News 

Sir Edward Mountain, chairman of the 
Eagle Star, achieved fame 
he obtained the first genuine photographs 
of the Loch Ness “monster,” has now 
won fresh piscatorial glory. He has 
caught a 120-pound thresher shark with 
rod and line, after a struggle of nearly 
half an hour. That job completed, he 
rounded off the day’s sport by landing 
a 103-pound skate. Last year Sir Ed- 
ward only just failed to set up a new 
record for bull huss, or greater spotted 
dogfish. His largest weighed eighteen 
pounds, which equalled the record weight 


who when 


for the species. Perhaps he will bag 
the new record next year. 
+ * * 


Anniversary of Iroquois Theatre Fire 

All great catastrophies and tragedies 
have one silver lining. After the first 
shock from the horror subsides the public 


and its representatives, officials and 
otherwise, take stock of the situation 
and act to prevent recurrence. The 


early railway accidents caused such an 
agitation against a repetition that the 
safety transportation movement was 
born. Every time there is an airplane 
wreck involving loss of lives stimulus is 
given to laboratory workers in airplane 
plants in order to speed up improvement 
devices to protect future passengers of 
the air. Automobile fatalities are gradu- 
ally bringing the construction of high- 
ways with center aisles of safety. 
Provocative of thought along this line 
in fire insurance is the fact that this is 
the thirty-fifth anniversary year of the 
ill-fated Iroquois Theater, the burning 


of which was one of Chicago’s most 
terrible tragedies. During the holiday 
season of 1903 Comedian “Eddie” Foy 


and his company were giving a perform- 
ance of a spectacular music show, called 
“Bluebeard.” As it was a matinee and 
Chicago young people were home from 
their colleges and schools the audience 
was more youthful than usual. 

A fire back-stage brought on a panic. 
The asbestos curtain was lowered, but, 
as it did not touch the stage, smoke and 
fumes poured into the auditorium, Exits 
were mostly barred, doors swinging in- 
wa:d instead of outward. Many could 
not escape from the building. Several 
hundred lives were lost. 

The nation was horrified. Demand 
was clamorous that there should be new 
stringent fire regulations: that changes 
must be made in the construction of 
theaters in order to prevent similar im- 
prisonment of audiences. These reforms 
in theater construction and theater fire 
prevention were adopted all through the 
country. In many cities a member of 
the fire department attends every per- 
formance to watch for and to guard 
against hazards. While a number of 
theaters, of course, have been destroyed 
by fire since the Iroquois catastrophe, 
there has been no major loss of life. 

In recent years there have been many 
hurried audience flights from movie 
theaters where labor wars have resulted 
n stench bombs being placed in these 
houses, but not many persons are hurt 
nowadays and a loss of life in these in- 
cidents is extremely rare. 

* * 


Maine’s Fallen Timber 


One of the tragedies of the recent 
New England hurricane was the destruc- 
tion of trees. Attempts are being made 
in Washington to salvage the timber. 
Some idea of the extent of fallen timber 
can be gauged from reading a story 
printed in the Bridgton News, Bridgton, 
Me. That story reads in part: 

“The chief problem, of course, is the 
fallen timber in nearly every lot in this 
section of the county and in the Oxford 
County towns bordering Cumberland, It 
is estimated that there is at least 23,- 
000,000 feet of this and some place it as 
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high as 50,000,000. There is no market 
for it. It would cost more to operate it 
than it is worth, and in the majority of 
cases those who own the lots are not 
financially able to cope with the crisis 
Even if the trees should be cut up into 
logs and stacked up somewhere prepara- 
tory to being sawed up into lumber, there 
is still the matter of the upturned roots. 
if the lot is going to be any good these 


roots and stumps will have to be 
‘snatched out’ and that is going to cost 
money. 

“It is reported that one man in a 


neighboring town who has a large num 
ber of trees down has sold them to one 
of the large operators ‘as is’ for fifty 
cents per thousand, Another owner from 
another neighboring town was said to be 
offering his fallen timber at twenty-five 
cents a thousand, but even at that this 
would not take care of the upturned 
roots.” 
* 7 a 
A Great Medical Library 

The library of the New York Academy 
of Medicine, Fifth Avenue and One 
Hundred aud Third Street, ranks second 
to the Surgeon General’s Library in 
Washington. At present the Academy 
of Medicine’s library has 218,426 volumes 
and receives 2,000 medical journals pub- 
lished in all countries of the world. 
About 60,000 readers use the library of 
whom 20,000 are not members of the 
medical profession. About 14,000 in- 
quiries are received over the telephone 
each year. 

The New York Academy of Medicine 
was founded ninety years ago. Its found- 
er was Dr. Edward Delafield. Associated 
with him were Willard Parker, Valentine 
Mott, James Trudeau and Alexander H. 
Stevens. 

* * * 
15,000 Hurricane Claims 

\bout 15,000 claims, exclusive of auto 
mobile claims, for losses resulting from 
the hurricane of September 21 have 
been cleared through the claims bureau 
set up in New York City by the Na- 
tional Board of Fire Underw riters. These 
reports have come from thirteen states 
which include the six New England 
states, New York, New Jersey, Pennsyl- 
vania, Delaware, Maryland, Virginia and 


West Virginia. More than 1,300 cities, 
towns and smaller localities are in- 
volved. 


* * + 


Trading in Damaged Yachts 


An interesting ad in a New York 
paper following the recent storm was 
that of Elco, which makes cruisers and 
motor yachts, addressed to those who 
had boats damaged in hurricanes. It 


offered this suggestion: 
“Why not trade in your boat, as is, on 
a new Elco to be delivered next Spring? 


This would save the trouble and cost 
of repairs (which often run far more 
than anticipated and which you would 


not get back on a later sale), as well as 
Winter storage, Spring overhauling, etc.” 
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I, M. U. A. Changes On 
Jewelry-Fur Floaters 





LOWER RATES, 3- YEAR TERM 





Personal Property Floater Rules Are 
Changed to Allow Inclusion Of 
Certain Scheduled Property 





Important changes in the jewelry-fur 
floater policies and personal property 
floaters were adopted Wednesday aft- 
ernoon in New York by the executive 
committee of the Inland Marine Under- 
writers Association. These changes, 


unanimously adopted, become effective 
tomorrow, November 5. 
A credit of 15% off present annual 


rates is provided for on annual jewelry- 
fur floater policies. Three year policies 
are authorized at three times the cur- 
rently existing rates and minimum pre- 
miums less a credit of 16 2/3%. These 
credits are not overlapping. The execu- 
tive committee furthermore authorized 
pro rata return premium on existing poli- 
or optional pro rata cancellation 
rewriting. 


cies 
and 
Personal Property Floaters 

In connection with personal property 
floater policies present rules which pre- 
clude the inclusion of certain scheduled 
property under three year personal prop- 
erty floater policy are rescinded and in 
their stead the following rules were 
adopted : 

“Policies may be issued to cover for a 
period of three years. The premium for 
the blanket portion of a three year 
policy shall be calculated as follows: 
Three year fire tariff rate plus two and 
one-half times the loadings and addi- 
tional charges applicable to a one year 
p< licy r 

The present 
“Schedule 
and the 
thereof: 

“Scheduled jewelry and furs shall be 
subject to the rates and rules applicable 
to the personal jewelry-fur floater policy. 

“Scheduled fine arts shall be subject 
to the rates and rules applicable to fine 
arts policies. 

“All other articles which if covered 
under specific policies would be subject 
to the jurisdiction of the association, 
may, provided the rules of the specific 
class require or permit scheduling of 
such artcles, be individually itemized 
under the personal prope:ty floater but 
the premium charged therefor shall be 
calculated at the rates prescribed for 
the blanket portion of the policy as if 
such scheduled property were included 
therein. 

“No other property may be scheduled.” 

The foregoing action was taken by the 
executive committee following submis- 
sion of a report by a special committee 
which had been appointed to deal with 
the subject. The action is rather unique 
in that it provides for credits rather 
than reductions in basic rates, thus per- 
petuating the Inland Marine Underwriters 
Association's principle of flexibility. <A 
new, simplified and broadened personal 
property floater policy was also adopted, 
copies of which will be available in a 
two 


caption 
removed 
lieu 


rule under the 
Requirements,” was 
following substituted in 


day or 


PAGE WITH WRIGHT AGENCY 

William A. Page has become special 
agent of the Wright Agency, 75 Maiden 
Lane, New York City, for the suburban 
territory. The agency represents for fire 
business the Commonwealth and Equit- 
able Fire & Marine. It also represents 
inland marine and automobile writing 
companies. Mr. Page has been in insur- 
ance since 1902 and in recent years was 
special agent of the Great American in 
suburban and New Jersey territory. 





Blue Goose Appoints 
Deputies, Committees 


SEVERAL EASTERNERS NAMED 





S. R. Howard, New York Pond, And 
Joseph Atwood, Boston, Deputies; 
Mehorter on Employment 





R. <A. Kenzel, Milwaukee, grand 
wielder of the goose quill, is editor of 
the Grand Nest Bulletin of the Blue 
Goose Vol. 31, for the year 1938-1939. 
The editorial matter covers the thirty- 
second anniversary convention August 
23-25, at Los Angeles. It includes min- 
utes, reports, registrations, illustrations, 
pond reports and other interesting in- 
formation of the Blue Goose. The Bul- 
letin lists appointments for the coming 
year made by Most Loyal Grand Gan- 
der Ralph W. Hukill of Norwood, Ohio. 

Canadian deputy most loyal grand 
ganders are Norman G, Cummings, To- 


ronto, central district; Henry Parker, 
Montreal, eastern district; Reginald 
Long, Vancouver, province of British 


Columbia; R. J. Crighton, Calgary, prov- 
ince of Alberta. 

Deputies-at-large: R. E. Vernor, Chi- 
cago; Paul M. Fell, Philadelphia; Wel- 
don L. Moore, Dallas; H. C. Baillie, 
Toronto, and Stanley McPherson, San 
Francisco, 

District Deputies 


United States deputies are Louis L. 
Law, Minneapolis, for Minnesota and the 
Dakotas; George P. Kessberger, Detroit, 
for Michigan; Bernard F. Flood, Colum- 
bus, for Ohio; Dana Jones, Indianapolis, 
for Indiana; L, A. White, Des Moines, 
for Iowa; Edward Plummer, St. Louis, 
for eastern Missouri; James E. Guy, 
Chicago, for Illinois and Wisconsin; N. 
K. Nelson, Topeka, for Kansas; E. V. 
Neuberger, Omaha, for Nebraska; 
Joseph C. Hupp, Kansas City, for west- 
ern Missouri; Joseph Atwood, Boston, 
for New England and New York State 
except New York City; S. R. Howard, 
Newark, for New York City, New Jer- 
eastern Pennsylvania and Mary- 
land; F. W. Shirer, Wheeling, W. Va., 
for western Pennsylvania and West 
Virginia; J. L. White, Jackson, for 
Louisiana and Mississippi; H. C, Seitz, 
Oklahoma City, for Oklahoma and 
\rkansas; George Edmondson, Tampa, 
for Georgia, Florida and Alabama; R. 
Leland Meeks, Louisville, for Kentucky 
and Tennessee; J. F. Nowlin, Houston, 
for south Frank L. Brackney, 


sey, 


Texas; 
Dallas, for north Texas; John W. Kes- 
ser, Richmond, for Virginia and the 
Carolinas; L. N. Brainerd, Portland, for 
Oregon and western Washington; Ralph 
K. Moe, Salt Lake City, for Utah, Idaho, 
Montana and eastern Washington ; David 
M. Christian, San Francisco, for north- 
ern California; H. C. Cunningham, 


cocnuneesemeientnen 


HARRY L. RIALL DIES AT 73 
Baltimore Agent Had Retired From 
Active Business in 1929; Was 
Partner of Mayor Jackson 
After suffering from poor health for 
several years, Harry L. Riall, 73 years 
who was the leading 
members of the insurance business in 
Baltimore for many years, died at his 
home on November 1. He had not been 
active in the business since 1929 when 
he sold his interests in the Riall-Jack- 
son Co. to Howard W. Jackson, now 
mayor of Baltimore, to whom he had sold 
a half interest in the business in 1910. 
Mr. Riall’s activity in insurance dates 
back to the days when he was a youth 
and went with the old firm of Tinges & 
Sergeant. From that concern he went 
‘ith the Firemen’s of Baltimore, later 
being made, secretary of the company. 
The big Baltimore fire, February 7 and 
&. 1904, was a disastrous blow and Mr. 
Riall protected the policyholders of his 
concern by reinsuring with the Fireman’s 
Fund of California, of which he became 
agent, and reinsuring the agency busi- 
ness with the Providence Washington 

Insurance Co, 

Mr. Jackson acquired interest in the 
business in 1910, at which time the name 
of the Riall-Jackson Co. was adopted. 
A daughter and several sisters survive 
Mr. Riall. Funeral services were held 
at a local funeral home on November 3 
and burial was in Loudon Park Ceme- 
tery, Baltimore. 


of age, one of 





Phoenix, for Arizona and southern Cal- 
ifornia; S. B. McAllister, Denver, for 
Colorado, Wyoming and New Mexico} 
H. A. Truslow, Honolulu, for Hawaiian 
Territory, 

Committee Chairmen 


The following committee chairmen 
have been announced as follows: H. O. 
Wolfe, Milwaukee, judge advocate, chair- 
man of jurisprudence committee; How- 
ard Underwood, Columbus, Ohio, con- 
stitution and by-laws; Francesco Seley, 
Portland, Ore., ritual; Harry Adamson, 
Jr., Cincinnati, memorial; W. T. Benal- 
lack, Detroit, emblem; H. Verne Meyers, 
Waterloo, Iowa, historical; Allen C. Gut, 
educational; B. C. McKeel, Raleigh, 
N. C., International Blue Goose Day and 
student loan fund committee chairman. 

Employment committee members are 
C. M. Cartwright, Chicago, central re- 
gion; Sam Mehorter, New York City, 
eastern; Cliff G. Key, Birmingham, 
southern; R, H. Leckey, Toronto, Cana- 
dian; Elmer W. Bonstin, San Francisco, 
western region. 

Members of the publicity committee 
are Howard Burridge, Chicago, central 
west; John E, Dearden, Philadelphia, 
Pennsylvania and Maryland; Clarence 
Axman, New York City, New York City 
and New Jersey; R. E. Richmond, Hart- 
ford, New England and New York 
State; M. R. McGruder, Atlanta, south- 
ern; M. M. Craven, Little Rock, south- 
west; Gordon Price, Atlanta, south; 
John F. Satterlee, Columbia, S. C., south- 
east; Norman Jardine, Toronto, Canada, 
and C., Coffey, Spokane, western 
region. 








United States Fire Branch: 
J. A. Kexvszy, General Agent 


PREMIUM RESERVE 

OTHER LIABILITIES . 
SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS 


d 


$609,232.73 in the above are 


The Tokio Marine & Fire 


Insurance Company, Ltd. 


U. S. Statement December 31, 1937 


Bonds & Stocks valued on New York Insurance Department Basis. 


80 John Street, New York 
Georce Z. Day, Ass't. General Agent 


$ 1,903,636.30 
1,044,037.34 
10,394,211.93 
13,341,885.57 


Securities carried at 


4 











v 


in various States as required by law. 





North British Retires 


GENERAL ADJUSTER 18 YEARS 

Has Not Been in Good Health for 

Time; Gilbert L. Scott in Char 
Of Losses 


Some 
ge 





Announcement is made of the retire. 
ment of William F, Barton, genera] ad- 
juster of the North British & Mercap. 
tile Group, due to his continued jj 
health, the companies having made suit. 
able recognition of his long period of 
service. Mr. Barton became associated 
with the loss department of the North 
British Group more than twenty-six 
years ago and has held the position of 
general adjuster for the group for the 
past eighteen years. He has achieved 
an enviable record and is well known 
to agents and company men throughout 
the country. : 

Gilbert L. Scott who, on July 1, was 
appointed general adjuster in association 
with Mr. Barton, is now in full charge 
of the loss department of the North 
British & Mercantile and its associated 
companies, the Pennsylvania Fire, Mer- 
cantile, Commonwealth and Homeland. 
He has been with the North British 
Group since 1911, having been connected 
with the loss department during prac. 
tically all that time. During 1935-36 he 
served as secretary-treasurer of the East. 
ern Loss Executives Conference and js 
at present a member of the executive 
committee. 

In supervision of the companies’ loss 
department Mr. Scott will continue to 
have associated with him Assistant Gen- 
eral Adjusters Edward N. Woods and 
Richard C. Williams. 

Mr. Barton’s Career 

Mr. Barton, long well known in the 
ranks of loss executives, has seen twen- 
ty-five years of service with the North 
British & Mercantile. After leaving 
Newark High School he went with the 
Merchants of Newark, starting as an of- 
fice boy. He there met W. J. Nichols 
who was general adjuster of the Mer- 
chants and later general adjuster of the 
North British. Leaving the Merchants 
Mr. Barton became associated with 
Wiilis O. Robb, then secretary of the 
loss committee of the New York Board 
of Fire Underwriters. From there he 
went with the North British & Mercan- 
tile loss department under Mr. Nichols. 
He rose to be general adjuster. He has 
been in charge of the adjustments of 
many important losses and has delivered 
a number of Insurance Institute lectures. 


All Star Football Night 
For New York City Pond 


The New York City Pond of the Blue 
Goose will have as speakers for its din- 
ner meeting on Tuesday evening, No- 
vember 15, at the Drug & Chemical Club 
in New York four outstanding person- 
alities of the football world. They are 
as follows: James Crowley, coach of the 
Fordham team; William Crowley, his 
brother, who is one of the most promi- 
nent football referees; John F. (Chick) 
Meehan, former coach of the Syracuse, 
New York University and Manhattan 
teams, and “Eddie” Dooley, former All- 
America back at Dartmouth and now 
football writer for the New York Sun 
and radio commentator. 

The dinner will begin at 6:30 o'clock 
and tickets are priced at $2 each. Guests 
will be welcome. Because of the unusual 
array of speaking talent it is expected 
that this will be one of the Pond’s larg- 
est meetings. 








N. J. STATE AGENT MOVES 
Russell W. Burke, New Jersey state 
agent for the Patriotic, Sun and Sun 
Underwriters, is moving from 40 Clinton 

Street to 31 Clinton Street, Newark. 


TO CONTINUE NEWARK AGENCY 

The insurance and real estate business 
of the late Joseph Finley of Newark, 
N. J., will be continued by his widow, 
Mrs. Susan M. Finley. 
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, A. AC. Names Public 
Relations Committee 


TO WORK WITH NATIONAL BOARD 


President Dreher of Advertising Confer- 
ence Also Appoints A. & H. Week 
Committee Members 
Raymond C, Dreher, advertising mana- 
ver of the Boston, who is president of 
the Insurance Advertising Conference, 
announces that W. Leslie Lewis, adver- 
tising manager of the Agricultural, has 
been appointed chairman of the fire in- 
surance public relations committee of the 
LA.C. Members of the committee are 
Clarence A. Palmer, advertising mana- 
ver of the Insurance Co. of North Amer- 
ica; William J. Traynor, publicity direc- 
tor of the North British & Mercantile; 
Clark W. Smitheman, production mana- 
wer of the Camden Fire; Charles Free- 
superintendent of the business 


man, 
production department of the Springfield 
Fire & Marine, and John Ashmead, 
advertising manager of the Phoenix. 


Commenting upon his appointment and 
the work of the committee, Chairman 
Lewis stated: “It is undoubtedly a fact 
that the public as a whole knows little 
about the fire insurance business. For 
example, it does not appreciate that the 
consistent lowering of rates has come 
from the work of institutions sponsored 
by the stock fire insurance companies. 
It does not realize that vast improvement 
in fire prevention and fire protection that 
has come in a similar manner. It does 
not recognize the many valuable services 
available through the personal attention 
of thousands of able local agents. 


To Educate Public 


“It is also a fact that neither the com- 
panies nor the agents have thought or 
done much about better public under- 
standing and public relations until recent 
years. There is much that can be done 
and should be done to give the people a 
better knowledge of our business, how 
we conduct it, sh what great benefit it 
has provided and continues to provide 
for the country as a whole. 

“The fire public relations committee of 
the Insurance Advertising Conference 
was appointed at the suggestion of W. 
A. Mallalieu, general manager of the 
National Board of Fire Underwriters. 
It was Mr. Mallalieu’s thought that the 
men among the stock fire insurance 
companies whose primary interest is ad- 
vertising and sales promotion, should be 


more active on broad public relations 
plans. 

“It will be the purpose of this com- 
mittee to cooperate with the program 
of the National Board of Fire Under- 
writers in the public relations work. The 
committee is interested in the aims of 
the Business Development Office. The 


committee is interested in the objectives 
of many agency organizations which are 


working along the same lines.’ 

President Dreher also announces the 
following members of the I.A.C. have 
been appointed as members of the Acci- 


dent & Health Week Committee of the 
LAC. : ee A. Palmer, North Amer- 
ica, chairman ; 7 Budlong of the Loyalty 
Group; Robert J. Walker, Standard Ac- 
cident, and C. Arthur Borg, Home. Chair- 
man Palmer has attended all the meet- 
ings of the General Committee for Ac- 
cident and Health Week in past years 
and finds the national organization of 
those interested in Accident and Health, 
are most appreciative of the help and 
cooperation furnished by the committee 
bearing the same name and representing 
the Insurance Advertising Conference. 





NUNN-WARNER WEDDING 


on. Mildred Elizabeth Warner of 
New York City and Claude Swanson 
Nunn, manager of the Newark, N. J, 


office of the Hartford Fire, will be mar- 
tied tomorrow afternoon at 2:30 o’clock 
at the Church of the Ascension in New 
York with a reception afterward at the 
Fifth Avenue Hotel. 








Present Customers Best Clients, 
H. E. Tucker, Boonton Agent, Finds 


Starting From Scratch in 1923 Small City Agent Now Has 
Twelve Leading Companies in Agency; Says Intelli- 
gent Servicing Builds Volume 


M‘dst all the talk of steadily declining 
opportunities for local agents because of 
lo--er rates, more business being han- 
dl d direct from assured to insurer, etc., 
it is encouraging to hear of the large 
number of wide-awake, alert, able and 
aggressive agents and ‘brokers who are 
swimming successfully against the cur- 
rent, demonstrating effectively that the 
American Agency System is still “tops” 
with the great majority of buyers. 

An example of a_ successful agency 
builder who has operated single- handed, 
starting from absolute scratch, during 
the years which have so often been de- 
scribed as rather tough on many pro- 
ducers, is Harry E. Tucker, head of the 
Tucker agency of Boonton, N. J., and 
Morris County vice- -president of the New 
Jersey Association of Underwriters. Mr. 
Tucker doesn’t operate the largest insur- 
ance agency in New Jersey and no claims 
are made in that direction; it would be 
hard for him to achieve that distinction, 
living in a town of considerably less 
than 10,000 population, with a possible 
total of 18,000 to draw upon if nearby 
surrounding territory is included. Mr. 
Tucker’s claim to distinction is that liv- 
ing under conditions confronting the 
average agent in a_ typical American 
community of moderate size he has over- 
come those obstacles which to so many 
producers loom up as overwhelming odds. 
And still a comparatively young man in 


his early forties, Mr. Tucker probably 
has not yet by any means reached his 
peak. 


Sells Old Customers New Limes 


Starting with two companies in June, 
1923, fifteen years ago, Mr. Tucker now 
represents a dozen fire and casualty c car- 
riers, including some of the largest in 
the country, and is ge nerally recognized 
as about the leading agent in his com- 
munity. He has come along rapidly be- 
cause he stresses insurance service to his 
assureds and doesn’t allow problems that 
arise to discourage him. A close student 
of insurance and willing to accept well 
founded advice acquired by personal con- 
tact and through extensive reading of 
insurance literature, he has concentrated 
on holding his present customers and 
completely covering their insurance 
needs rather than continually seeking 
new connections. 

While not neglecting new clients—no 
worth while agent can afford to assume 
that complacent and smug attitude—Mr. 
Tucker has not regarded as a mere plati- 
tude the frequently repeated statement 
that an agent’s pre sent customers are his 
best prospects for new business. In 
these days of expanding coverage with 
so many new lines of insurance being 
offered to the public there are relatively 
few assureds carrying all the protection 
which they actually need. 

Mr. Tucker’s philosophy is that the 
agent who holds his present clients by 
offering them the coverage they should 
have and intelligently and adequately 
servicing these risks will establish such 
a favorable reputation in his community 
that new customers will not be over- 
difficult to acquire. Years ago Mr. Tuck- 
er established as his goal the idea that 
people should think of his agency when 
they debated in their own minds the 
problem of placing business with the 
most dependable insurance office in town, 
He has proceeded to carry out this plan 
by creating confidence and good will 
among these assureds; they in turn de- 
velop favorable public relations for him 
as they express to their friends their sat- 
isfaction with Mr. Tucker as an insur- 
ance counselor, 





HARRY E. 


TUCKER 

The new and broadened supplemental 
contracts, or extended coverage endorse- 
ments, are finding favor with the insur- 
ing public, Mr. Tucker finds. He says 
that he has been relatively successful in 
selling this additional protection which 
property owners need and which is now 
available to them at low cost. 

In A. E. F. Air Service 

A native of Boonton, born during the 
latter part of the gay nineties decade, 
Mr. Tucker was educated in the local 
schools and graduated from the Boonton 
High School. In 1915 he spent a Sum- 
mer at Plattsburg, N. Y., at the military 
training camp for young men and be- 
came a member of the reserve corps. 
When war was declared on Germany by 
the United States in 1917 he entered the 


officers’ training camp at Ft. Myer, Va. 
While there he sought transfer to the 
air service. This request successful, he 
was sent to Princeton, N. J., to the 


ground school, In November that year 
he went to France to receive his flying 


training, being schooled there as a 
cadet with the French air service and 
at an American air school. He received 
his commission May, 1918, assigned to 
active duty June, 1918, and in January, 
1919, returned to the United States. He 


was stationed in Texas for a few months 


before receiving his discharge, which 
was in July, 1919. 
After over two years in military serv- 


ive and without special training for any 
particular occupation, young Mr. Tucker 
spent the next four years trying vari- 
- jobs with manufacturing concerns. 

<arly in 1923, shige he decided, along 
mer his brother George, to take a try 
at insurance. He had personality, intel- 
ligence, a good appearance, ambition and 
a talent for absorbing facts quickly as a 


substitute for an insurance agency al- 
ready well established by relatives and 
ready to be handed over to him. The 


two brothers started the agency in June, 
1923, as representatives of the National 
Union Fire for fire business and the 
American of Newark for automobile fire 
and theft. 

Twelve Companies in es ey 
Under the name of the Tucker - 
the office grew slowly at first, then more 
rapidly as the two brothers gained ex- 
perience. In 1929 Harry E. Tucker 
bought out his brother’s interest and 
since then has conducted the agency as 
the sole head. Almost two years ago he 


Agency 
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size of his 
through 


increased the 
considerably 
Todd Agency, Inc., of 
panies in the Tucker 
clude, in addition to the 
ind American, the 


own agency 
purchase of the 
Boonton, Com 
agency now in- 
National Union 
following: Bankers 
Indemnity, Cenfury Indemnity, Hartford 
\. & I, Aetna Fire, North British & 
Mercantile, Hartford Fire, Providence 
W ashington, London Assurance, Com- 
mercial Union and Columbia Fire of 
Dayton, Ohio, 

\s is customary with most progressi\ 
local agents, Mr, Tucker is active in or- 


ganization work, insurance and other- 
wise. As county vice-president of the 
agents’ state association he hopes to es- 


tablish a Morris County board and has, 
in fact, already started on this work 
He is a strong believer in active local 
boards. In addition he is secretary of 
the Boonton Insur \gents Asso 
ciation, 

Outside of insurance Mr. 


ance 


Tucke r served 


for two years as commander of the 
Boonton Post of the American Legion, 
is a member of the Boonton Business 
Association and other civic bodies and 


for twelve years has been a member of 
the Republican county committee, Also 
he is a bachelor. 


Hits Pa t-Time Brokers 


One of Mr. Tucker’s hopes in connec 
tion with formation of a Morris County 
agents’ association is to secure organized 
action against the competition of part- 
time brokers. His views are that such 
producers are not qualified to act as in 
surance advisers of property owners and 
should be barred from the production 
field. He says the part-time broker so- 
licits his friends and neighbors, preys 
on the legitimate agent’s business, has 
another source of income and not 
aim to service his insurance business 
properly. Trouble which may arise there- 
from results not only in public criticism 
of the incompetent Moe Fc but of the 
whole insurance business as well. 

“Most of the criticism suffered by the 
insurance business is the result of the 
activity of the part-time broker or 
agent,” says Mr. Tucker. “Inefficient 
in his line, he is interested only in the 
commission which the policy produces 
instead of selling proper insurance pro 
tection. The part-time producer in most 
cases is certainly no asset to insurance 
He is simply a small-time commission 
merchant, Where would other line of 
business be today if everyone in a com- 
munity sold every article manufactured 
or produced as a side line? The insur- 
ance business should get away from this 
type of representation and not elim- 
inate the part-time agent but 
part-time broker.” 


does 


cule 
also the 


H. T. Giberson, Treasurer 
Of the Hanover Fire, Dies 


Funeral services were held 
evening at Fairchild’s Funeral Parlor in 
Brooklyn for Harrison Teller Giberson, 
65 years of age, treasurer of the Han- 
over Fire and Fulton Fire, who died on 
Sunday. He is survived by his widow 
and a son, Harrison T. Giberson, Jr. 

A native of Brooklyn, Mr. Giberson 


Tuesday 


was educated in the Brooklyn public 
schools and joined the Hanover on Feb- 
ruary 21, 1888 Thus his service with 
the company covered a span of fifty 


treasurer of the 
1924, and of the 


years. He was elected 
Hanover on June 19, 
Fulton when the company was organized 
in 1929. He was a member of the Apoll 
Club of Brooklyn and a Mason. At the 


time of his death he was a member of 
the board of trustees and treasurer of 
the Lafayette Avenue Presbyterian 


Church in Brooklyn. 


HEADS SCRANTON, P PA., AGENCY 
James J. Knowles has been named gen- 
eral manager of the Fitzsimmons In- 


surance Agency, Scranton, Pa., to suc 
ceed the late James P, Lavelle. Mr 
Knowles has been connected with the 


agency for four years and has been in 
insurance nearly twenty years. 
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Doremus, Bush and Kietzman Are 
Promoted by American of N. J. 


The 
ed Frederick W 
aver of the Western department of the 
Rockford, Ill., and elected W. 
and L. E. Kietzman 

company 


American of Newark has appoint- 


Doremus associate man 


yroup at 
P. D. Bush 
taries of the 

In order to 


secre- 


Mr. 


secretary of 


accept his new post 
resigned as 


Although still under forty 


Doremus has 


the American. 


vears of age he has made an excellent 


name for himself in fire insurance and 


has held several posts of high responsi- 


bility. In insurance since he was four- 
teen years of age, Mr. Doremus culti 
vated particularly the eastern Pennsyl- 


vania field until his advancement to sec- 
retary in April, 1936, broadened the field 
of his responsibilities. He has for years 
demonstrated executive ability, has poise 


and tact and a deep knowledge of fire 
and automobile insurance. 
Mr. Doremus was born January 1, 1899, 


in Newark, N. J. He was educated in 
the grammar and high schools of Newark 
and then took an insurance course in the 
Wharton School of the University of 
Pennsylvania. His first position was 
with the local agency of John E. Mayer 
in Newark in 1913. In May of that year 
he joined the American where he held 


WM. J. WARD’S DAUGHTER WEDS 


Miss Elizabeth Berdau Ward, daugh- 
ter of Mr. and Mrs. William J. Ward 
of Montclair, N. J., and J. Robert Adams, 
son of Mr. and Mrs. James R. Adams 
of Lincoln Park, N. J., were married 
on October 22 in Grace Presbyterian 
Church, Montclair. The bride’s father 
is general manager and secrctary-treas- 
urer of the New York Fire Insurance 
Rating Organization and one of the 


country’s leading authorities on fire in- 
surance rating. After a Southern motor 
trip the bridal couple will live in Syra- 
cuse, N. Y. The former Miss Ward was 
educated at Montclair High School and 
New Jersey College for Women, Mr 
\dams at Paterson High School and 
Rutgers. 


various positions from office boy to spe- 
cial agent in eastern Pennsylvania. 

In May, 1924, Mr. Doremus was made 
president of the Sylvania Insurance Co., 
owned by Hare & Chase, Inc., which 
specialized in automobile finance insur- 
ance. That post he resigned in Decem- 
ber, 1927, when the Sylvania was sold 
to other interests following the failure 
of Hare & Chase, Inc. He was reap- 
pointed special agent for the American 
for eastern Pennsylvania in January, 19-8, 
and served in that field until June, 1935, 
when he was brought into the home office 
in Newark as assistant secretary. 

Mr. Bush has been engaged in insur- 
ance since 1919. He served the Niagara 
Fire for four years, following which he 
spent ten years in the field for the Hart- 
ford Fire. He joined the American in 
1934 as associate manager of the Caro- 
lina-Virginia department. 

Mr. Kietzman, who like Mr. Doremus 
is well known among agents in many 
states as a speaker on insurance subjects 
at conventions and as a writer and lec- 
turer on various phases of production and 
underwriting, has been in insurance sev- 
enteen years. Following two and one 
half years as inspector with the Ohio 
Inspection Bureau he joined the Ameri- 
can as special agent in northeastern 
Ohio. 





N. J. WOMEN MEET NOV. 17 

The Insurance Women of New Jersey 
will meet at the Robert Treat Hotel, 
Newark, on Thursday, November 17. At 
the last meeting, held late in October, 
Walter A. Schaefer of the W. A. Schae 
fer Co. agency, Newark, discussed com- 
pensation and Mrs. Cristine Nolan, pres 
ident, reported on her trip to the con- 
vention at St. Paul of the National Asso- 
ciation of Insurance Agents. There were 
eighty-five present at this meeting. Miss 
Belle Helmlinger, chief form examiner 
of the New Jersey Schedule Rating Of- 
fice, Newark, has been appointed chair- 
man of the fire prevention committee, 
and Mrs. Ruth Harris of the Murdoch- 


Fairchild Co. agency of Montclair, heads 
good-will 


the committee. 
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FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 


(Denmark) 
U. S. Branch 


Facultative 
90 John St., New York City 
Pacific Reinsurance Bureau, Ltd, 
114 Sansome Street, 
San Francisco, California 





Home Presents Fifty Year 
Medal to Fred A. Wetherbee 


Frederic A. Wetherbee of Boston, 
Mass., state agent of the Home, was 
presented with a gold medal symbolical 
of fifty years’ continuous service with 
the Home at a luncheon tendered in his 
by President Harold V, Smith 
in New York last week. Presentation 
of the medal was made by Chairman of 


honor 


the Board Wilfred Kurth, himself a 
veteran of thirty-seven years’ service 
with the Home. 


Mr. Wetherbee joined the Home on 
September 1, 1888, and has served con- 
tinuously since that date. At the present 
time he is state agent for the territory 
of eastern Massachusetts. In addition to 
Mr. Wetherbee guests at the luncheon 
were Associate State Agent LeRoy G. 
Fitzherbert of the eastern Massachusetts 
field; Walter Crooks of the reinsurance 
department of the home office, who from 
the point of service is the oldest em- 
ploye of the Home at the present time, 
having served continuously to date fifty- 
four years, and the various executive 
officers of the companies of the Home 
Fleet. 


NEBRASKA FIRE LOSSES 
September fire losses in Nebraska to- 
taled $124,800 compared with the loss in 
August of $188,000 and the $132,000 loss 
in September, 1937. In twenty-seven 
farm fives, losses to buildings ran $21,481 


ind contents of farm buildings totaled 
$9,448. Only six automobile fire: were 
reported, with losses of $252. For the 


first nine months of 1938 aggregate re- 
ported losses were $1,275,380. Total for 
the entire year of 1937 were $2,061,853. 
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OLD GUARD DINES 





Organization of America Fore Veterans 
Holds Annual Dinner; H. A. Nelson 
Serves Sixty-three Years 
The Old Guard from the home office 
of the America Fore group attended the 
annual dinner November 2 in New York 
The Old Guard is made up of those who 
have served twenty-five years or more. 
Dinner arrangements were in charge of 
Chairman Henry Keck. Vice-President 
Charles L. Newmiller presided as toast- 
master. President Bernard M. Culver 
and Executive Vice-President Frank A. 
Christensen, present by invitation, were 

speakers. 

W. W. Andrews, who has seen the 
longest service with the group, had the 
seat of honor. Next oldest in point of 
service is H. A. Nelson of the accounts 
department. Associated for sixty-three 
years with the companies, Mr. Nelson 
is still active and in the office every day. 

Eight new members who have reached 
their twenty-fifth anniversaries were in- 
troduced. Three of these are with the 
fire companies of the group and five with 
the Fidelity & Casualty. Two of these 
new members are America Fore officers, 
Vice-President William F. Dooley and 
Secretary William L. Bates. The other 
new members are C. F. Bock, W. J. 
Hunt, F. X. King, R. H. Gunagan, Miss 
A. E. Haefner and Horton F. Wood. 





PREMIUMS MUST BE IN MONEY 

Actions were brought by the Orient 
Insurance Co., a general agent, and In- 
surance Co. of North America to tre- 
cover premiums alleged to be due for 
certain specified fire policies sold by a 
local agent to the defendant. The gen- 
eral agent for one of the companies 
had under his contract paid the net on 
the policies sold by that company and 
sued in his own name for the premiums. 
The plaintiffs denied any payment. The 
defendant testified to personal dealings 
with the local agent by checks, money 
collected by the local agent and kept 
by agreement and credits arising from 
various business transactions between the 
two wholly unrelated to the business of 
the plaintiffs. The Oklahoma Supreme 
Court held, Eggleston v. Orient, 80 P. 2d, 
273, that an insurance agent, in the ab- 
sence of express authorization, cannot 
bind his company to the acceptance of 
personal property in lieu of money for 
the premium, No valid contract arises 
by such agreement in the absence of con- 
sent, knowledge, acquiescence, estoppel 
or ratification by the company, and none 
was shown. Judgment for plaintiffs was 
affirmed. 





PREMATURE ACTION ON POLICY 

The West Virginia Supreme Court of 
Appeals holds, Rucker v. Fire Ass'n o 
Philadelphia, 196 S.E. 494, that a provi 
sion in an automobile fire and theft pol- 
icy that thereunder “shall in no 
event become payable until sixty days 
after the notice, ascertainment, est'mate 
and verified proof of loss herein required 
have been received,” is reasonable and 
enforceable, and, in the absence of 4 
showing of a waiver thereof by the com- 
pany, a suit instituted within sixty days 
from the date of filing verified proof 0! 
loss should be dismissed as prematurely 
brought. Denial of all liability for 4 
loss claimed under the policy would opet- 
ate as such waiver. A judgment setting 
aside a jury verdict for the plaintiff m 
an action on such a policy was affirme 
and the case remanded for a new trial. 


loss 
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Under 5% of Property Damaged 
By Hurricane Insured, Says Heins 


Probably less than 5% of the property 


dameged by the hurricane of September 


21 is covered by windstorm insurance ac- 
cording to E. E. Heins, 
of the Fire Companies’ Adjustment Bu- 
reau, who recently completed a survey 
of the New England. 
Speaking the Risk Re- 
Institute meeting in New York 
said that the majority of the 
5,000 loss assignments being 
the F.C.A.B. small 
amounts. However, a 
ber of factory 
storm area, principally in the vicinity of 


conditions in 
last week before 
search 

City he 
more than 
handied by 
individual 

substantial 


involves 
num- 
losses in 
Worcester and Providence, are being 
handled. 
Several of 
Mr. Heins, 


leakage lIcsses resulting from windstorm 


according to 
sprinkler 


these cases, 


involve serious 
damages to buildings. In some instances 
there is no insurance liability for the 
reason that the properties were not cov- 
ered by insurance and the 
sprinkler specifically 
such 
windstorm, 


windstorm 
leakage coverage 


excludes sprinkler damage when 


damage is due primarily to 
which fact in itself emphasizes the 
portance of windstorm insu:ance. 


im- 


Morrell on Available Covers 


Ralph W. Morrell, 
Davis, Dorland & Co., New York insur- 
ance brokers, told about various storm 
covers available to the public and of the 
attitude of buyers of coverage toward 
loss possibilities. 

Mr. Heins said that the storm of Sep- 


vice-president of 


tember 21 affected most seriously the 
area comprising eastern Long Island, 
the entire States of Connecticut, Massa- 


chusetts and Rhode Island and portions 
of New Hampshire and Vermont. In 
this area the Fire Companies’ Adjust- 
ment Bureau maintains permanent 
branch offices at the following points 
with a total of forty-seven staff ad- 
justers: Jamaica, N. Y.; White Plains, 
N. Y.; Hartford, New Haven, Provi- 
dence, Boston, Lawrence, Mass.; New 

Sedford, Mass.; Springfield, Mass.; 
Worcester, Mass.; Manchester, N. H.; 
Burlington, Vt. 

“Our problem immediately after the 
storm was to learn something as to the 
probable volume of insurance claims,” 
said Mr. Heins. “It is a well known 
fact that the population in the involved 
territory has not been windstorin insur- 
ance-minded because of the definite ab- 
sence of serious windstorms in the 
Northeast portion of the country over a 
long period of time. The other sections 
of the country are more generally cov- 
ered by windstorm insurance than is 
the East and North, and particularly in 
the South and Southwest the companies 
and bureau offices know in advance of 
a given storm that the ratio of insur- 
ance to property loss will be high, and 
therefore, when a storm occurs, our of- 
fices in the affected area can make im- 
mediate, intelligent calculations as to the 
approximate number of men required to 
service the adjustments. 

“In the present instance we had no 
precedent upon which to base such cal- 
culations and the companies were help- 
less to give us reliable estimates. Then, 
too, the extent of territory involved in 
this storm, it has been said, is unprece- 
dented in any section of the country. An 
area of more than 100 miles East to 
West and 200 miles South to North suf- 
fered extensive damage, besides which 
there was more or less damage for sev- 
eral additional miles both ways, all of 
which added to our difficulties, 

“For the first week or so immediately 
following the storm our work was seri- 
ously hampered by interruption of means 


Eastern manager 


the 


of communication. Railroad schedules 
vere disrupted, telephone and telegraph 
lines were down, and highway; were 
impassable. Providence was p:actically 
cut off from the outer world for several 
days and we were unzble to get word 
to or from that point until September 24. 


Flooded Out of Offices 


Hartford and Provi- 
for our use for 


“Our offices at 
dence were unavailable 
several days after the storm because of 
flood conditions. We _ reoccupied our 
Hartford office within three days. Tem- 
porary offices which we rented at Provi- 


dence were quite inadequate for our 
needs and our work there was neces- 
sarily slowed down until we were per- 


mitted to reoccupy our regular offices on 
October 8. 
“However, we took immediate steps to 


augment our permanent staff in the 
above named offices. Within twenty- 
four hours after the storm we had a 


additional men in these offices and 
within three days we had ninety-three 
men in the  territory—forty-six more 
than our regular staff—eleven of which 
came from our southeastern department 
and thirty-five transferred temporarily 
from eastern department branch offices 
in portions of our field not affected by 
the storm. 

“Because of the volume of storm and 
fire losses at New London we opened a 
temporary office at that point immediate- 
ly after the storm and had five men 
servicing our business in the New Lon- 
don area. 

“Our Springfield office has had about 
2,000 assignments to date, which is con- 
siderably more than the assignments to 
any other one of our offices. Apparent- 
lv a larger proportion of windstorm in- 
surance was sold in the Springfield area, 
and this is said to be due to the fact 
that Springfield and vicinity suffered 
considerably by a windstorm which oc- 
curred about ten years ago, since which 
time many of the local banks have been 
requiring windstorm insurance on mort- 
gaged properties. Elsewhere in the in- 
volved territory there seems to be com- 
paratively little windstorm insurance. 

“Adjustments are proceeding satisfac- 
torily, and to date we have received re- 
ports from branch offices of about 750 
completed automobile adjustments and 
about 1,500 adjustments on risks other 
than automobiles. Besides these, we 
know that a substantial number of other 
cases have been closed but not yet re- 
ported to New York office.” 


few 





Two Women Win Scholarship 
Awards of Phila. Society 


Scholarship awards, offered by the Un- 
derwriters Club of Philadelphia to the 
two honor students in the first year fire 
course at the Insurance Society of Phila- 
delphia, have been awarded this year 
to Miss Patricia J. McCaffrey of the 
Wagner-Taylor Co., w'th a general aver- 
age of 91, and Miss Eleanor A. Temple 
of Chase & Heckman, with a general 
average of 90.5. In the class of ninety- 
five students seven were young women 
and eighty-eight men. 

These scholarships have been awarded 
for several years to those two students 
making the highest averages in the class, 
plus punctuality, attendance and individ- 
ual effort. 


LEHMAN COMMITTEE MEETS 

A meeting of the Non-Partisan Insur- 
ance Committee for the Re-election of 
Governor Lehman was held Wednesday 
in New York City and among those 
present was Insurance Superintendent 
Louis H. Pink. Insurance men were 
urged to vote for Governor Lehman b>- 
cause of his opposition to monopolistic 
insurance legislation and also for other 
reasons, 
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New 1939 Sedan—Courtesy Packard Motor Car Co, 


The newest is 
always the latest 


with our Automobile Department which, in 
addition to 


effective agency cooperation. 





“standard equipment,” features | 
It operates on 
a broad-gauge basis, country-wide, writing 

fire, theft, comprehensive, collision, property 

damage, dealer and fleet policies. Its up-to- 
the-minute equipment and streamlined “ac- 
cessories” can be of considerable help to you 
in protecting and increasing your Automobile 
business. Consult our Automobile Depart- 


ment, 150 William Street, New York City. 
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lican territory; a counterpart claiming to 
be the true organization, company or en- 
National 


‘Business as Usual’ Sign Out by 
Fire Insurance in National Spain 


The following interesting article on the 
wsition of fire insurance m National Spain 
‘neared a short time ago in the Post 
Magasine and Insurance Monitor of Lon- 
don. It follows im full: 

In examining the experience of the 
yast two years and the present position 
f fire insurance business in National 
Spain it is important to bear in mind 
that this branch of insurance, more than 
any other, has held in the past, and, it 
is hoped, will continue to hold, great in- 
rest for foreign insurers, first French, 
then British, notwithstanding the strength 
and number of soundly established Span- 
ish companies engaged in it. 

At the outbreak of hostilities in July, 
19%, there were seventy-four companies 
licensed to transact fire insurance in 
Spain, Of these thirty-one were Spanish, 
thirteen were French, twenty-one Eng- 
lsh and nine of other nationalities, one 
being Italian and four German. 

The aggregate fire premiums collected 
in 1935 were Pts. 89,171,702 (say £2,230,- 
(0). This figure probably included pre- 
miums under “motin” covers which in 
that vear were still being treated as fire 
insurances, 

The domic‘les of the companies were 
as follows: Thirty-five head offices were 
at Madrid, twenty-t""o at Barcelona, six 
at Bilbao, three at Seville, two at San 
Sebastian, one at Zaragoza, one at Pam- 
plona, one at Valencia, one at Las Pal- 
mes, one at Alcoy. Therefore, in the 
early days of the military movement only 
seven head offices were in territory occu- 
pied by the National forces and, with all 
the ground gained since by those forces, 
only eight more head offices have been 
brought into National Spain. Fifty-nine 
head offices are still located in the terri- 
tory controlled by the Republican gov- 
ernment. 


Rearrangement of Administration 


Fortunately this has meant less dislo- 
cation of business than might be imag- 
ined. There was for the first few months 
certain confusion, but the Spanish and 
French offices had an organization based 
on provincial delegations or almost au- 
tonomous branches, with full records, 
and the British offices to some extent 
had followed this by appointing provin- 
cial agents responsible to their general 
delegate for Spain. The continental sys- 
tem of having fire policies issued and 
signed in triplicate, one for the insured, 
oe for the provincial delegation and 
one for head office was of the utmost 
value when head offices became “incom- 
unicado” (out of communication) in en- 
abling new central records to be com- 
piled in National Spain. 

This was gradually done, in the case 
ol some companies under the direction 
of managers who had fled from Repub- 
ican Spain and who established provi- 
sional head offices at San Sebastian. Se- 
ville and other centers in National Spain. 
ater, in accordance with a decree of 
the Burgos government, these managers 
and their offices were given the status 
of true head office of the company 
(where it was Spanish) and, for the 
‘foreign companies, provisional general 
delegates have been appointed. 

At the outbreak of hostilities fire in- 
‘urance, in its technical aspect, was ably 
cntrolled by the General Synd‘cate of 
as Insurance Companies operating in 
‘pain, having its seat at Madrid, and 
by the “Catalonian Convenio of Fire In- 
‘trance Companies.” The national and 
foreign companies—fire, life, acc’dent and 
marine—also had bodies for the joint 
consideration of other problems of a gen- 
tral nature, in the case of the foreign 
companies this being the “Agrupacion 
‘Spaiola de compafiias Extrangeras de 
Seguros,” 

Pander course of the present year the 
fees Syndicate has commenced to 

‘tion for National Spain at San Se- 
astian, and meetings of the “Agrupa- 


cion” are also being held in that city 
Meanwhile, the General Syndicate and 
the “Agrupacion” carry on their work 
in Madrid. 
ture of Spain today. The original organ- 
ization, Or company, or enterprise con- 
tinues its existence and work on Repub- 


This is a characteristic fea- 


a 
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terprise 
Spain. 
make this duality no longer necessary is 





set 
and 


up in 
when events 


has been 


Whether 


in interesting speculation. 


However, it is sufficient to note 


observed and 


Control of Premium Payments 


Fire insurance has presented remark- 


will 


that 
technical fire insurance questions are un- 
der the control of a syndicate in National 
Spain and that the tariffs of the General 
Syndicate are being 
forced. 


en- 


ably few major problems. It is true that 
nearly all the companies are cut off from 
their pre-war cash resources and funds, 
but as the fire loss experience (exclud- 
ing fires due to hostilities and disturb- 
ances) has been, if anything, sub-normal, 
this has not so far proved an undue 
embarrassment. It is noteworthy that 
in 1937 the fire on growing crops were, 
owing to a decree of the general com- 
manding in the South requiring fire cuts 
and other measures of protection and 
imposing severe penalties for willful 


(Continued on Page 32) 











NEW YORK 


MARINE - 


Group of 


Insurance Companies 


New Pork 


MONTREAL ° 


. CHICAGO . 


AGENTS EVERYWHERE 














ROCHESTER AMERICAN INSURANCE COMPANY 





COUNTY FIRE INSURANCE COMPANY 


GREAT AMERICAN INSURANCE COMPANY 


NEW YORK, N. Y. + Organized 1872 


GREAT AMERICAN INDEMNITY COMPANY 


NEW YORK, N. Y. + Organized 1926 


AMERICAN ALLIANCE INSURANCE COMPANY 


NEW YORK, N. Y. Organized 1897 


NEW YORK, N. Y. Organized 1928 


DETROIT FIRE & MARINE INSURANCE COMPANY 


DETROIT, MICH. Organized 1866 


MASSACHUSETTS FIRE & MARINE INSURANCE COMPANY 


BOSTON, MASS. Organized 1910 


NORTH CAROLINA HOME INSURANCE COMPANY 


RALEIGH, N. C. Organized 1868 


PHILADELPHIA, PA. Organized 1832 


AMERICAN NATIONAL FIRE INSURANCE COMPANY 


COLUMBUS, O. Organized 1914 


CASUALTY -; 


reat American | 


SURETY 


SAN FRANCISCO 














DIRECTORS 


EARL D. BABST.......... New York City 
Chairman of the Board, American Sugar Refining 
Company 


H. DONALD CAMPBELL. New York City 
President, Chase National Bank of New York 


ARTHUR O. CHOATE... .New York City 
Clark, Dodge & Co. 


JOHN M. DAVIS......... New York City 


President, Delaware, Lackawanna & Western 
Railroad Co. 








GREAT AMERICAN INSURANCE COMPANY 


JOHN H. HILLMAN, JR. Pittsburgh 
Chairman of the Board, Hillman Coal & Coke Co. 


EUSTIS L. HOPKINS. .... .New York City 


Chairman of the Board, Bliss, Fabyan & Co., 
Cotton Goods Commission Merchants 


PERCY H. JOHNSTON... . New York City 
Chairman of the Board, Chemical Bank & Trust Co. 


SAMUEL McROBERTS. .. .New York City 
ALEXANDER R. PHILLIPS. New York City 





L. W. DOMMERICH..... New York City Vice-President, Great American Insurance GARRARD B. WINSTON . New York City 
L. F. Dommerich & ‘Co., Commission Merchants Company Shearman & Sterling, Attorneys 
I OE Te a eins cociscatnsstesceces New York City 


President, Great American Insurance Company and Affiliated Companies 








JESSE S. PHILLIPS. ......New York City 
Vice-President, Great American Insurance Com- 
any. Formerly Superintendent of Insurance 

of New York 
ARTHUR REYNOLDS..... San Francisco 


HOWARD C. SMITH... .New York City 
Estate Trustee 
PHILIP STOCKTON... Boston 


President, First National Bank of Boston 


ROY B. WHITE........ New York City 


President, Western Union Telegraph Company 














UNDERWRITER 


Oe 


November 4, 1938 





Double Insurance on Dwelling 
Voids Cover on Chattels Also 


\ mortgaged house was insured by the 
expense. 


mortgagor’s 


charged 


mortgagee at the 
The mortgagor was 
premiums 
insured the house and its contents under 
with ancther company. 30th 
policies contained a provision against 
other insurance. The house was destroyed 
by fire. The mortgagee instituted pro- 
ceedings and recovered $1,500, the sum 
of its policy. In these proceedings the 
mortgagor claimed recovery on the pol- 


with the 


a policy 


icy issued to him. This claim was dis- 
allowed on the ground that the mort 
gagor’s policy violated the double insur 
ance provision 

The mortgagor was held to have no 
beneficial interest in the mortgagee’s 
policy and the mortgagee’s insurer was 
entitled to subrogation to the mort- 
gagee’s rights and awarded recovery 
against the mortgagor This was af 
firmed on appeal by the Tennessee Su- 
preme Court. Jackson Building & Loan 
Ass’n v. Svea Fire & Life, 116 S.W. 2d, 
995. 

It was held that the mortgagor was 
negligent in failing to ascertain the fact 
that the mortgagee carried insurance on 
the house. The mortgagor was charged 
with notice by a provision of the mort- & 


gage requiring insurance by a policy with 


a loss payable clause for the benefit of | 


the mortgagee. There was no evidence 
that any policy of the mortgagor con- 
tained such a clause. The mortgagee was 
therefore only protected by its policy is 
sued to the mortgagor, with a provision 
for loss payable to the mortgagee, The 
mortgagor’s satisfied by pay- 
ment under the first policy 

The second policy being void for double 
insurance he could not recover on it for 
loss of the chattels in the house. Such 
a policy, the court said, is not severable 
so as to authorize recovery upon it fo~ 
the chattels insured. Citing sup- 


loss 


was 


cases 


WILLIAM C. METCALFE DIES 


Funeral se: were held Saturday 


morning 


vices 


William C. Metcalfe, 75, retired secre- 
tary of the New York Fire Patrol, who 
died last Thursday in Rutland, Vt. In- 
terment was in the Moravian Cemetery 
at New Dorp, Staten Island, N. Y. Mr. 
Metcalfe spent several years with the 


Washington Life before joining the Lon- 


don & Lancashire in 1912 as a survey 
man. He remained with that company 
until April 1, 1920, when he was appoint- 
ed secretary of the Fire Patrol. He ri 
tired from that post on July 1, 1937, and 
had lived in Rutland since then be 
leaves a widow and a daughter. 


N. B. & M. EMPLOYES’ CLUB 
T the Em 
3ritish & 


members of 
the North 
and their guests en 
joved = ree pleasant evening of 
cards and entertainment at. thc 
Cola Bottling Co.’s club rooms on East 
Nineteenth Street, New York City. The 
evening’s festivities climaxed with Office 
Controller R. W. Burn drawing the win- 


[wo hundred 
ployes’ Club of 
Mercantile Group 
ently i 


Cr Ca- 


ner of the door prize. Refreshments 
were provided by the Coca-Cola con- 
cern, as were also table prizes. The 


increasing interest of club members in 
these social activities has given impetus 
to the planning of other near future 
events. 


NEWARK INSURANCE FUND 


The Newark City Commission has 
placed the Insurance Fund Commission 
under jurisdiction of Public Safety Di 
rector Duffy This commission places 


the insurance city property 
J. WILLETS BERRY DIES 
J. Willets Berry, local agent at Beach 
Haven, N. J., for many years, died Sun 
day in Philadelphia at the age of 64 
He was also a contractor and in the 


lumber and real estate businesses. 


Subsequently the mortgagor 


at Middletown Springs, Vt., for ; 


FIRE « « 
YACHT - 
JEWELRY-FUR > 
OTHER 
DOMESTIC 
COMMERCIAL 


porting this rule the court said that the 
idea running through these cases is that 
when the parties agree that the entire 
contract shall be void if the provision 
against double insurance is violated, the 
insurance on the personality cannot be 
severed from the insurance on the realty 
because the risk on the different classes 
of property covered by the policy is the 
same, and where the risk is identical and 
the premium entire, the contract is in- 
divisible 





Atlantic Met New Needs 
as the Era of Steel and Steam Set In 


Ra ypid Evolution 


In the decade beginning 1880 annual steel 
tonnage multiplied four times. By 1890 the 
percentage of metal to gross tonnage rose to 
14%; by 1900 a third of United States ton- 
nage was metal. 

The more rapid trend from sail to steam, al- 
ready underway by mid-century, rose from 
30% of gross tonnage in 1880 to 42% in 1890, 
to 51% in 1900. Today about 85%of all United 
States tonnage is steam or motor, iron or steel. 


( : 4 
Atlantic obers the 
following policies: 
AUTOMOBILE 
REGISTERED MAIL 
MARINE 
PERSONAL PROPERTY 
TRANSPORTATION 
FLOATERS 





= —— —!> = =—=—. 
state: “It is agreed that no person what 
soever shall at any time sett or mak 


Newark Fire Fighters 
Reach 270th Birthday 
Newark, N. J., fire fighters reach 270th 
birthday this year. In 1668, two years 
after Newark was founded, fire preven- 


fire in the woods or meadows on the pen 
alty of paying all damages they do } 
the fire so sett, until after the Tow. : 
men who are appointed by the ey 
appoint a day for that purpose whe 
they sett the fittest season, and to ai 
notice by the beat of the teen 
which time every Planter is to mat. 
their appearance at the Common Place 
of Meeting under the penalty of 2s 64 
—and then and there agree in the tan. 
ner how to proceed for the best security 
of ye Town.” For a long time the town 
suffered an inconsiderable loss fron 
fire. i 


tion measures wefe adopted and every 
man was himself 
with a good ladder within two months 
or pay a fine of five shillings, and so 
maintain the same under a penalty of 
one shilling a month.” 

Ten later, further 
against fire were taken. The minutes of 
the town meeting of March 10 that year 


ordered to “provide 


years measures 


OST rapid swing to steel and steam, which revolutionized 
American shipping, began in the 1880's. Changing conditions 
found Atlantic offering expanding service to ship owners. 

A pioneer in marine insurance, Atlantic today, with almost a cen- 
tury of experience, insures not only ocean hulls and cargoes but 
practically all other types of property as well. 

More and more brokers are recommending Atlantic insurance to 
their clients because Atlantic policies offer the three essentials of 
ideal insurance... broker service... profit participation... and non 
assessability ... plus prompt and liberal loss adjustments. 


Chartered 1842 
MUTUAL INSURANCE CO. 
INSURANCE COMPANY x : 
| Atlantic Building: 49 1 all Street, New York 





A NON-ASSESSABLE 
PROFIT PARTICIPATING 
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Robert 0’Gorman Dies; 
Head of Newark Agency 


STRICKEN ON GOLF COURSE 





Veteran Producer an Ardent Sportsman 
and Traveler; Started His Insur- 
F ance Office When 19 





\ requiem»mass was Offered Saturday 
morning at St. Patrick’s Cathedral in 
Newark, N. J., for Robert O’Gorman, 
president of the insurance agency of 
O'Gorman & Young, who died suddenly 
last Thursday while playing golf at the 
galtusrol Golf Club. Mr. O’Gorman, 
who was 65, was one of the best known 
insurance men in New Jersey and foun- 
der of the agency of which he was the 
head. Many insurance, business and fi- 
nancial leaders filled the cathedral for 
the funeral. A corps of honor at the 
services was composed of members of 
the Salvage Corps. 
On Thursday of iast week Mr. O’Gor- 
man was playing golf with H. O. Clut- 
sam of Maplewood, Colonel Howard P. 
Dunham, vice-president of the American 
Surety, and M. S. Reeves, manager in 
Newark for the Liverpool & London & 
Globe. The four had completed sixteen 
holes and were on their way to the 
seventeenth when Mr. O’Gorman’s com- 
panions missed him. They found him 
prostrate on the fairway. Carried to the 
club house he was pronounced dead by 


Dr. E. Erler. 
Son of Well Known Doctor 


Mr. O’Gorman was unmarried. Born 
in Newark on September 6, 1873, he was 
a son of Dr. William O’Gorman. By 


coincidence, Mr. O’Gorman, who started 
an insurance business at the age of 19, 
later took as a partner Roger Young, 
a descendant of the Young with whom 
his grandfather had been associated. Mr. 
O’Gorman’s father was born in Ireland 
and practiced in Dublin hospitals sev- 
eral years before coming to the United 
States, 

After his education at Newark Acad- 
emy, Mr. O’Gorman entered business life, 
starting the insurance agency which he 
carried on up to the time of his death. 
The office is in the Raymond Commerce 
Building and the agency is one of the 
largest in the state. It has a New York 
office at 110 William Street. 

A member of the Essex, Newark 
Athletic, Essex County Country and 
Forest Hills Golf Clubs, Mr. O’Gorman 
counted among his friends and acquaint- 
ances many of the prominent men of 
Essex and adjoining counties. He was 
an ardent golfer and made a hole in one 
while playing at Baltusrol last July 10. 

Besides golf he added riding to his 
recreations and was active in Essex 
Troop. He broke several marksmanship 
records when the troop went to camp at 
Sea Girt and was an outstanding figure 
in the mounted reviews. 

Enlists in War 

When the World War came Mr. 
O'Gorman enlisted and sought a com- 
mission in the mounted service. He went 
to Jacksonville in charge of a remount 
division, but the armistice came before 
he was commissioned. 

In the Summer Mr. O’Gorman was 
accustomed to go to Florence, Italy, 
where his sister, Miss Agnes O'Gorman, 
has a villa. He visited her frequently 
and from the villa made excursions 
through Italy and Switzerland. 

On one of his many European trips 
Mr. O’Gorman played golf several times 
with the former Crown Prince of Ger- 
Many and found him a charming com- 


Besides this sister Mr. O’Gorman 
faves another, Mrs. John D. Battin of 
ne ork; four nieces, Miss Rose 
4 Orman of 379 North Walnut Street, 
Bast, Orange ; the Misses Joan and Mary 
ao { New York and Miss Elise 

Orman of Montclair, and three 
nephews, Dudley and William O’Gorman 
of East Orange and William D. O’Gor- 
man of Montclair. 


subrogated to the mortgagee’s rights 


Subrogated to Mortgagee's Rights against lots included in the mortgage 


but not covered by the fire policies. 


The owner of three city lots executed praying to be subrogated to the lien of 


a mortgage thereon and thereafter sold the mortgage and 


nd for foreclosure there- BANKERS & SHIPPERS DIVIDEND 


one of the lots. Three policies were of. Shey alleged the sale of the bot was Directors of the Bankers & Shippers 
: simulated and that the seller had caused have declared a quarterly dividend of 
written on houses on the lots by sepa- the house thereon to be burned. $1.25 a share, payable November 17 to 
rate insurance companies, with loss pay- Each policy contained a mortgage tockholders of record November 7. 
able to the mortgagee as interest might Clause providing that if the insurer a 
appear. The house on the lot sold was should pay the mortgagee any sum for N. J. SPECIALS MEET NOV. 7 
loss, but should claim that as to the Hurricane losses and apportionment 
destroyed by fire. The total amount of mortgagor or owner no liability existed, will be discussed at the luncheon meet- 
the insurance did not equal the balance the insurer should be subrogated to all ing of the New Jersey Special Agents 
then due on the note secured by the the rights of the party to whom pay- Association at the Hotel Douglas, New- 


mortgage. Separate suits were filed by ments were made, under all securities ark, N. J., next Monday, November 7 
the owner and buyer of the lots to col- held as collateral to the mortgage debt. Koy Bachman, executive supervisor of 
lect on each policy. The insurance com- The Arkansas Supreme Court held, Hill the Fire Companies’ Adjustment Bureau, 


panies paid the 


face of the policies to v. Massachusetts Fire & Marine, 113 will speak on hurricane losses in the 


the mortgagee and took a proportionate S. W. 2d. 104, there was no reason why South and Southeast and N. B. Bassett, 
assignment of the deed of trust. The the provision should not be enforced comptroller of the F.C.A.B., will give a 
suits were consolidated, the companies and the insurers were entitled to be short talk on apportionment 








NEW YORK 


HEAD OFFICE BUILDINGS, SAN FRANCISCO 


When the insurance man of today thinks of Fireman’s 
Fund he thinks of a nationwide group of companies 
writing all forms of insurance except life.... He values 
highly his connection with any of these companies, 
knowing that the same character which for seventy- 
five years has made the Fireman’s Fund Insurance 
Company recognized for Strength, Permanence and 


Stability is inherent in each company of the eroup. 
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CONNECTICUT AGENTS’ MEETING 
Blackall, Beling, ‘Blansherd and Brown 


Among Speakers at New Haven 
Gathering Today 


The Connecticut Association of Insur- 
ance Agents will hold its annual meet- 
ing today at the Hotel Taft in New 
Haven, starting at eleven o'clock. Five 


speakers are scheduled to ad- 
dress the convention in addition to offi 
cers of the association. The speakers 
are as follows: 

Oscar Beling, Royal-Liverpool Groups, 
on “Streamlining an Insurance Agency's 
Operations”; Professor Ralph H. Blan- 
chard of Columbia University on “Con- 
structive Competition”; Insurance Com- 
missioner John C. Blackall of Connecticut 
on “The Agent’s Obligation to His Cli- 
ent”: H. C. Wilson of Wilson & Haight, 
Inc., advertising agency, on “Advertising 
and the Insurance Agent,” and LeRoy T. 
Brown, secretary of the Continental, on 
‘A Program for Rural Agents.” Presi- 
dent Leonard F. Whelan, Greenwich, of 
the Connecticut Association, will preside 
at the meeting. There will be business 
sessions in the morning and afternoon. 


headline 


Ontario Agents Act On 


Licensing of Producers 


\t the recent annual convention of 
the Ontario Fire & Casualty Insurance 
Agents Association, held in Toronto, a 
resolution was passed requesting that 
the Ontario Department of enbienee 
present applications for agents’ licenses 
to the agents’ association in the locality 
involved for approval before they are 
ssued and that the Department divide 
the lists of licensed agents ~ » two sec- 
tions—those who are dir agents of 


companies and those olin d are sub-agents 
r canvassing agents. No change was 

proposed the present licensing fee. 
The a “iz resolved that in 


licensed to write 
allied insurance in 
ypulation 

ial representa- 
on be appoint- 
president in placing 


future n 





It was decided that spec 
tives of each local associat 
1 to join with the 





n of inequitable distribution 

sions in Toronto and elsewhere 

Ontario Department of Insur- 

\fter some discussion, also, the 

f the extension of one-year 

» three years on mercantile poli- 

ies sold on the cash plan as suggested 

by the Ontario ¢ rnment insurance of- 

ficials was referred to the Canadian 
Federa f Insurance Ager 


Thompson and Connolly 
Feted wi tobe N. Y. Staff 





W. J. Thomp y apy ted New 
York ‘bras ch n e" the Gl ibe In 
lemnit and F. Connoll | 

oted t casualty manager it the 
branch, vere feted Wedne eve in 
by more than fifty of their friends and 
associates at a dinner party held in Lon 


Attesting to 
their popularity all departments of the 


company immediately associated with 
the New York branch—claims, collection 
and engineering—were represented at 
the affair by men. Presiding over 





the happy 
Nat W. Tr 
the br 


occasion as te 
outman, 
anch, who 


yvaStmaster was 
production expert in 
was in his best form. 


Illinois Agents’ Program 
Attracting Registration 


Stimulated by a good program, ad- 
vance registrations for the annual con- 
vention of the Illinois Association of 


November 
attendance. 


Agents at Peoria, 
indicates a large 


Insurance 
160 and 17, 


Mrs. Lillian L. Herring, executive secre- 
tary, announced that among the speakers 
will be R. W. Forshay, Anita, Ia., chair- 
man rural agents’ committee, National 
\ssociation; W. 1D. Forsyth, general su- 
pervisor automobile department, secre- 
tary of state’s office, who will talk on 


the “Financial Responsibility and Drivers 
License Law”; F. W. Potter, field super- 
visor Actna Casualty & Surety, 3asic 
Principles of Successful Selling” ; Henry 
ice manager First Bancredit, “Pre- 
mium Financing”; Dudley F. Giberson, 
Alton, “Survey or Program Selling”; H. 
Edward vice-president Joyce & 
Co., “Future of Long Haul Trucking In- 
surance.” 

\t the dinner on the opening night, 
E. 1). Lawson, Western department man- 
ager for Fireman’s Fund, is to be toast- 
master. Speakers will be Director of 
Insurance Ernest Palmer, Vincent Cullen, 
president National Surety, and Clarence 
Y. Heyl, Peoria attorney. 


Reeves, 


New Auto Rate Plan 


(Brought Back from Page 37) 
stitution thereof in accordance with the 
following: 

Classifi- Number of Accidents 
ition and Liability Incurred Rate* 
A No accident Class A rates 
OR shown on state 
1 accident—property rate sheets for 
damage only. private passenger 
cars. 
B 1 accident—bodily 
injury only. 
OR Class A rates in- 
1 accident—both creased by 10%. 
bodily injury and 
property damage. 
( 2 or more accidents 
either bodily in- Class A rates in- 
jury or property creased by 15%. 
damage. 
The respective classification rates above are 


appearing in the 
Rule in the 


subject to the surcharges 


Financial Responsibility Laws 


Miscellaneous Rules 


\s to administration of the plan the 
following procedure is required: 

The information necessary to assign the proper 
rate for an automobile shall be obtained (a) 
from the company’s records of experience under 
its own policies insur'ng the risk during the ex- 
erience period, (b) from accident record re- 
ports received from other companies which have 
insured the risk during the experience period, 
(c) from an application sgned personally by the 
applicant, or (d) from an application signed by 
the applicant’s representative, in accordance 
following. The rating information con- 


Section. 





1 in the applications must be checked in 
ertain cases as indicated below, against the 
records of the company which has previously in- 
sured the risk and may be checked against such 
ource in any case. 


Pending the submission 
ton of the information necessary to rate the 
policy, insurance may he afforded by binder or 
by a policy written at Class C rates subject to 
adjustment upon receipt and verification of the 
necessary information 


and required verifica- 


Source of rating information is pro- 
vided as follows 
(1) If a company writing a policy has insured 


the risk at any time during the experience 
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PHOENIX OF LONDON 


AMERICAN 


lL. &L. &G FIDELITY -PHENIX 


COMPLETE 
FACILITIES 


O’'GORMAN 


1172 RAYMOND BOULEVARD - 


110 William Street 


FIRE ASS'N 
NEWARK FIRE 


AGRICULTURAL 
STf PAUL 


NEWBURGH ILLICIT STILL CASE 


Mervin L. Lane, Secretary Federal 
Grand Jury Which Brought Situation 
To Gov. Lehman’s Attention 
the Federal Grand 
District of New 


The 
Jury 


York 


disclosures of 

for the Southern 
that widespread illicit still and 
liquor operations have been conducted 
in Newburgh, N. Y., within the shadow 
of the town’s City Hall and police head- 
quarters, have an interesting insurance 
angle. This is that the secretary of 
this jury, which handed down forty-five 
indictments for conspiracy, was Mervin 
L. Lane, well known New York insur- 
ance broker. Another angle is that the 
“brains” of the Newburgh scandal was 
Abe Joseph, also an insurance broker, 
who with twenty-two others indicted, i 
out on bail. 


now 

Secretary Lane and his foreman, F. 
O. E. Knudson, met with Governor Leh- 
man on Monday at his New York City 
residence to review the situation with 
him. This was at the Governor’s re- 
guest. It is estimated by the Federal 
Grand Jury, which was in session for 


three months and examined ninety-nine 
witnesses, that the illicit still operations 
deprived the Federal government of 
$40,000,000 in taxes. 





period, it shall use its experience on such insur- 
ance in conjunction with the required informa- 
tion for the balance of the experience period, in 
rating the policy. 

(2) A signed application is not necessary: 

(a) When the writing company has insured 
the risk for both bodily injury and property 
damage liability during the entire experience 
period, or 

(b) When the writing company has obtained 
an accident record report from the company 
or companies which insured the risk for the 
coverages and parts of the experience period 
for which the writing company did not insure 
the risk. 

(3) A signed application is 
other cases, and: 

(a) Must be signed personally by the appli- 
cant if the applicant was not insured during 
the entire period for both bodily injury and 
property damage liability in a company author- 
ized to do business in New York State, or 

(b) Must be signed personally either by the 
applicant or by his representative if the appli- 
cant was insured during the entire experience 
period for both bodily injury and property 
damage liability in a company authorized to 
do business in New York State. 


The signature of the applicant on all 
applications received from an agent, 
broker or solicitor shall be certified by 
such agent, broker or solicitor. 


Walter A. Schaefer Gives 


Radio Talk on Insuranc2 
Walter A. Schaefer, president of the 
Walter A. Schaefer & Co. agency of 
Newark, N. J., broadcast last Saturday 
afternoon over Station WAAT of Jersey 
City, describing some of the new forms 
of insurance and outlining qualificat’ons 
for those who desire to enter the insur- 
ance business as a means of livelihood 
The new forms of coverage which he 
emphasized were the extended coverage 
endorsement, insurance to take care of 
hospital, medical, nurse and allied ex- 
penses growing out of accidents and ill- 
ness, and property life insurance. 

The insurance courses of the New 
Jersey Association of Underwriters, New 
York University and Columbia Univer- 
sity were mentioned by Mr. Schaefer. 
He then spoke of the essential personal 
qualities needed for a good insurance 
company employe or producer. 


necessary in all 
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Berger Retained as Head 
By Brokers of Illinois 


Carl A. Berger was reelected president 
of the ‘a em Brokers Association of 
Illinois October 28. Reelected as vice- 
presidents were J. A. Mudd and Joseph 
Schwartz. New vice-presidents are W. 
J. Robbins, A. T. Graham and G, H. 
Anderson, Other officers are George 
Seaverns, Jr., treasurer, and Angus Chas- 
sells, secretary. 

The board of directors considered a 
proposal to establish an association office 
to be manned by a permanent staff, 


PAYRLEITNER’S NEW POST 
has joined the H. A 
Klein Agency, Inc., 123 William Street, 
New York City, as head _ underwriter, 
He succeeds P. T. Tebby, resigned. Mr, 
Payrleitner was formerly fire underwriter 
for Leslie D. Forman & Co. and has been 
in insurance for over thirty years. 


Candidates’ Views 


age 1) 

met with immediate response and te- 
ports on the proposed position of many 
candidates will be known in advance of 
election day. 

Insurance men and insurance interests 
here are taking particular interest in the 
forthcoming November elections due to 
the number of proposed constitutional 
amendments on the ballot that affect in- 
surance, insurance companies, good roads 
and taxes. 

These are Amendments No. 4, which 
would unite three state departments un- 
der a ten-year tenure of office commis- 
sion, sponsored by the Automobile Club 
of Southern California and the Califor- 
nia State Automobile Association, and 
which insurance men claim would result 
in the two clubs being able to control 
the bulk of the automobile insurance 
business, as well as the highways and 
the police patrol of the roads, and which 
the insurance men oppose ; No. 6, chang- 
ing the system of taxing insurance com- 
pany premiums, which is favored; No. 
20, the single tax measure, which is Op- 
posed, and No. 25, the $30 per week 
pension plan (ham and eggs for every 
Californian every Thursday), which also 
is opposed. Other measures that are 
less of interest, but which still are being 
watched, is No. 1, intended to curb pick- 
eting, and No, 13, a measure to permit 
more ease on the part of taxation dis- 
tricts in the state to go into debt via 
the bond route. 

The Southern California Fire Under- 
writers Association held a mass meeting 
of fire, casualty, automobile and life men 
at which the plans for combat'’ng the 
measures, particularly No. 4, were out 
lined. President August M. Schneider 
was in charge of the meeting. Waltet 
Lindersmith, manager of the traffic a> 
sociation, read a digest of No, 4, pre 
pared by the assoc’ation attorney, and 
pointed out its dangers. 

L. L. Brown, southern California mat- 
ager for the National Automobile Club, 
was the chief speaker. He said that all 
insurance men should get back of the 
move to defeat the proposal, saying that 
literature, bumper banners, stickers a" 


Oscar Payrleitner 
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post cards were available and urged the 
agents to see that they got to the public. 
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@ The advertisement reproduced above appeared 


November Ist on the front cover news page of Journal 





of Commerce. It is one in a continuous series empha- 
sizing our belief that business men insure best with the 


help of a broker. 


We garb the broker in the cloak of chef de cuisine 





to illustrate with another example his ability to co- 
operate effectively with firms and institutions in obtain- 


ing complete protection against business hazards. 


MINNER anno BARNETT inc. 
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NEW YORK BROOKLYN, N. Y. 
TEL. BEEKMAN 3-8280 ie TEL. MAIN 4-5869 


MANAGERS, METROPOLITAN DEPARTMENT 


ZURICH 
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written! The fol 
lowing amusine letter | have just re 
ceived from Robert E. Donald of Donald 
& Donald, adjusters for insurance com 
panies located in Buffalo, N. Y.: 

“We thought perhaps The Eastern 
Underwriter might be interested in a 
portion of a schedule the writer recently 
had presented by a tailor, the original of 
which we have here at the office 

“The following is self-explanatory. We 
theneht it too good to keep to ourselves. 

“Drass vien coolar Wine colored dress 

“Bittet ivning can Beaded evening gown 

“Ship skin coat Sheep skin coat 

“Brun dress Brown dress 

“Buht rub Jath robe 

“Cwilt Quilt 

“Bad spred Bed spread 

“Piar cortens Pair curtains 

“Vindo shad Window shade 

“Toliat salt Toilet set 

“Olclot Oilcloth 

“Matras cavar Mattress cover 

“Bad rum slipar Bedroom slipper 

“Man shus Man shoes 

“Tiehs oa 


Enelish as she ts 


Ties. 
* * * 
New York, Chicago & St. Louis R. R. 


“Larry” Daw, manager of the Syracuse 


division of the New York Fire Insurance 
Rating Organization, has this to say 
about the name of the “Nickel Plate” 
road: 


“Dear Ed 

“IT have heard another explanation of 
the nickname of these two streaks of 
rust in a meadow which never made any 
money due to the high construction cost, 
that when the president was asked what 
the actual cost really was, he said, ‘It 
couldn’t have been more if the rails had 
been nickel plated all the way. Of 
course you are right about the locomo- 
tive number plates; at least you were 
back in the early days to which you 
refer when I first rode on the road 
(when dire necessity compelled me to 
do so). The only trip I ever found to 
equal such accommodations was Chicago 
to Boston -via the Erie, D. & H. and B. 


& M., which if I recall rightly took 
nearly three days.” 
* * * 
“Stone Arabia” 
Re place names I have never found 


out why a small place near Canajoharie, 
N. Y., in the Mohawk Valley was called 
the odd name of “Stone Arabia.” It 
was settled by Palatine Germans about 
two hundred years ago. Recently brows- 
ing about a library of the New York 
State Historical Society, I found the 
following, which seems improbable, but 
plausible: 

A German farmer’s daughter was ac- 
costed by some smart alecks while she 
was lifting up stones in a pasture to 
clear it, who facetiously asked her “What 
are you doing?” Something like those 
who ask you nowadays, when you are 
sneezing your head off: “You’re sneez- 
ing, aren’t you?” or like the moron who 
asks the man under his automobile fixing 
it: “What are you doing there?” (Fool- 
ish question 3,465,892.) 

Well, anyway, the maiden, prefixing 
some cuss words, said, “Stein ’rauf hebe.” 
Which in German dialect means “Stones 
I lift.” Whence it is told the sound of 
“Stein rauf hebe” melted into “Stone 
Arabia.” 

* * * 


Only a Bad Dream! 
Reading various papers about “It can’t 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


happen here,” T went to sleep and droamt 
the following: | went to Buffalo, was 
drugged and robbed of my clothing, and 
left with a disreputable suit. I escaped 
and got to Main Street to find the old 
Hotel Iroquois where I had registered 
On the way there I was almost arrested 
and taken before a magistrate where | 
tried to identify myself, relying partly 
on my hotel key, which I always carry 
with me. The robbers, however, had 
pinched that too. I telephoned to two 
of my friends, but found that one had 
died the day before, the other had gone 
to Europe. Then I went to the hotel 
and the old clerk had left and a new one 
had just started. I wanted to tell him 
the number of my room, but I had for- 
votten the room number, and the clerk 
naturally wouldn’t help me, though I vol- 


unteered to describe the articles in ny 
baggage. 
So [ spent an unhappy night in jail, 


but before going to sleep in my dreams 
(a dream within a dream) I pondered 
about “It can’t happen here,” elaborated 
into “It can’t happen to me.” Then I 
woke up, still much upset and was happy 
to find myself home in bed, with my fam- 
ily peacefully about me. Quite a relief. 
But, nevertheless, it could have happened 
in real I'fe. 


Insurance In Spain 
(Continued from Page 27) 


burning of crops, so few as to be negli- 
gible. The companies engaged in this 
ordinarily speculative business reaped a 
handsome profit. 

Premiums are being paid fairly prompt- 
ly, except in those areas such as Asturias, 
where the trail of prolonged war has 
impoverished property-owners. Here, 
again, the continental practice of issu- 
ing ten-year policies with annual pre- 
mium payments and keeping the contract 
alive but the cover in suspense if pre- 
miums are not paid when due, has helped 
materially to conserve portfolios which 
otherwise “might have been dissipated. 
As it is, a little latitude in temporarily 
waiving back premiums and accepting the 
premium for the current year of insur- 
ance has held clients who otherwise 
might have gone elsewhere. 

It is only to be expected that in some 
areas the German and Italian offices 
should be making some headway at the 
cost of the French companies firstly, and, 
secondly, of the British companies, but 
it cannot be said that there is any wide- 
spread movement of this kind. The na- 
tional offices are, quite naturally, strong- 
ly favored, but this is no new feature. 


Claims Arising from Hostilities 


With regard to claims under fire poli- 
cies arising from hostilities or disturb- 
ances, it is remarkable that, despite the 
many properties which have suffered in 
this way, little is heard of any wide- 
spread attempt by insured to fix the 
liability for the consequent loss or dam- 
age upon their fire insurers, The town 
of Irun, for example, was almost entirely 
consumed by fires set by the Republican 
forces when they were forced to retreat 
from it. Most insured, it is believed, 


have accepted the fact that, in such cir- 
cumstances, their fire policies do not re- 
spond, the provisions of the Spanish com- 
mercial code and of the officially ap- 
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New Chicago Commission 
Plan in Palmer’s Hands 


Insurance Director Ernest Palmer of 
Ilinois now has before him a plan for 
the reduction of acquisition costs on fire 
insurance in Cook County, This plan 
was submitted to him by a special com 
mittee of the Chicago Board of Fire 
Underwriters and it is not expected that 
Mr. Palmer will reach a decision on the 
proposals for two or three weeks. While 
no details of the plan are available its 
purpose is to bring effective control over 
the payment of commissions. 

It is reported that the plan asks re- 
duction in commissions to the follow- 
ing: Class one offices, 324%% on pre- 
ferred business and 20% on non-pre 
ferred classes; brokerage on preferred 
business, 20% and 10% on the balance. 
Another part of the plan provides for 
only two classes of producers in Chicago, 
supervising agencies and brokers. A 
third provision would reduce the num- 
ber of supervising agencies permitted to 
a company to three immediately, and to 
two within two and a half years. 

The net results of the commission 
changes would be to reduce the top scale 
on preferred business by 24%% and the 
brokerage scale by 5%, giving the super 
vising office 244% more than at present. 
This is needed, it is said, because most 
of the premiums are small and the cost 
of writing and servicing risks is now 
held too high in proportion to income 
received. The reduction of 5% on non 
preferred business is the same to both 
the supervising offices and on brokerage. 


COMMISSION CUT FEARED 

Belief that a cut in producers’ com- 
missions on fire business is one of the 
proposals under consideration in the step 
by Illinois Director of Insurance Palmer 
in reducing acquisition costs, has caused 
outlying and neighbood organizations of 
real estate operators to request the Chi- 
cago Real Estate Board to appoint a 
committee to take active part in the de- 
liberations. Tirst step in this defensive 
direction was taken by the South Side 
Renting Association last week. The as- 
sociation called it a “matter of utmost 
iunportance.” 


SPECIAL FOR FIREMAN’S FUND 
The Fireman’s Fund announces the 
appointment of William G. Johnston as 
special agent for northeastern Pennsyl- 
vania, succeeding Ernest I. Paine who 
will continue his interest in problems 
of agents of the company in an advisory 
capacity, devoting most of his time to 
the local agency of H. E. Paine & Son. 


Mr. Johnston has been associated with 
the Fireman’s Fund for the last twelve 
years, advancing through the various 


stages in the Eastern department office 
to the rank of supervising underwriter. 
He will make his headquarters with Mr. 
Paine at 731 Connell Building, Scran- 
ton, Pa. 


William J. Murray, 37 years of age, 
who had served thirteen years with the 
New York Fire Patrol, died last Thurs- 
day in St. Mary’s Hospital in Brooklyn. 
He is survived by his widow. 





proved policy conditions of the compa- 
nies being clear on the point. 

Sorder-line cases will no doubt have 
arisen and may eventually call for ju- 
dicial decisions, but the general opinion 
is that the companies have fewer trou- 
bles of this kind than might have been 
anticipated. Apparently, no need has yet 
been felt to call upon the “Junta Con- 
sultiva de Seguros” to examine the 
question of claims under fire policies. 

This is a considerable benefit, for it 
enables the question of claims under 
“motin” policies (the equivalent of riot 
and civil commotion insurances) to be 
considered without the distractions that 
would arise from a volume of unfounded 
fire claims. It is in the “motin” branch 
that the fire insurance companies face 
an unprecedented situation, the elements 
of which call for careful analysis. 
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NATIONAL FIRE PROMOTIONS 


J. L. Redden Automobile and Inland 
Marine Sup’t of Western Dep't; J 
L. LaVielle Assistant 


Following the retirement of Leslie ] 
Sanders, automobile and inland marine 
superintendent of the Western depart. 
ment of the National Fire Group, Mana. 
ver George H. Bell has announced the 
appointment of J. L. Redden as super- 
intendent. A native of Baltimore where 
he attended school and college, Mr, Red. 
den was associated with his brother 
Thomas Gresham Redden, well known 
local agent at Greensboro, N. C, from 
1926 to 1931. That year he joined the 
National Fire Group at its home office 
as a special agent in the automobile and 
inland marine department. He was later 
made assistant superintendent of the de. 
partment. On March 1, 1938, Mr. Redden 
joined the Western department of the 
yvroup as assistant automobile and inland 
marine superintendent. 

Manager Bell has also announced the 
appointment of J. L. LaVielle as assist. 
ant superintendent of the automobile and 
inland marine department. Mr, LaVielle 
has been with the National Fire Group 
since 193] after several years with the 
General Exchange Insurance Corp. As. 
sistant Manager Edwin H. Forkel will 
continue general supervision of the auto- 
mobile and inland marine department in 
addition to his other duties. 


CANCELLATION IS UPHELD 
The mortgagee of a property insured 
against fire received notice of cancella- 
tion of the policy more than ten days 
before the loss of the property by fire, 
the mortgage clause providing that the 
policy should continue in force for the 
mortgagee’s benefit for ten days after 
such notice. In an action by the mort- 
gagee on the policy, the Louisiana Court 
of Appeals held, Canal Savings, ete, 
Ass’n v. Harmonia of Buffalo, 181 So. 
590, that the mortgagee could not recover 
thereon, although the unearned premium 
was not tendered to it with such notice, 
The authorities are divided on the ques- 
tion of tender of the unearned premium 
with the notice of cancellation. The court 
cited cases pro and con, adding: “But 
all these cases are concerned with can- 
cellation as affecting the insured under 
the specific policy provision requiring re- 
turn of unearned premium. There 1s no 
requirement that the mortgagee receive 
the unearned premium either in connec- 
tion with the notice of cancellation or 
otherwise. The only requirement is that 
the mortgagee shall receive ten days’ no- 
tice of cancellation instead of five days, 
which is the notice required to be given 
the insured.” 





GILES K. TINKER DIES 

Giles K, Tinker, former United States 
sub-manager for the Atlas Assurance, 
died Sunday at the Flower Hospital 
New York City at the age of 8&2. He 
had been actively engaged in insurance 
in New England and New York City 
from 1884 until his retirement a Tew 
years ago, He resided in Oyster Bay, 
L. I. Early in his career Mr. Tinker 
was associated with an agency in North 
Adams, Mass. Then he went to Boston 
and from there to New York serving 4 
special agent for the Reading, New York 
Fire and Atlas. He resigned as sub- 
manager for the Atlas in 1917 to opel 
his own office in New York as an Ir 
surance broker and consultant. He leaves 
a wife, a brother and a son. 


LOSS PAYMENTS IN N. H. 

Insurance Commissioner A. J. Rouil- 
lard of New Hampshire has ruled that 
windstorm losses in that state may be 
paid promptly and do not come under 
the state’s forty-five day loss payment 
law. The department’s interpretation © 
expected to be of aid to policyholders 
who suffered losses from the hurricane 
of September 21. Under the new ruling 
fire losses alone will be subject to the 
statutory delay. 
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Seventeen blocks of commercial buildings were de- 
stroyed. Only a bank and two small shops were left 
standing. The adjustor met the challenge of travel 
obstacles by taking four successive steamers from point 
to point to reach the scene with the least possible 
delay. On arriving he at once set up a claim settlement 
office where the unfortunate sufferers were promptly 


and fully indemnified. 


This demonstration recalls the impressive records made 
by Companies of the Royal-Liverpool Groups follow- 
; I : I } 
ing the Chicago, San Francisco and Boston fires—to 
name but three historic conflagrations which estab- 
, : : —_— lished, beyond question, the service ideals and loss- 
When, as here pictured, an entire township in the 7 ‘ je f 
. i : ; paying dependability of the Royal-Liverpool Groups. 
West Indies was practically destroyed by a devastating , : . 


conflagration, Royal-Liverpool service facilities were This is No. 15 of the series, “’Round the World with the 
indeed challenged. Royal-Liverpool Groups.” 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N. ‘ 


AMERICAN & FOREIGN INSURANCE COMPANY * BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. bd CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA ® THE LIVERPOC 
& LONDON & GLOBE INSURANCE CO. LTD. ® THAMES & MERSEY MARINE INSURANCE COMPANY, LTD ® QUEEN INSURANCE COMPANY OF AMERICA * THE NEWARK FIRE INS" RANCE 
COMPANY bd FEDERAL UNION INSURANCE COMPANY bd ROYAL INSURANCE COMPANY, LTD. ° THE SEABOARD INSURANCE COMPANY ° STAR INSURANCE COMPANY OF AMERICA 
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Fieldman Would Be Cautious in 
Changing Standard Fire Form 


\ fire insurance fieldman 
who has 


new standard fire policy notes that vari- 


company 
been studying the proposed 
ous groups have expressed a desire to 
abolish the leased land clause. He says 
that might be practicable in metropoli- 
tan areas but it would not be advisable 
in the country generally. He says there 
are many cases outside of metropolitan 
districts where it is important to know 
whether insured property stands on 
leased land, the term and expiration 
date of lease, also conditions of renewal 
enabling underwriters to gauge the pos- 
sible moral hazard. For these reasons 
this fieldman believes that the leased 
land clause should be retained. 

He says it has also been recommended 
that lines 1 to 6, regarding fraud, mis- 
representation, etc.; and lines 21 to 23 
regarding sole and unconditional owner- 
ship, should be eliminated and that the 
policy should protect only the interest 
of the assured stated in the policy. If 
the title is incorrectly stated in the 
policy and only one interest is named, 
it deprives the underwriter of the priv- 
ilege of investigating the standing of 
all parties interested. This is considered 
vital, as there may be parties interested 
in the insured property who are unde- 
sirable from the moral hazard point of 
view, 

Chattel Mortgage Clause 


As to a chattel mortgage clause, it 
has been suggested that the present 
liberal provision exempting from cover- 
age only those articles chattel mortgaged 
—and not voiding the policy in its en- 
tirety, as in the old New York Standard 
form—be done away with entirely. This 
the fieldman considers unwise and against 
good underwriting principles as respects 
moral hazard. All these suggested “im- 
provements” seem to have as their ob- 
jective the voidance of a too close scru- 
tiny by the underwriters of the assured’s 
desirability. On this point the fieldman 
was endeavoring to take the viewpoint 
of a business man, private citizen and 
premium payer, rather than that of an 
insurance man solely. After all, the 
more undersirables a company gets on 
its books the more the desirable assureds 
will suffer. People complain that they 
are paying the losses of others, which 
they certainly are, and when all safe- 
guards are removed their share of pay- 
ing losses will increase as time goes on. 

Continuing his observations this field- 
man says that there is no harm in add- 
ing the lightning clause to the fire policy. 
He believes the insurance clause is now 
adequate without the words, “unless lia- 
bility is specifically assumed.” He re- 
grets a desire to change the present 
form, because so many court decisions 
have been rendered interpreting the 
meaning of its various conditions, that 
it is well established by court precedent 
as to how the conditions should be con- 
strued. Many of the decisions have 
been rendered in favor of the assured. 
In this connection it is to be noted that 


both the old and the new New York 
standard forms are still being used in 
some states. With an entirely new 


form it would be necessary to go through 
another period during which the pro- 
visions of the new policy would have to 
be adjudicated by the courts. That al- 
ways means delays and expense to both 
the companies and the assured. 


Other Insurance Permitted 


It has been suggested that lines 32 
to 58 of the present form be changed. 
Within that section wnoccupancy is 
mentioned and the change sought repre- 
sents the opinion of people in metro- 
politan areas. The same may be said 
of proposed elimination of the words, 
“other insurance permitted,” which, says 
the fieldman, may be all right in pro- 
tected areas where risks are under easy 
surveillance; but it appears that in the 


city of New York it is not realized that 
insuring unprotected outlying property 
is quite another matter, and that the 
prohibition of the omission of other in- 
surance on outside business is unwise 
and unsafe from an_ underwriting 
standpoint. 

Nor does this fieldman believe in the 
extension of time for unoccupancy or 
vacancy on unprotected property of any 
kind. Nor does he agree that the policy 
should be liberalized as to explosion. 
The contract is a fire policy primarily 
and not an explosion or casualty policy. 


Honest Assured Favored 


In lines 78 to 88 of the standard fire 
policy “waiver” is referred to. Producers 


of fire business are apt to overlook 
that many clauses in the policy are 
to protect the companies and _ the 


assured against the dishonesty of the 


undesirable assured or claimant. This 
attitude is reflected in some of the 
suggestions that have been made. The 


courts have always favored the honest 
assured as to waiver clauses. Concern- 
ing filing proofs of loss, the courts have 
always given weight to arguments by 
the assured, when through unforeseen 
or unavoidable circumstances it has been 
nearly impossible to file proofs in time. 
It is well to make haste slowly in re- 
forming or throwing away wise safe- 
guards. It is particularly in the adjust- 
ment of claims that much practical ex- 
perience has been acquired of how the 
policy contract works out in everyday 
practice. The policy does operate with 
reasonable fairness to both the assured 
and the companies. 

The New York standard form was 
relatively new when this fieldman en- 
tered fire insurance. It has _ been 
changed several times since then and 
he says the changes have always been 
for the benefit of the assured. He con- 
siders that the present form is a good 
one without any more changes. 

It has been suggested that the clauses 


relating to appointment of appraisers be 
changed from their present form which 
is easily interpreted and the intent car- 
ried into effect. It is proposed to intro- 
duce the Massachusetts form by which 
the company selects three appraisers and 
the assured three, and then the assured 
is to choose one from the three nomi- 
nated by the company, and the com- 
pany is to choose one from the three 
nominated by the assured. This is cum- 
bersome and impracticable. The New 
York standard form provisions for ap- 
praisal are simple and easily workable. 
The intent of the Massachusetts form, 
says the fieldman, is apparently to make 
it more favorable to the assured, but in 
practice it makes for more delay and 
difficulty generally. 


NAMED MANAGER FOR TEXAS 





Royal-Liverpool Groups Choose P. M. 
Marshall to Have Charge of Oper- 
tions in That State 

Harold Warner, United States mana- 
ger of the Royal-Liverpool Groups, an- 
nounces, due to the importance of the 
companies’ business in Texas and the 
necessity for closer personal supervision, 
the appointment of Percy M. Marshall 
as regional manager. Mr, Marshall will 
have charge of the groups’ operations in 
the state, and will under the new ar- 
rangement be able to offer more effec- 
tive assistance to agents of the groups. 
L. H. Durloo, George J. Henry, H. J. 
Hughes and J. H. Speed _ will continue 
in their present capacity, but in the fu- 
ture will serve both Royal Group and 
Liverpool Group agents. 

Mr. Warner also announces the ap- 
pointment of Richard M. Tweed, Jr., 
Joseph Becker, Philip Hickel, Robert 
Jonason, Elbert Henn and Curtis John- 
son to assist Mr. Marshall. These men 
will be assigned specific territories and 
their services will be available to both 
Royal Group and Liverpool Group agents, 

Russell C. McConnell, who for a num- 
ber of years has served as state agent 
of the Royal Group, will be transferred 
to Chicago to assume more important 
duties in that territory. 


Diary of An Insurance Salesman 


The fol- 


rounds 


Do you know this producer? 
lowing story is now going the 
among agents and brokers: 

Diary of an insurance salesman: 

Up at dawn, turn over ’n goes back to 
sleep, gets up, lies down again, he’s up, 
he’s down, he’s up, he’s down, he’s up, 
stretches, yawns, gets one foot on floor 
and looks in mirror to see who it is, 
recognizes his face as something he has 
shaved before, scratches head, scratches 
bick, stands up, slaps self on chest like 
Tarzan, staggers down hall to bath- 
room, brushes teeth (or tooth), looks at 
self in mirror wondering if he can go 
without shave until night, self-respect 
kicks him in face, shaves, turns on 
shower, starts thinking about note due 
today, heaves sigh sounding like leaky 
bagpipe, gives self brisk rub, puts on 
clothes, eats breakfast suitable for 
orking man, scans morning paper. 

Then snags bus to town, slips into of- 
fice, goes through mail, most of which 
has bay windows indicating last month’s 
purchases, looks on calendar, notes ap- 
pointment for 2:30 p.m., goes down street, 
has cup of coffee with competitor, lis- 
tens to bragging of other agent and of- 
fers contribution on same subject, walks 
down street, meets friend, discusses poli- 
tics, religion, reform, sociology, war, 
economics, high cost of living, housing, 
walks down street further, looks in win- 
dow at new crop of clothes, feels shabby 
in last year’s outfit, comforts self in 
thought that clothes don’t make the man, 
buys new necktie anyhow, just in case 
they do. 

Next goes into air-conditioned bank, 
sneaks past discount window, waves at 


friend in lobby, goes out of bank, up 
street to corner, meets acquaintance, 
leans against building in manner which 
would maybe fool passerby into think- 
ing he is waiting for somebody, looks at 
watch, wrinkles brow like other fellow 
is late, goes into drug store and has 
“coke,” pays check and takes chance on 
punch-board, loses as usual, starts back 
down street, meets friend, goes into 
lunch room, looks over menu, orders 
same thing as yesterday, pays check, puts 
nickel in marble machine, loses as usual, 
calls on man with whom he had two- 
thirty appointment, turns out to be dud, 
prospect unable to grasp opportunity and 
appreciate, talent. 

Starts studying people passing on 
streets, seedy-looking man in dirty worn- 
out suit accosts and asks for price of 
cup of coffee and bun, asks bum how he 
got that way, bum honestly admits was 
once insurance agent and loafed until 
lost his customers, looks like telling 
truth, feels guilty, goes back to office 
just before it closes, asks secretary how 
is business, secretary says she wrote ten 
new policies and collected some old ac- 
counts, feels better, throws out chest, 
wonders if people know how good he is. 

Goes home, greets family with tired 
expression, accepts sympathy from wife 
on account of hard day, sits down to 
big dinner, eats hearty, glad somebody 
appreciates him, tells wife how to handle 
house, tells kids how to grow up ’n be 
men, puts on slippers, lights pipe, reads 
life of Napoleon, notices similarity to 
own, knocks out pipe, dons pajamas, 
makes trip to ice box feeling that hard 
day tomorrow warrants full stomach, 
gets into bed, glad day is over, man de- 
serves good sleep, snores. 


First Bancredit Changes 
Loss Draft Requiremen 


Elimination of a previous requirement 
that the name of the First Bancredi 
Corp. appear on all loss drafts origingt. 
ing in connection with policies on which 
it had financed the premium was an- 
nounced this week by L. M. Lilly, preg. 
dent, in a letter to all insurance compa. 
nies operating under the Bancredit plan 

Mr. Lilly pointed out that up to this 
time it has been deemed essential that 
the name of First Bancredit Corp, ap. 
pear in loss drafts as protection in the 
event of a loss of sufficient size to jm. 
pair its security as represented by the 
collateral value of the return premiums 

However, he said, experience has now 
shown that losses from this source are 
so infrequent that his company is willing 
to waive the requirement in the interest 
of greater simplicity and ease of opera- 
tion from the producer’s standpoint, Ip. 
surance companies will now be relieved 
of the burden of handling financed ac. 
counts in a special manner as far as loss 
drafts are concerned. The change, Mr 
Lilly added, will make the proceeds of 
loss drafts more speedily available to 
assureds and mortgagees. 





Supplemental Clauses In 


Canadian Forms Revised 


In the supplemental contract for at- 
tachment to fire insurance policies, which 
recently was revised by the Canadian 
Underwriters Association, particular con- 
sideration of the explosion cause has re- 
sulted in an extensive coverage for risk 
of this nature. It is limited “as regards 
explosion originating in devices or ap- 
paratus owned, controlled or operated by 
the insured, to explosion caused by ig- 
nition of explosives, dust gas or other 
inflammable substances, but shall not in- 
clude explosion originating in internal 
combustion engines, or due to theft, 
burglary or robbery.” It includes as 
well, explosion of certain types of “port- 
able” cylinders of whose existence the 
insured may not even be aware, and in 
the case of private dwellings, hot water 
and boiler tanks. The ordinary fire pol- 
icy covers only explosion caused by coal 
or natural gas in a building not forming 
part of a gas works. 

The “riot” cover in the supplemental 
contract has also been re-drafted with 
the main object of bringing it in line 
with modern developments in that haz- 
ard. It now includes open assemblies 
of strikers (inside or outside the prem- 
ises) who have “quitted” work, taking 
care of the contingency of the “sit-down.” 
Loss to goods and materials from stop- 
page of plant operations is not covered. 
The riot peril may be extended for an 
extra premium to include malicious dam- 
age done by any person or persons— 
subject to exclusions. 


VERMONT ADJUSTING CHANGE 
H. H. Kinsman of Rutland, Vt., has 
changed his insurance adjustment office 
to H. H. Kinsman, Inc., 39 Center Street, 
fire and casualty adjustments for insur- 
ance companies. Officers of the organ 
zation are as follows: president, Retha 
L. Kinsman; treasurer, Hermon H. Kins- 
man; secretary and clerk, Marvelle C. 


Webber, Jr. 








NEW MARYLAND COMPANY 

With authorized capital stock of $100- 
000, the first National Insurance 0, 
1813 North Charles Street, Baltimore, has 
been incorporated. The company ts alr 
thorized to engage in the insurance bus 
ness and the incorporators are Robert 
F. Cummings, Morris Yaker and Otto 
H. Rosenberg, Baltimore. 





JAMES LESLIE DIES 


James Leslie, who retired five J 
ago as manager of the Canadian Under- 
recently ™ 


writers Association, died 
Montreal following a heart attack. He 
was one of the last Montreal “sour 


doughs” who participated in the Klon- 
dike gold rush. 
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A. S. Rogers, 


London, Advocates 


Broadening Basis of Education 


Delivering the presidential address at 
the Insurance Institute of London, Ar- 
thur S. Rogers, general manager of the 
London & Lancashire, announced that 
the annual conference of the Chartered 
Insurance Institute would be held in 
London in 1939. 

Mr. Rogers, who is 
Canada, recalled an address delivered 
in 1919, the year in which he joined the 
institute, by Sir Frederick Pascoe Rut- 
ter who has done so much work for the 
development of the Chartered Institute. 
The total membership of the institute 
was then only 6,000 or 7,000, and the 
membership of the London Institute be- 
tween 1,400 and 1,500. In his address 
of nineteen years ago Sir Frederick re- 
marked that it should be from 14,000 to 
15000. There is now a total member- 
ship of the Chartered Institute of 26,459, 
of which this year 8,300 must be credited 
to the London Institute. 


now visiting in 


Study of Primary Subjects Essential 


“Many of those who have studied un- 
der the excellent arrangements provided 
by this institute,” continued President 
Rogers, “will be aware of the great help 
it has been to have many of the classes 
in the Chartered Insurance Institute 
Building. My own views on the subject 
of education may be considered very 
conservative, because I think in our edu- 
cational system we devote too little time 
and attention to primary subiects. Yet 
I have the consolation that when I have 
the opportunity to express my views they 
meet with a considerable measure of ap- 
proval, especially from those who are 
most closely concerned with the educa- 
tion of youth in their schools and col- 
leges. 

“Experimentally the institute has tried 
a series of lectures on technical subjects, 
and these are not necessarily linked with 
examination matters, but are designed to 
be of general interest to members. The 
response to these lectures has been grati- 
fying, and on the suggestion of the rep- 
resentatives’ committee it has been de- 
cided that the experiment justifies the 
inclusion for this session of four such 
lectures in the ordinary series on the 
lat Mondavs in October, November, 
Januarv and February. 

“It should be a matter of concern to 
all to see that the place of insurance 
in the British economic svstem and in 
the international economic system is 
Properly appreciated. It can only be 
Properly appreciated by the risine gen- 
eration of institute members if their edu- 
cation enables them to take a broad out- 
look. The number of positions in insur- 
ance companies calling for intense tech- 
nical _knowledze is extensive, but the 
international character of their business 
makes it essential that there should be 
some education of a more general char- 


acter than that provided by the technical 
classes, ? 


Wide Company Operations 

“This matter of the broadening of the 
basis of education is particularly impor- 
tant in the light of the extensive opera- 
Hons of British insurance companies in 
loreign fields. More and more, with the 
crease in competition, and the atten- 
ton which governments are paying to 
the operations of insurance companies, 
it has become essential to maintain per- 
sonal contact between the head offices 
and the representatives of the companies 
m foreign fields. This contact is not 
° much in respect of technical matters, 
but is in the general conduct of the 
companies’ operations, involving knowl- 
Cge of countries, the history of coun- 
tries, the peculiarities of the populations, 
and the kind of trade and commerce 
which they carry on. 

Time does not permit of much of this 


information being carried on on the 
spot by visiting officials from this coun- 
try, and, speaking from my own knowl- 
edge of men who have traveled exten- 
sively, and with marked success, on be- 
half of insurance interests, I cannot be 
too emphatic in urging those who are 
advancing, or wish to advance, in their 
business to equip themselves with this 
wider international knowledge, and be 
ready to carry out missionary work when 
the opportunity is offered. Are we, for 
example, in the institute education em- 
phasizing sufficiently the importance of 
real practical knowledge of foreign lan- 
guages, or are we content to hear it 
said that we need not worry, as the 
English language is widely spoken and 
understood ?” 


November 19 Is Deadline 
For Crop Cover Premiums 

Reporting that a majority of the grow- 
ers applying for crop insurance protec- 
tion on their 1939 Winter wheat crop 
have now received notices of the premi- 
ums due in order to put their policies 
into force, Leroy K. Smith, manager of 
of the Federal Crop Insurance Corpora- 
tion, has announced November 19 as the 
deadline for 
ments in twenty of the principal Winter 
wheat states. 

Up to October 18 applications totaling 
187,756 were received in the branch of- 
fices of the corporation at Kansas City 
and Minneapolis. Premium notices have 
been mailed back to 174,258 farmers, 
Mr. Smith said. The notices inform 
the grower of the amount due under the 
policy in terms of bushels of wheat and 


receipt of premium pay- 
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the cash equivalent. The policies, which 


guarantee either 50 or 75% of the 
average yield, do not go into effect 
until the premiums have been paid. Most 


farmers, incidentally, are asking for the 
75% coverage. Mr. Smith estimates that 
Winter wheat insurance applications still 
to be sent in from state offices will bring 
the total up to approximately 192,000 
“Premium payments have begun in vol 


ume in the past several weeks,” Mr 
Smith reported. “On receipt of premium 
notices, growers pay the amount due to 
the county insurance supervisor for 
transmittal to branch offices At the 
Kansas City office, which serves the 
major Winter wheat belt, the payments 
are coming in at a rate of about 2,000 
a day, and we expect this to increass 
maternally as the deadlin appr aches.” 
ST. PAUL F. & M. DIVIDEND 
Directors of the St. Paul Fire & Ma 
have declared the regular quarterly 


ring 
liary } 


idend of $2 a share. 











Thi. 1& good citizenship 


Every advertisement which appears 
over the signature of the National Board 
of Fire Underwriters contains ideas for 
your use. To millions of property owners 
these messages convey the advantages 
of supporting a service directed toward 
the saving of life and cunservation of 
property — part of stock fire insurance 
companies’ dual service of preventing 
loss when possible and paying for loss 
when it cannot be prevented. This is 
good citizenship as well as good business. 


Read these advertisements. 


them — use them. 





HARTFORD FIRE INSURANCE COMPANY 


HARTFORD 


More, keep 


CONNECTICUT 
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Revised War Risk Schedules 
Have New Rates and Conditions 


and 
Belgium and Switzerland from one shill- 


The joint war risk rating committee of 
British marine underwriters has issued a 
new schedule of war risk rates (No. 8). 
The rates are no different from those 
established by the previous schedule, 1s- 
sued a week previously, but there are 
several new and amended conditions. In 
the “Note” under which the question of 
additional premiums for transhipment 
is left to the discretion of individual un- 
derwriters, it is now stipulated that the 
minimum addit‘onal premium tor tran- 
shipment between the United Kingdom 
and the Continent (Bordeaux-Hamburg) 
must be one shilling percent. , 

In the list of nations to the flags of 
which the schedule rates apply Finland 
has been added, though neither Fin- 
land nor Norway (previously included) is 
believed to have naval vessels in the 
Mediterranean to protect the national 
mercantile marine. 

A new provision stipulates that in any 
event the overseas carrying vessel must 
sail within thirty days of acceptance of 
the original declaration and that the cur- 
rent schedule rate will only apply if the 
vessel sails within seven days of accept- 
ance. Failing compliance with this pro- 
vision, the schedule rate current on the 
date of sailing must apply as the mini- 
mum, 

Palestine is now excepted with China, 
Hong-Kong, Dairen, Manchukuo, Spain 
and Spanish possessions from the pro- 


vision that cover against the risks of 
strikes, riots and civil commotion only 
may be granted at a minimum of six- 


pence percent, but of course the rate for 
this risk would be higher than the mini- 
mum for Palestine in the present turbu- 
lent condition of that country 

In the paragraph defining the 
sea route” between Britain and Conti- 
nental Europe, “Amsterdam” has been 
substituted for “The Hook of Holland,” 
so that now the northern limits are 
Harwick-Amsterdam and the southern 
limits Southampton-St. Malo, all routes 
within these limits being included 

Open slips and/or open contracts cov- 
ering war risks may not be written with- 
out a forty-eight hours’ cancellation 
clause 

It is emphasized that the scale is for 
direct shipments only. 

War Risk Scale for Specie 

The scale of war risk rates 
for specie, bonds, securities, notes, pre- 
cious stones, jewelrv and similar inter- 
ests has been issued by the joint rating 
committee of marine underwriters, Lon- 
don. This title is a reversion to the 
title customary for these additional rates 
before the whole treatment of the risks 


“short 


revised 


was changed during the recent crisis. 
and the present rates cover the risks of 
strikes, riots and civil commotion as 
well as of war 


One of the chief changes in the scale 
is a reduction of the rates for ship- 
ments, including consignments by air, to 


“COLLISION” 
Action 


UNDER AUTO FORM 


was brought on an automobile 


damage policy excluding coverage of 
damage caused by collision with another 
object. The automobile was parked in 
a vacant lot adjoining a building, and 
the damage was caused when a person 
either jumped er fell from the third 
story of this building and landed on the 
evr, The Hlinois Appellate Court, Teitel 
baum St. Louis Fire & Marine, 15 
N.E. 2d, 1013, held that the accident was 


caused by a collision with another object 
within the exclusion clause of the policy 
and that the plaintiff could not recover. 


from Britain and France, Holland, 
ing to sixpence for £100. There is a 
case for bringing the rates to the same 
level, since firms concerned do not al- 
ways know by which route the consign- 
ments are being shipped. The corre- 
sponding rates for Scandinavia and Ger- 
many (excluding Baltic ports) remain at 
one shilling for £100, and, likewise, the 
rate for Italy, excluding consignments 
via the Mediterranean. Palestine is ex- 
cluded, but only to the extent of indi- 
cating that consignments would be held 
covered at a premium to be arranged. 


Disturbances in the Far East are re- 
flected in an increase in some of the 
rates to and from Hong-Kong. The 
outward rate from Europe to Hong- 


Kong has been raised to five shillings, 
which remains the rate for homeward 
consignments; the new outward rate 
compares with three shillings hitherto. 
For consignments between India and 
Hong-Kong 2s. 6d. is now quoted, com- 
pared with ls. hitherto, and the group of 


rates for cons‘gnments between Hong- 
Kong and the United States via the 
Pacific and between Hong-Kong and 


Japan and Hong-Kong and the Philip- 
pines becomes 1s. 6d. per £100, against 
ls, in the previous scale. 








Anglo-Australian Broke In 
Two, British Court Holds 


\ British government court of inquiry 


this week decided that the freighter 
Anglo-Australian probably broke in 
halves “from deck to keel” after her 


shelter-deck buckled. This 5,456 ton ves- 
sel, carrying a crew of thirty-nine, dis- 
appeared in March in mid-Atlantic while 
on a voyage from England to Vancouver. 
\fter being reported off the Azores on 
March 14 nothing has since been heard 
from or about her even though she was 
equipped with wireless. The British 
court of inquiry pointed out that more 
than half the ship’s deadweight was con- 
centrated amidships; also that it was 
unlikely than an explosion or collision 
caused the disappearance. 











HOLD CONFERENCE ON AGENTS 

The problem of over-supply of agents 
in Oklahoma City, caused for the reason 
that companies have in the past persist- 
ently appointed agents without regard to 
their qualifications or experience, was 
discussed Tuesday at a conference in 
Oklahoma City between a special com- 
mittee of the Western Underwriters As- 
sociation and the Oklahoma City Ex- 
change. Members of the W.U.A. com- 
mittee who went to the conference were 
“. A. Henne, vice-president, America 


Fore Group; S. M. Buck, vice-presi- 
dent, Great American; William K. Max- 
well, vice-president, Hanover Fire. 


Charles F. Thomas, secretary-manager of 
the W.U.A., accompanied the committee. 
T. GRANT SLAUGHTER DIES 


Widely known in 
circles, T 


Louisville insurance 
Grant Slaughter, 80, agent for 


the First Kentucky Fire, died last Fri- 
day An insurance man for more than 
half a century, he conducted his own 


business until 1934, when he joined the 
staff of the fire insurance company. 
Failing health forced him to give up 
active connect'on with the firm two vears 
avo. The oldest member of the Louis- 
ville Board of Fire Underwriters, he was 
an organ'zer, with the late C. H. Shack 
elton of the old Louisville Male Chorus 
and sang in church choirs for many 
years. ° 





Heads Inland Marine Dep’t 
Of Fire Adjustment Bureau 





A. C. BENNETT 


The Fire Companies’ Adjustment Bu- 
reau announces the appointment of A. C. 
Bennett to the position of supervisor of 
inland marine department of the bureau 
at the New York office. Mr, Bennett is 
widely and favorably known in inland 
marine insurance circles, having been em- 
ployed in this line of work for the past 
associated 


twenty-one years. He was 
with Albert R. Lee & Co. for about 
eight years, ending in 1925, following 


which for about ten years he was vice- 
president and manager of the New York 
office of Toplis & Harding. Latterly he 
has been doing independent work. 

Because of its widespread branch of- 
fice set-up, the bureau is in position to 
give prompt and efficient service in in- 
land marine matters, and Mr. Bennett 
will add much to the present facilities 
of this important department. 





I.M.U.A. Rule Change On 
Stamp Collection Floaters 


The Inland Marine Underwriters As- 
sociation has adopted the following reso- 
lution with respect to insurance on stamp 
collections: 

‘Be it resolved, that the stamp collec- 
tion floater rules be and they hereby are 
amended by the addition of the follow- 
ing rules: 

“Extension of territorial limits: The 
territorial limits may be extended pro- 
vided the rate and minimum premium 
are increased at least 50%, subject to 
short rate for short term. 

“War risk: It is permissible to extend 
policies to include the risk of war pro- 


vided a minimum additional rate of 
4%* is charged on the entire amount 
of the policy, and provided the pre- 


scribed war risk endorsement is used. 
‘“*The form and rate committee is au- 
thorized to promulgate such changes in 
the additional rate for war risk as may 
from time to time be necessary.” 
B. D. O. MEETIN“S IN MICHICAN 
With the first such session scheduled 
in Adrian this week, the Michigan As- 
sociation of Insurance Agents is experi- 
menting with a new plan in promoting 


the Business Development Office pro- 
gram. It is proposed to hold afternoon 
round-table mectines in selected cities 
rather than the more elaborate dinner 


sessions which marked the inauguration 
of this activity in the state. The Adrian 
meeting Tuesday was attended by Waldo 
O. Hildebrand, Lansing, secretary-man- 
ager of the Michigan \ssociation : 
Joseph W Mundus, Ann Arbor, chair- 
man of the state association’s B. D. O. 
committee, and Clarence Hubbard 
troit, state agent, Home of New York. 
chairman of the fieldmen’s state central 
B. D. O. committee. 


oo 
ASSISTANT MARINE MANAGER 


Aetna Fire Appoints Frank A. Aiken tp 
Assist Purcell in New York 
City Office 

Frank A. Aiken has been appointed 
assistant manager of the New York City 
marine department of the Aetna Fire 
Group and will be associated with Marine 
Manager John F. Purcell in ocean ang 
inland marine underwriting. 

Mr. Aiken began his insurance career 
in 1925 at the New York office of the 
United States Fidelity & Guaranty (, 
He was later made agency liability yp. 
derwriter, thereafter being appointed 
special agent. That was the position 
he occupied when he left the employ 
of that company in 1929 to accept a posi- 
tion with the Marine Office of America 
as assistant underwriter, specializing ip 
protection and indemnity underwriting 
including liability risks commonly writ. 
ten by marine interests. 

He has also had charge of bridge 
underwriting and at present acts as 
chairman of. the bridge rating commit. 
tee of the Inland Marine Underwriters 
Association, During this season Mr. 
Aiken will deliver a course of lectures 
on marine insurance before the Insur- 
ance Society of New York. 

Mr. Aiken is now in Hartford for a 
few days to become acquainted with the 
home office marine department and the 
general policies of the companies of the 
group. 





Burden of Proof on Assured 


In Auto Theft Policy Case 


In an action on an automobile theft 
policy the Texas Court of Civil Appeals 


held, Commercial Standard v. Billings, 
114 S.W. 2d, 709, that proof that the 
insured mortgagee could not find the 


automobile on the mortgagor’s premises 
would not prove that the car was stolen 
and would not negative the possibility 
that the automobile, if stolen, was taken 
by someone in the insured’s household 
or in his employment, as excepted by 
the policy. The evidence was silent as 
to whether the insured had a household 
or whether he had any employes, or 
whether he did not part with the car vol- 
untarily, or that he was not guilty of 
wrongful conversion or secretion of the 
automobile, also excepted by the policy 
Such proof could be made by circun- 
stantial evidence. 

The Texas court held that the excep- 
tions clauses in the policy placed the 
burden of proof upon the plaintiffs to 
negative such exceptions by showing that 
their cause of action did not come within 
such exceptions. As the burden was not 
sustained judgment for plaintiffs was te- 
versed for a new trial. 


Get Back $50,000 After 
Air Crash Investigation 


London underwriters are to be handed 
back $50,000 between them for money 
paid out on claims following the loss 
of jewels in the disastrous air crash in 
Italy last April. The crash involved the 
death of nineteen people returning from 
the wedding of King Zog of Albania. 
Jewelry valued at $200,000 was carried 
in the plane, but only about one-half 
of it was recovered after the crash. It 
was learned, however, that peasants VIs- 
iting the scene had picked up much of 
the jewelry and had disappeared with it 
Nearly $100,000 worth vanished in this 
way. All the jewels were covered at 
Lloyd’s and underwriters paid out nearly 
$200.000 in consequence. 

Now they will get $50,000 as a result 
of the long and exhaust‘ve investigation 
begun by the Paris agents of the Lon- 
don firm of assessors, Tyler & Co. In- 
quiries were made in Naples and other 
Italian towns and cities near the scene 
of the disaster and it was discovered 
that peasants had gone round offering 





jewels for sale at ridiculous prices. 
number of hoboes were also traced 4 
having found and sold jewels from the 
air wreck. Most of the jewelry has been 
recovered and the assessors’ agents have 
conciuded their investigation. 
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Preferred Risk Plan for Private 
Cars Approved by Pink for Dec. 1 


Superintendent of Insurance Louis H. 
Pink of New York State announced yes- 
terday that he had approved the pre- 
jerred risk rating plan for private pas- 
senger automobiles which has been pre- 
pared by the special conference commit- 
ee and filed by the National Bureau of 
Casualty & Surety Underwriters and the 
Mutual Casualty Insurance Rating Bu- 
rau for use in New York State. The 
new plan will become effective Decem- 
her 1, 1938, coincident with the promul- 
vation of revised rates for automobile 
‘surance in this state. These rates will 
be announced by the Department at the 
end of this month. 

The new plan is a result of lengthy 
study and consideration given by the 
special committee which earlier in the 
year Was appt inted to reconcile various 
proposals of this nature including the 
safe driver reward plan. All of these 
plans had the object of providing a re- 
duced rate for bodily injury and prop- 
erty damage liability insurance to be 
applied to the large group of private 
passenger automobiles operated by care- 
ful drivers. The approved plan is to be 
used in New York State by all com- 
panies issuing policies covering the 
aforementioned risks. 

Class A Rates for Preferred Risks 
The plan as approved provides Class 
\ rates for the preferred risk to recog- 
nize the non-occurrence of serious or 
repeated accidents during a_ prescribed 
period beginning two years prior to the 
effective date of the policy. Higher rates 
are to be charged for automobiles where 
the accident record is such as to classify 
the risk as not eligible for the pre- 
ferred rates. 

The rules and mechanics of operation 
in the new plan have been simplified as 
much as possible. Furthermore, the plan 
is designed to place a large share of re- 
sponsibility for accurate rating informa- 
tion upon the insurance company issuing 
a policy and obligates previous carriers 
to promptly furnish the proper records 
for such purposes. 

Objects and Application of the Plan 
In descriptive material about the plan, 
which was explained to company men 
and producers during October, the objects 
and application of preferred risk rating 
were set forth as follows: 

The preferred risk rating plan for pri- 
vate passenger automobiles is designed 
to provide a reduced rate for bodily in- 

jiry and property damage liability in- 
surance to be applied to the large group 
‘ri automobiles operated by careful 
am S. Higher rates are provided in 
the plan for the automobiles operated 
a drivers who have demonstrated that 
they do not belong in the preferred 
sroup. 

The preferred risk rating plan is based 
on the theory that a safe driver operat- 
ng an automobile in a manner which 
“aleguards the lives and property of 
“ers deserves recognition in terms of 
automobile liability insurance cost. Thus 
he non-occurrence of serious or re- 
peated accidents during a_ prescribed 
oo a has been introduced as a 
ar Ta teen to recognize the 
should : nil his method of rating 
“silage as an incentive for all 

‘CTS to mMprove their driving habits. 
Ri Alen plan shall be applied to every 
1. wvle, not excluded under (c) 
“assified by the manual as a private 
Passenge; automobile rovided ; 

(1) 5 ee? re, provider : ; 

e classification rate applicable is 


based upon the private passenger speci- 
fied car rate, and 

(2) Such automobile is insured on the 
specified car, automobile fleet plan or 
more automobiles than operators basis. 

(b) Subject to the above provisions 
the plan shall also apply to insurance 
written in accordance with any of the 
following manual rules: 

Section of 


Name of Rule Manual 


Drive other car coverage—all Non-Owned 
forms when added to a Automobiles 
policy insuring automobiles 


subject to the plan; Garage Rules 


garage 


employes’ cars; named op- 
erator policy —private pas- Non-Owned 
senger automobiles; trailers Automobiles 


and semi-trailers—when used 


with an automobile subject Miscellaneous 


to the plan. 


Where Plan Does Not Apply 


(c) The plan shall not be applied to 
any automobile classified by the manual 
as a private passenger automobile: 

(1) If 
which 


such automobile is part of a fleet 
is eligible for experience rating, or 
(2) If 
payroll basis under 
(3) If 


not based 


such automobile is insured on the 
a garage payroll policy, or 
automobile is rate 


such written at a 


upon the private passenger specified 
car rate. 
Definitions 

(1) Experience period: The experience 
period shall be the twenty-one months 
beginning two years prior to the effec- 
tive date of the policy and ending three 
months prior thereto. 

(2) Automobile: The automobile shall 
mean an automobile or motorcycle of 
the private passenger type as defined in 
the definitions rule in the private passen- 
ger automobile rules section of the man- 
ual, including any trailer and semi- 
trailer used in connection therewith. 

(3) Accident: An accident shall mean 
the occurrence of an incident during the 
experience period resulting in bodily in- 
jury liability or property damage _lia- 
bility, or both, arising out of the use of 
an automobile as herein defined, owned 
by the named insured, in consequence 
of which 

(a) An amount has been paid as a loss by or 
on behalf of the 
by the company insuring such automobile, or 

(b) An amount 
half of the 


pending 


owner of such automobile or 


is held as a reserve, on be- 
insurance 


bodily 


insured, by an company 


for any claim for injury or 


property damage, or 


(c) A civil suit is pending in court against 
the owner of such automobile as the result of 
such accident. 

Note: The accident record shall be 


determined as of a date thirty days after 
the expiration of the experience period 

Claim expenses only and medical first 
aid expenses only shall not constitute a 
loss under this definition. 

Rates and Rating Procedure 

The accident record of each automo 
bile while owned by the named insured 
or any replacement or substitution there- 
of during the experience period shall de- 
termine the rate to be applied to such 
automobile or any replacement or sub- 

(Turn Back to Page 30) 


MERRELS TO GIVE LECTURE 

I’. B. Merrels, assistant manager, cas- 
ualty claim department of the Travelers, 
will present a lecture to students of the 
casualty course, Insurance Institute of 
Hartford, November 17. He will speak 
on the benefit schedules of the compen- 
sation laws. 
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Nation-Wide Tribute Paid 
Silliman Evans, E. J. Bond 


General agents and branch office man- 
agers of the Maryland Casualty through- 
out the U. S. A. have united in spon- 
soring a Silliman Evans-Eddie Bond 
tribute in the form of a high volume of 
new business to be delivered during 
October, November and December. This 
tribute originated with a group of gen- 
eral agents who attended the recent 
fortieth anniversary celebration of the 
Maryland and who subsequently decided 
to show in some tangible form their es- 
teem and loyalty for the two leaders and 
for the company. 

Quietly and without their knowledge 
plans for the tribute developed and an 
organization, semi-military in setup, was 
built up to embrace all representatives 
of the company. John W. Donahue, 
resident vice-president in charge of the 
Philadelphia branch, as the oldest vice- 
president in point of service, was desig- 
nated commander-in-chief by the field 
force, and under his direction the coun- 
try has been divided into eight brigades, 
each headed by a brigadier general. 

Upon Mr. Evans’ return from abroad 
last Summer he and Mr. Bond were ap- 
prised of the tribute program and in 
messages sent to the tribute leaders, 
both executives accepted the testimonial 
with deep appreciation. Brigadier gen- 
crals include: 

New England Brigade, D. S. 
D. Paige & Co., 
KR. 4. 

Middle Atlantic Brigade, Charles S. Ashley, 
Tr., resident vice-president, New York. 
Brigade, E. L. Castleton, 
dent manager, Atlanta, Ga. 

Middlewestern Brigade, Harry B. Quinn, resi- 
dent vice-president, Detroit. 

Brigade, Roy T. Baker, Baker 
Insurance Agency, general agents, Fargo, N. D. 
Brigade, Melvin J. Miller, Du- 
Rutledge & Miller, general agents, Fort 


Clifford 


Providence, 


Paige, 


general agents, 


Southeastern resi- 


Northwestern 


Southwestern 
Bose, 
Worth. 

Far Western 
dent 


Brigade, S. L. Webster, 
vice-president, San Francisco. 
Brigade, F. A. 


Lawson & Co., 


resi- 


International 


nald 


Regi 
Ltd., Winnipeg, Canada. 


Lawson, 


Frank M. Parrish Dead 
Frank M. Parrish, general solicitor, 
claims bureau, Association of Casualty 
& Surety Executives who was a widely 
known expert in the field of Federal 
criminal law, died Wednesday afternoon 
at St. Luke’s Hospital, New York, after 
a brief illness. The cause was acute 
sinus infection. He was 43 years old. 

A. & H. MEN CHANGE JOBS 

Warren R. Rehman, assistant super- 
intendent of A, & H. lines in the New 
York office of the United States F. & G., 
has resigned to join the Continental Cas- 


ualty as an A. & H. underwriter in New 
York. Succeeding him in the U. S. F. 
& G. is George C. Hamlin, formerly 


\. & H. claim adjuster who has been 
transferred to the underwriting division 
under supervision of Superintendent H. 
M. George. 


Casualty Actuaries In 
Annual Meet Nov. 17-18 


THESE ON LIST OF SPEAKERS 


Much Discussion Planned on Variety Of 
Subjects Engaging Attention of Those 
In This Business 


completed for the 
Casualty Actuarial Society’s annual meet- 
at Hotel Biltmore, New York, No- 
vember 17 and 18. The meeting will be 
opened at 10 o'clock, the order of busi- 
ness including the secretary’s 
admission of new Associates and Fel- 
lows, election of officers and three mem- 
bers of the Council. The presidential 
address will be made by Leon S. Senior, 
general manager, Compensation Insur- 
ance Rating Board of New York. His 
subject is “Experience Rating on the 
Road to Reform.” 

This address will be followed by formal 
discussion of papers previously submitted, 
and a recess for luncheon. In the aft- 
ernoon the following papers will be pre- 
sented: “Watch Your Statistics.” G. F 
Michelbacher, vice-president, Great 
American Indemnity; “Surety Rate Mak- 
ing—an Approach to the Subject,” Ed- 
ward C. Lunt, vice-president, Great 
American Indemnity; “Aviation Insur- 
ance,” Barbara H. Woodward, New York 
Insurance Department, daughter of the 
late Joseph H. Woodward, the actuary; 
“Tables Adapted for Machine Commu- 
tation,” Francis S. Perryman, secretary 
and actuary, Royal and Eagle Indemnity 
companies. 


Plans have been 


ing 


report, 


Plans for Dinner 

After a Council meeting at 5 o'clock 
the twenty-fourth anniversary dinner 
will be held at 7. The speakers ari 
Louis H. Pink, Superintendent of In- 
surance, New York; S. Bruce Black, 
president, Liberty Mutual; Edson §S 
lott, chairman of the board, United 
States Casualty; Edward C. Stone, Unit- 
ed States general manager and _ attor- 
nev, Employers’ Liability, 

On Friday there will be 
cussion of surety rate making 
adopted by surety experts 
with principles followed by casualty 
tuaries. The discussion will be opened 
by Martin W, Lewis, president T 
Rating Bu-eau, Inc. 


informal dis 


methods 


compared 


wher 


Travelers Makes Changes 
Among Branch Office Men 


Travelers branch office personnel 
changes were announced this week as 
follows: Kortbeck Jensen, New York 
has been made an assistant manager of 


casualty lines at the Forty-second Street 
branch under Manager R. W. McClaskey 
\. Garnett Smither, Ir. field nt. 
casualty lines, Camden, ‘N. J., branch 
will transfer, November 7, to the Char 
lotte, N. C., branch, and Edward A. Trott 


now field assistant, casualty lines 


assista 


Bridgeport, Conn., will fill the place left 
vacant by Mr. Smither at Camden 
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Nat'l Surety Promotes 
Putnam L. Crafts 


PRODUCTION MANAGER IN N. Y. 
J. H. Taylor Is His Successor as Con- 
tract Bond Manager in New York; 
Their Respective Careers 
Putnam L. Crafts, who has spent his 
entire surety career with the National 
Surety, and whose ability is well recog 
nized along William Street, has recently 
been promoted to production manager in 
the New York office of the company. For 
the past ten years Mr. Crafts has been 
manager of the contract bond depart 
ment in this branch and he is succeeded 
in this post by J. H. Taylor, who comes 


from the New Amsterdam Casualty’s 
New York branch office. 
Mr. Crafts is a brother of James F 


Crafts, who was recently promoted by 
the Fireman’s Fund Insurance Co. to 
head its Eastern department in Boston. 
Both are natives of East Orange, N. J., 
where they attended East Orange High 
School. 

Putnam L spent two years at New 
York University and completed a law 
course at New Jersey Law School at- 
tending evening classes. His first busi- 
ness experience was gained in Brown 
Brothers, private bankers in New York, 
following which in 1921 he joined the 
National Surety Co, in its home office 
reinsurance department. He _ branched 
out into underwriting and when Vincent 


Cullen was elected vice-president in 
charge of Greater New York activities 
of the company he selected Mr. Crafts 


to be in charge of contract bonds in his 
then newly opened branch office. That 
was in 1928. Since then Mr. Crafts has 
participated in the writing of many of 
the biggest contract bonds placed in this 
area, and his good work has won for 
him promotion to production manager 
handling all lines. Outside of office 
hours his hobby is tennis in which he 
excels. 


J. H. Taylor’s Background 


J. H. Taylor, who handles contract 
and miscellaneous bonds in the New 
York branch, is a graduate of Cornell, 
class of 1925. His first experience was 
with the National Surety, 1925 to 1929, 
following which he joined the Standard 
Accident as manager of the contract 
bond department in its New York branch 
office, 1929-34. He then spent a few years 
with the New Amsterdam Casualty in its 
metropolitan bonding department as a 
production man, rejoining the National 
Surety in September to succeed Mr. 
Crafts 


Remington to Underwrite 


For Globe in Philadelphia 


John M. Richardson, Philadelphia 
resident vice-president Globe Indemnity, 
has appointed Harold K. Remington, Jr., 
to be in charge of automobile bodily in- 
jury underwriting. Mr. Remington has 
been assistant manager, National Bu- 
reau of Casualty & Surety Underwriters 
in Philadelphia. He is the son of Harold 
K. Remington, secretary, Fidelity & 
Casualty. 


M. W. LEWIS GETS SOMBRERO 

One Mexican straw combrero, a yard 
wide and a yard high, with all the trim- 
mings so dear to the inhabitant of the 
land of manana, including the gayly 
colored strings to go under the chin and 
hold it in place, will soon grace the walls 


f the office of President Martin W 
Lewis of the Towner Rating Bureau, 
New York 

This hat, with the proper dedication 


stamped thereon, and witnessed by the 
signatures of fifty-eight of the members 
of the Surety Underwriters Association 
of Los Angeles, was shipped to Mr. 
Towner October 29 as a memento of his 
visit to Los Angeles, and of his wearing 
it at the barbecue given in his honor 
last July 12, at the Uplifters Ranch. 
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National Body For 
Claim Men Delayed 


LOS ANGELES MEETING HELD 





Effort to Stop Court Practice of Im- 
posing Heavy Penalties When In- 
surance Is Involved 





Temporary suspension of any effort to 
organize a national association of claims 
men: going on record against unethical 
practices by adjusters, and entertaining 
a suggestion that publicity be turned on 
Los Angeles Small Claims Court, in or- 
der to correct a situation there that is 
inimical to insurance interests, were the 
three outstanding features of the Casu- 
alty Insurance Adjusters Association of 
Southern California meeting October 27. 

President William Cleves laid the na- 
tional association matter before the 
meeting. It was thought unwis° to form 
such an organization, due to the prob- 
able solution of the problem throngh di- 
viding attorneys and adjusters by the 
joint conference committee of the Ameri- 


can Bar Association and insurance in- 
terests. It was said that in some in- 
stances association members had been 


told by their companies not to affiliate 
with such an organization. 

Attention was called to the Small 
Claims Court situation by an attorney 
from an Eastern state who had visited 
the court. He observed that there 
seemed to be but little regard paid to 
the law in the cases heard; that in acci- 
dent cases one of the most frequent 
questions asked was whether the de- 
fendant was insured, and if the answer 
was in the affirmative, then the penalty 
imposed always was much heavier than 
when such a situation did not exist. It 
was suggested that the publicity com- 
mittee find some means of obtaining 
publicity on the conditions existing and 
thus seek to have them corrected. He 
said that such action in another state 
had resulted in correction of a similar 
situation. In this connection the matter 
of having the publicity committee give 
to the members news concerning the hap- 
penings in insurance cases, where there 
might be an interest in the action taken 
or the results attained, was taken up, 
but no action resulted. 


OVERWORK NOT COMPENSABLE 


One who collapses from overwork has 
no claim for workmen’s compensation, 
says the New Jersey Supreme Court. 
The case was that of Christopher Mal- 
ley stricken with a heart attack while 
making milk deliveries in Hoboken. He 
had been awarded $20 a week compensa- 
tion, the award being upheld by the 
Hudson County Courts, He died while 
an appeal was pending. “In homely 
phrase,” said Justice Parker in the 
court’s opinion, “if the evidence shows 
anything it is simply a case of overwork; 
the sort of case that arises every day 
among all classes and in all kinds of 
work.” 





RESPONSIBILITY LAW ANALYSIS 

The Association of Casualty & Surety 
Executives has just published, in chart 
form, an analysis of the principal pro- 
visions of the state laws on financial 
responsibility. This chart brings up-to- 
date changes effected by new laws and 
amendments in all states having finan- 
cial responsibility laws. The association 


will mail this chart to interested per- 
sons upon application, for a nominal 
charge. 


MOORE RESIGNS FROM BOARD 

Avery C. Moore has resigned as secre- 
tary of the Oklahoma State Insurance 
Board, effective November 1. He will 
continue his business activities as gen- 
eral manager of the National Mutual 
Casualty, Tulsa, which position he will 
take immediately. His successor as sec- 
retary of the Insurance Board is Robert 
M. Siegfried of Talsa. Mr. Siegfried is 
with the R. H. Siegfried local agency of 
that city. 


——— 


Hospital Plan Must Be Extended 
If Government Is to Be Kept Oy; 


Extension of the present 3-cents-a-day 
hospitalization plan to include medical, 
surgical, nursing and dental costs was 
made October 18 by David H. McAlpin 
Pyle, president of the United Hospital 
Fund. Mr. Pyle, who was addressing a 
joint session of the Hospital Standard- 
ization Conference of the American Col- 
lege of Surgeons and the Greater New 
York Hospital Association, in New York, 
also. predicted that the present plan 
would be extended to include insurance 
to provide for the period of convales- 
cence at home or in a_ special con- 
valescing institution. 

Mr. Pyle declared that these exten- 
sions “must not be combatted by the 
medical profession or the hospitals, be- 
cause the demand for them arises not 
from within our own ranks, but from 
the millions who, under the present sys- 
tem of economics, cannot afford to pay 
the price for good care in sickness and 
must either go without it or become 
objects of charity.” 

Look to Government 

“If through voluntary enterprise on a 
cooperative, non-profit-making basis we 
do not make these services available at 
a price that the majority can pay, then 
certainly those people must look to gov- 
ernment to so order our economy that 
the same ends will in some other man- 
ner be attained for them.” 

The speaker advocated that where the 


patient is unable to pay for needed meq}. 
cal care, but is not eligible to receiv 
free care because he is not defined 
indigent, the voluntary hospitals shoyjs 
be permitted to provide certain services 
at moderate rates. Mr. Pyle continued. 

“Every physician and _ surgeon ha; 
many private patients whose income 
are so limited that they are unable 
pay the ‘asked for’ price of consult. 
tions, diagnostic studies and laboratory 
and X-ray examinations. Yet all oj 
these may be needed to make a correc 
diagnosis and then to determine the bes 
treatment. 


Attitude Toward Indigent 


“The cost problem again confronts th; 
physician when expensive treatment js 
involved, such as costly drugs, seryp 
and vaccine therapy, or X-ray and mm. 
dium therapy. But the policies of many 
voluntary hospitals are still based op 
supplying these services only to the in. 
digent sick. 

“Thus, because many patients cannot 
pay the purchase price, the doctor j: 
handicapped in giving them all that sci- 
ence and experience has to offer. Then, 
too, many patients make tremendou: 
sacrifice, or burden themselves with deb; 
in order to obtain essential services, anj 
sometimes, as a result, suffer ment 
anxieties which do much to retard their 
recovery.” 





IRKED BY LAW’S LIMITS 





Michigan High Court Finds Itself Unable 
To Deal Satisfactorily With 
Compensation Case 

Continued irritation of the Michigan 
Supreme Court at the provision in the 
state workmen’s compensation law, which 
limits the court’s jurisdiction in appeals 
to questions of law, unless the compen- 
sation board of the labor and industry 
department makes an award without 
supporting evidence, seems to be ex- 
pressed in a current opinion of the high 
tribunal in David McIntyre vs. Bohn 
Aluminum & Brass and Maryland Cas- 
ualty. 

Justice Henry M. Butzel, who wrote 
the opinion, points out that this case 
gave the court considerable concern but 
it was found necessary, as before, to 
affirm an award where, “had we been 
triers of the facts or weighers of the 
testimony, there might have been a re- 
versal.” The court was unable to set 
aside the compensation board’s denial 
of compensation since there was some 
testimony to support the finding. 

The plaintiff employe sought compen- 
sation for lead poisoning. not under the 
1937 act making occupational diseases 
compensable, but on the ground that he 
and other workmen in the company’s 
brass foundry were victims of an acci- 
dent when a ventilating fan was burned 
out but work was continued for several 
hours. The incident occurred sometime 
before broadening of the act to include 
occupation ills. McIntyre’s job, it was 
cited, was the heating of graphite molds 
into which molten lead and copper were 


poured. Fumes and lead vapor con- 
stantly arises in the operation. it is 
agreed. The claimant did not become 


ill immediately, however, but was _ hos- 
pitalized, along with some fifteen of the 
eighteen men working on the shift, sev- 
eral days later. He stayed in the hos- 
pital five or six weeks and was at home 
afterward for another seven weeks. He 
was taken back by the employer only as 
a janitor but was unable to continue in 
that capacity and since has been refused 
further employment. 

The company doctor 


denied lead 


poisoning could be contracted from a 
single exposure such as would have been 


MANY ATTEND COURSE 





Continental Casualty Assisting New York 
Producers With Educational Acci- 
dent and Health Lectures 


The number of insurance producers 
evincing interest in accident and health 
insurance was brought forcibly to the 
attention of executives of the Continental 
Casualty October 17 when a capacity 
group attended the first session of the 
accident and health insurance educational 
course sponsored by the company in Neu 
York. 

Floyd N. Dull, vice-president, reviewed 
the history and financial structure of the 


company. 
The standard accident policy, with 
medical reimbursement, was then dis 


cussed by E, A. Hauschild, assistant sec- 
retary, accident and health department 
who brought to the attention of the pro- 
ducers various combinations in which it 
might be sold and practical application 
of the coverage in event of claim. 

Following the analysis of policy cover 
age Francis T. Curran, production super 
visor, metropolitan accident and health 
department, gave some sales aids. 

A feature of these lectures is that each 
is a unit in itself. Conducted under the 
direction of E. S. Robinson, who is met- 
ropolitan manager of the company, they 
will continue until the Christmas holt 
days. The speaker at the second lecture 
was Frank E. Mueller, Jr., agency secte- 
tary, home office A. & H. department. 





Contractors Allowed Less 


Time for Code Compliance 


New York State Industrial Commis 
sioner Miller has authorized new proce 
dure to expedite enforcement of the 
code to control silica dust in rock drill 
ing. Under the new procedure contrac 
tors ordered for the first time to pt 
vide and use approved dust contr 
equipment will be allowed ten days ™ 
which to comply instead of thirty days 
as previously. 


the situation in this case. There W® 
medical testimony to the opposite effect 
however. A deputy commissioner mat 
a compensation award but the full boat’ 
reversed that action, denying compens* 
tion, and the reviewing court reluctat 
upholds the commission. 
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Satur- 


the 
an automo- 


November 12 issue of 
Post 


message of 


The 
lay Evening will carry 
bile insurance considerable 
mportance to more than a million Amer- 
can motorists who will shortly begin to 


rewards for safe driving 


receive money 
n the streets and highways during the 
past twelve months. This measure is in 


the form of a double spread advertise- 
ment, sponsored by thirty stock casualty 


companies which embarked upon a pro- 


gram of cooperative advertising early 
this year when the safe driver reward 
plan was announced. 


The S.E.P. 
the present year’s campaign which was 
conducted in 
the plan was effec- 


spread is the wind-up of 


largely daily newspapers 
in the states where 


The J. Walter 
the advertising 


tive. Thompson Co. was 
which prepared 


cooperation 


agency 


the series, working in close 


with a committee of insurance advertis- 


C. W. Van 


ing men made up as follows: 





OntheP Production“Firing Line” 


s E. P. Double Spread Ad Nov. 12 
Boosts Safe Driver Reward Plan 





promoting the cause of Safety 
on America’s Highways 





rete 





Beynum, Travelers, chairman; A. W. 


Spaulding, Hartford Accident; Stanley F. 
Withe, Aetna Casualty & Surety, and 
David C. Gibson, Maryland Casualty. 


This committee in turn worked with the 
special committee of company executives 


handling the safe driver reward plan. 
Reproduced on this page, the S.E.P. 
double spread features the Safe Driver 


Gold Chevron card which will be pre- 
sented to each winner of a cash reward 
“in recognition of his careful driving 
and consideration for the lives and prop- 


erty of others.” Details of the safe 
driver reward plan are succinctly pre- 
sented, and it is emphasized that those 
eligible to win the rewards are private 


passenger Car owners individually insured 
for twelve months for bodily injury and 
P.D. liability who have insured with any 
one of the sponsoring companies in any 
one of the thirty-four states and the 
District of Columbia where the plan is 
in effect. It is also stated that “the 
launching of the safe driver reward plan 
was made possible by the cooperation of 
thousands of agents and brokers who 
represent the sponsoring companies listed 
in the ad.” 





Kenneth Thompson Ten Yrs. 
With Glens Falls Indemnity 


Kenneth Thompson, production man- 
ager of the brokerage department in the 
New York branch office of the Glens 
Falls Indemnity, observed his tenth an- 
niversary with the company recently. 
The staff remembered the occasion with 
flowers and Mr, Thompson received 
many congratulatory messages. Before 
his connection with the Glens Falls In- 
demnity he served the United States F. 
& G. and the Maryland Casualty. His 
aie experience has been along William 
Street where he is well known and liked. 








G. F. AVERY PROMOTED 


George F, Avery has been promoted 
to assistant manager in the Pittsburgh 
branch office of the United States F. & 


G., having previously been field repre- 
sentative attached to this office. Prior 
to that he was with the Syracuse office 
of the company. He joined the U. S. 
F. & G. in 1922. 


A & Hi. CLUB MEETS NOV. 17 

The Accident & Health Club of New 
York will hold its annual meeting Thurs- 
day evening, November 17, at the George 
Washington Hotel, Twenty-third Street 
and Lexington Avenue, New York. 
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Columnist Phil Braniff of Tulsa 
Hails E. S. Lott as Front-Line General 


Phil 
whose 
of company 2 
throughout the U. S devotes his cur- 
rent issue to Edson s gor board chair- 
man of the United States Casualty, whom 
he hails as a front-line general carrying 
the banner of stock insurance during ‘the 
days when battles Were fought outdoors. 
Mr. Braniff, writing from the home office 
of the Insurors Indemuty & Insurance 

Tulsa, says: 


Braniff, Oklahoma philosopher 
weekly column goes into thousands 
_ each week 


Recently I dropped in to see Edson S. 
Lott. Dropping in to see Uncle Edson 
is like going back to your old home 
town—like leaning against the tree where 
you smoked your first cigar—like march- 
ing beside Pershing. Uncle Edson is a 
great figure in insurance. You oldsters 
remember him as the man who led the 
attack. You youngsters have heard of 
him as the man who carried the banner 
of stock insurance during the days when 
battles were fought outdoors. He is a 
front-line general—one who marched at 


the head of his soldiers. 

Edson Lott didn’t annihilate the mu- 
tuals. I don’t believe he even wanted 
to—but he made them better mutuals. 


He pointed to their every weakness and 
played the role of doubting Thomas to 
their every step. He —— and he 
preached and he lived and guided him- 
self religiously as he preached. He was 
sincere. Each step they made was un- 
der his careful scrutiny and no false 
step they took was overlooked. 
Insurance buyers of today enjoy better 
protection partly because Edson S. Lott 
interwove his life in the history of in- 
surance. While some of the important 
young men of insurance today were in 
diapers, Uncle Edson was hewing a path 
through the tangled forests of this pro- 
fession and the recognition of its impor- 
his 


tance must necessarily do honor to 
name. You and I are agents. The fa- 
cilities we have to offer were made pos- 
sible by such men as Unc'e Edson. 
There are a lot of great men in the 
insurance business. The truly greatest 
perhaps is the “unknown shoulder”—the 


fellow who, with a pencil for his sword 


and a rate book for his shield, goes 
along the canyons of commerce day 
after day in search of new business and 
improving old business. He is in small 
towns and little cities as well as the 
larger cities. His name is “the agent,” 
and long may he live. 





PROVING SUICIDAL INTENT 
Daniel J. Reidy of Guardian Life Ex- 
pla.ns System of Charts and Formula 
to Philadelphia Association 


Puzzling claim men for many years 
has been the question of jumping cases; 
of how to fight them so as to prove that 
alleged accidental deaths are really sui- 
cides. To life men, success in such a 
contention means elimination of double 
indemnity and, in cases of young poli- 
cies, of any claim; to accident men, win- 
ning such a fight is entire elimination of 
claim. One who has been taking a 
prominent part in evolving a method to 
deal with jumping cases is Daniel J. 
Reidy, assistant secretary Guardian Life, 
New York. He addressed the season’s 
opening dinner-meeting of the Phila- 
delphia Life, Accident & Health Asso- 
ciation on this subject. 

3riefly, Reidy’s successfully working 
plan is the creation of a formula figur- 
ing the horizontal position of the body 
at the time it fell. However, to work 
out this formula, it is essential to call in 
physicists to check on the velocity of 
falling bodies and also to bring into play 
meteorological charts furnished by the 
weather bureau to ascertain the wind 
velocity and the weather at the time of 
the leap. 

With these aids and the use of models 
(using a scale of half-an-inch to a foot), 
he has had success in court before 
juries in proving suicides where plain- 
tiffs contended assured fell accidentally. 

As the cost of these models is high, 
Reidy recommended their use only in 
event of big cases. He remarked that 
tests are now being completed in New 
York for the use of life-size photographs 
to use in court cases of smaller claims. 


ENTERED IN OKLAHOMA 
The Casualty Co. of Houston, Texas, 
has received its Oklahoma license to 
write workmen’s compensation, p.l, and 
p.d., and auto lines. 


Oo. L. C. RATFORD COMES TO N. Y. 
Selected by N. Y. Cutie as Assistant 
Branck Manager; Formerly Held 
S‘milar Post in Louisville, Ky. 


O. L. C. Ratford, who has been assist- 
ant manager of the American Surety and 
New York Casualty at Louisville, Ky, 
has been transferred to New York City 
to be assistant manager of the New York 
Casualty branch office. William R. 
Ehrmanntraut is manager of this branch 


A gvaduate of the University of Vir 
ginia, Mr. Ratford has spent his entire 
business carcer in the surety business 


starting with the American Surety four 


teen years ago. He served first as a 
special agent at Washington, D. C., then 
in a similar post in Louisville and four 
years ago was promoted to assistant 


managership there. 


David J. Main, N. Y. Visitor 
En Route to Football Games 


David J. Main, head of the Standart 
& Main general agency of Denver, was 
a New York City visitor last week while 
on his annual football pilgrimage to the 
East. Mr. Main, as is well known to 
his many friends, is a dyed-in-the-wool 
football fan and was captain of a fa- 


mous Dartmouth varsity team way back 
around 1903-4. Obviously he is proud 
of Dartmouth’s team this season and at- 
tended both the Harvard and Yale 
games. One of his visits along William 
Street was with Frank J, “Buck” O'Neill, 
president, Royal and Eagle Indemnity 
companies, a far-famed football coach 


They have much in common. 


JOHN C. BRAHNEY HONORED 


The officers of the Globe 
gave a luncheon Tuesday at 
office in celebration of John C 
twenty years of service with the com- 
pany. Mr. Brahney is general agent at 
Newark, N. J. About twenty officers and 
department heads were present. 


Indemnity 
the home 
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“Work as Usual” for E. J. Bond, Jr., On 
30th Anniversary With Maryland 


president of the 
No- 


anniversary of 


Edward J 
Maryland C 
vember 2 the 


Bond, Jr., 
asualty, celebrated on 


thirtieth 


his connection with the company. It 
was his second anniversary within two 
weeks. On October 18 he observed his 
fifteth birthday. Neither event was 





EDWARD J 


BOND, JR. 


marked by any special observance It 
was “work as usual.” Telegrams and 
letters of congratulations came from 
friends in the home office and through- 
out the United States, 

Mr. Bond has devoted practically his 
entire business life to insurance. He en- 
tered the service of the Maryland as a 
bookkeeper shortly after his graduation 
from the Virginia Military Institute in 


J. M. Cahill Joins N. Y. Comp. 
Board; Mark Kormes Resigns 


James M. Cahill has 
the Travelers’ home office casualty actu- 
arial department to join the Compensa- 
tion Insurance Rating Board as 
ciate actuary. Mr. Cahill, who has been 
with the Travelers for the past eleven 
years, assumes his duties with the board 
on November 7. A graduate of Trinity 
College, Hartford, he is a Fellow of the 
Casualty Actuarial Society and general 
chairman of its examination committee 

In taking his new post with the Com- 


resigned from 


asso- 


pensation Board Mr. Cahill succeeds 
Mark Kormes, who has resigned to join 
the New York State Insurance Fund in 


an executive capacity. Mr. Kormes is 
also prominent in the Casualty Actuarial 
Society being a member of its Fellow- 
ship committee and a frequent contribu- 
proceeding cs. 


C. G. HALLOWELL HONORED 


C. G. Hallowell, vice-president in charge 


of production for the Aetna Affiliated 
Companies, was the guest of honor at a 
luncheon given for him in Los Angeles 
October 24 by Branch Manager Leland 
Mann and General Agent W. M. Ham- 
mond. The luncheon was the culmina- 
tion of a drive by the local field forces 


to welcome Mr. Hallowell to Los Angeles. 


LOS ANGELES SAFETY COUNCIL 

Frank C, Lynch, who has been director 
of the Kansas City (Mo.) Safety Coun- 
cil, has resigned to accept a similar post 
with a newly formed safety council in 
Los Angeles. The organization was de- 
cided following the recent meeting in 
Los Angeles of the Western Regional 
safety conference. 


1908. His conspicuous ability was recog- 
nized by promotions, until in 1920, at 
the age of 32, Mr. Bond was elected 


first vice-president of the Maryland. He 
was at that time the youngest insurance 
official of his rank in this country. He 
was elevated to the presidency on Jan- 
uary 26, 1937. 

For many years Mr. Bond has been 
recognized throughout the insurance 
world as a leading authority on automo- 


bile and compensation underwriting. In 
the early days of workmen’s compensa- 
tion insurance, Mr. Bond aided in solv- 


ing many of its major problems. 

Long active in the affairs of the 
tional Bureau of Casualty & Surety 
derwriters and the Associat‘on of 
ualty & Surety Executives, Mr. 
a member cf the executive 
of both organizitions. He 
of the Bureau’s special committee on 
wo'kmen’s cr mpensation rate-mikine 
and holds ney oe in practically all 
the importa insurance groups in this 
country. 


Na- 
Un- 
Cas- 
Bond is 

committees 
is a member 


Silicosis Actionable in Pa. 
In an against an 
x that plaintiff contract- 
occup: itional 


action in trespass 
employer alleging 
ed the 


as a result of 


silicosis 
the 
department of defendant’s steel 


disease of 
inhaling. while in 
grinding 
plant, a 
carborundum 


quantity of steel, and 


dust, 


ascoloy 


causing him p°rma- 


nent physical injuries, the Pennsylvania 
Supreme Court held, Billo v. Allegheny 
Steel Co., 195 Atl. 110, that although the 
Pennsylvania workmen’s compensation 


act applies only to accidents and not 
to occupational diseases, it does not af- 
fect the mutual rights and obligations 
of employes and employers in respect 
to injuries suffered by the former from 
diseases caused by the employers’ negli- 
gence, or that no action lies at common 
law in Pennsylvania for the contraction 
of an occupational disease. “To be 
stricken with disease through another’s 
negligence is in legal contemplation as it 
often is in the seriousness of conse- 
quences, no different from being struck 
with an automobile through another’s 
negligence.” 


NAT TROUTMAN’S MARRIAGE 

Nat W. Troutman, Globe Indemnity 
production expert in New York and well 
known in hundreds of brokerage offices 
along William Street, is basking in the 
spotlight of early matrimony these days, 
and he loves it. Long a bachelor, Mr. 
Troutman took for his bride late in Sep- 
tember the former Miss Ann W. Franck. 
The ceremony took place in First Pres- 
byterian Church, Fifth Avenue at Twelfth 
Street, New York, and was followed by 
a reception at the Grosvenor Hotel. 
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Honor F. W. Lafrentz 


Superintendent of Insurance Louis H. 


On 45th Anniversary 


AMERICAN SURETY’S CHAIRMAN 


Pink Among Guests at Impressive 
Waldorf-Astoria Dinner November 1 


dinner 
chairman of the board of the 
Surety 


Jansen 


Hotel November 1 to celebrate his forty- 
fifth anniversary with the company. The 
guests included Louis H. Pink, Superin- 


tendent of Insurance of the State of New 


York, 


of 
Su'te of 





F. W. 





in honor of F. W. 


New York, 


the 


was held in 


LAFRENTZ 


the trustees of the American Sure- 


ty, the directors of the New York Casu- 


alty, 


its affiliate company, and the cfficers 


Lafrentz, 
American 
the 
Waldorf - Astoria 





99 John Street 


| CAPITAL... « -« 
Surplus ‘a ie ee 


Reserve for Losses . * 
All Other Liabilities 





CASUALTY 





Voluntary Catastrophe Reserve . 


TOTAL ADMITTED ASSETS . 


NOTE: Securities carried at $363,743.75 in the 
above statement are deposited as required by law. 


FIDELITY 
Re-Insurance 


cAMERICAN 


RE-INSURANCE CoO. 


Robert C. Ream, President 


New York 


DECEMBER 3\st, 1937 


4,358,549.45 
1,992,463.60 
11,879,775.86 


SURETY 








—— 


of both compan’es. 
occasion. 

Mr. Lafrentz became associated wit} 
the company on November 1, 1893, in th 
accounting department. With a broad 
experience in the field of business, his 
restless energy impelled him to beerm 
intimately acquainted with every phas 
of the bus ness with which he had a 
that time become connected. His infly. 
ence was soon felt in every departmen 
of the organization—an influence tha 
spelled progress, country-wide recogni- 
tion and greate expansion, Due in larg 
part to Mr. Lafrentz’s activities, tending 
toward the advancement of h‘s organiza- 
tion and the field of suretysh’p in gen. 
eral, his company has attaine: its present 
prominent positicn in the world of insur- 
ance. 


It was an impressiy 


CITY HELD NOT LIABLE 


Defective Traffic Button Cazses Dziver 
to Inflict Injury on Pedestrian; 
Decision in $30,000 Suit Reversed 

Division No. 1 of the Missouri Suprenx 

Court ruled September 17 that the City 

of St. Louis is not liable for damages 

in accidents resulting from the 
of an automobile with traffic 
marking safety zones in city 

The decision was in a case in 

Annabelle Blackburn had 

ment in the St. Louis Circuit Court for 


collision 
buttons 
Streets 

which 
won a judg- 


$30,000 against the city and George 
Rogul, a motorist. Miss Blackburn was 
struck while standing on the sidewalk, 


after Rogul’s automobile struck a traffic 
button and careened to the curb. Mis: 
Blackburn had charged the city with 
negligence on the grounds that the tral- 
fic button was in disrepair, lacking a 
reflector and formed an obstruction to 
travel. The Supreme Court held, how- 
ever, that the protection to the public 
provided by the safety zone markers 
“greatly outweighs the injuries caused 
by carelessly driving against these but- 
tons.” 





INSURER NOT CODEFENDANT 


In Indiana Insurance Carrier Cannot Be 
Linked with Policyholder in 


Suit for Damages 
In one of the first decisions under 2 
new 1937 common carrier liability 1a, 
Judge Wilson in Supreme Court at In- 
that an insuranc 
as co-defend- 


dianapolis has _ held 
company cannot be named 
ant with a_ policyholder 
collect damages for injuries received i0 
a traffic accident. The was given 
in a suit by the Pennsylvania Greyhoun¢ 
Lines against the General Trucking Sys 
tem and the Great American cee 
It involved an accident near Columbus. 
The new law upon which the decision 
was based requires common and contract 
carriers to post liability insurance 
application for permit. 

The plaintiff had contended that since 


in a suit t 


ruling 


the Indiana Public Service Commissio 
required the insured to file its polit 
with the commission before granting ¢ 
permit as a common carrier, that this 
made the insurance company liable with 


the carrier for damages. 
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Are O. D. 


Having heard it said many times that 
yhen insurance companies are parties to 
jaims for compensation under occupa- 
clain , 

sional disease laws, they are virtually up 
against a “cold deck” as far as their 
i) ? * a a 
chances of winning are concerned, this 
writer set out the other day to put the 
‘oye squarely up to an examiner for a 
middle western labor board. There was 
vo hedging in the way we Stated our 
mission. We told him flatly what we had 
come for and asked him to talk without 
reservation. F 
Sum and substance of what he said 
can be put into just a few words. From 
what we learned, it would appear that 
where insurance companies have met 
with defeat time and again those defeats 
have been because they tried to play a 
vame without first learning the rules, 
and because they did not first learn the 
sles examiners have been helpless, 
“Well,” said our examiner friend, “I 
can show you case after case where I 
have been forced to rule for claimants 
where I would have staked my right eye 
that they were pure and simple phonies.” 
“Go on,” we urged, 

0. D. Proceedings Not Matters of Law 


“Insurance companies make a great 
mistake in assuming that occupational 
disease proceedings are matters of law. 
They were never intended to be. 

“They are not trials. Proceedings are 
not held before judge and jury. The 
examiner’s knowledge of the law is 
limited, often times, to an understand- 
ing of Roberts Rules of Order, which he 
couples with his knowledge of the job 
to which he has been assigned. He is 
assumed to be intelligent enough to rec- 
ognize right from wrong. Generally, 
examiners are labor men, which has 
given rise to the accusation that they 
lean overly to the side of workers. In 
practice, an examiner will be removed by 
his superiors who constitute the commis- 
sion at the first sign of any such lean- 
ings. 

“Occupational disease proceedings are 
‘hearings.’ There is no other way of 
looking at them. They are held to get 
at the facts, and if one side (insurance 
companies) are not able to present facts 
that are weightier or more convincing 
than those presented by the claimants 
.. What can we examiners do? 

“Certainly insurance companies have 
been made to pay where they had every 
reason to assume the claimant’s case was 
a phoney. 

Lawyers Up Against It 

“Do you know of any lawyer in the 
world who can prove without any reser- 
vation of doubt that a claimant’s case is 
phoney when he (the claimant) testifies 
he has a metallic taste in his mouth, 
suffers frequent dizzy spells and from 
shortness of breath (common symptoms 
ot lead poisoning) and sticks to his 
story? When examination of the urine 
shows traces of lead .. . although every- 
one knows that a person may have lead 
im his urine and not be afflicted with 
ead poisoning .. . and the claimant tells 
his story and sticks to it, the examiner 
is helpless until his story is disproved.” 


What Cos. Must Do 


We asked what insurance companies 
must do to change all this. “Present 
fet tor fact with the claimant. If the 
“faim 1s a phoney, when the claimant 
lestifies he has symptoms let insurance 
Companies present facts showing that the 
‘ymptoms which he describes are fake, 
or perhaps exaggerated. When the 
; lmant testifies he is not able to work, 
t insurance companies lay facts before 





the examiner showing that he is able 
to work.” — 
_ That's a pretty big order,” we of- 
tered, 

No, it isn’t a big order,” he replied. 








Writing Co.'s Up Against 
“Cold Deck” in Handling This Line? 
By George Applegren, Chicago 


“As a matter of fact, it is easy if they 
will go about it in the right way.” 

“What is that ‘right way’,” we asked. 

“T am not for a minute suggesting 
that the attorney for the insurance com- 
pany has no place at an occupational 
disease hearing. He has a place, and he 
is welcome always. In a point of law I 
would rather accept an insurance com- 
pany’s lawyer’s interpretation of the law 
than I would the average attorney for 
the claimant whose interests are in se- 
curing a large award from which he is 
paid on a percentage basis. 

“But the attorney should confine him- 
self to safeguarding the company’s legal 
rights. Those legal rights do not in- 
clude the testimony the company offers.” 

He paused at this point, and sat in 
deep thought for some moments. 

“Let’s go back,” he suggested. “Under 
the workmen’s compensation laws, out of 
which the occupational disease laws are 
off-shoots, when a man broke his elbow 
and that elbow became stiff and pre- 
vented the worker from doing such work 
as demanded full and free arm move- 
ment, it did not take any stretch of the 
imagination to see that the worker really 
was incapacitated. The extent to which 
he was incapacitated was a question of 
opinion, but the essential fact was evi- 
dent. 

“In occupational disease claims the 
facts are not evident to the vision. They 
must be provéd. The claimant proves 
his side by testifying to his symptoms. 
His doctor, usually his family physician, 
testifies that the symptoms he describes 
are those associated with the particular 
disease. 

“Insurance companies must introduce 
better qualified testimony to show that 
the symptoms described are phoney, or 


that they are exaggerated and the claim- 
ant therefore is not entitled to compen- 
sation.” 

Phoney Claims 


We asked as to the number of phoney 
claims that come before the board. He 
gave us the following estimate: One- 
third of all o.d. claims are plainly legiti- 
mate and such that they can be settled 
without a hearing. Claimants are more 
interested in regaining their health than 
in waging long fights. Of the remain- 
ing two-thirds, 40% or perhaps as many 
as half are trifling and are filed either 
as nuisance claims in hope that they will 
be settled as such, or they are phonies 
with no desire on the part of claimants 
to have their cases come up for hearing. 
The balance are of three classes: (1) 
legitimate claims where settlement of- 
fers are not satisfactory to claimants, 
(2) those where claimants have sincere 
belief that they are entitled to compensa- 
tion, and (3) phonies which insurance 
companies must fight with introduction 
of evidence to prove unworthy. 

Of legitimate claims, the examiner in- 
sisted that it be made clear his belief 
that the worker should receive compen- 
sation. We sought to make it clear 
that insurance companies recognized the 
justice in all such claims. We assured 
him that our purpose in calling was to 
learn what might be done about the 
phonies. 

“Remember,” he said, “the examiner 
who is hearing an o.d. case will very 
often disregard a point of law to get at 
a point of fact.” 

“You fellows have a pretty high aver- 
age before appeal boards,” we suggested. 

“That is because we are expected to 
get to the bottom of the facts that are 
presented,” he explained. “Our jobs give 
license to overlook strict legal procedure 
to get at facts.” 

Important O. D. Rulings Recently 

There have been a number of import- 
ant rulings in recent months in o.d. 
cases. There was the examiner who let 
the industrial hygienist introduce X-ray 











WEDDING RINGS 











of all his ‘worldly goods’. 





Wedding rings were originally signet rings. In ancient 

times, when few could write, seals were used in al! impor- 
tant transactions as evidence of the binding nature of the 
bargain. Giving the wife a seal or signet at marriage was 
therefore a visible sign that the husband endowed her with 
equal rights with himself, and made her an equal partaker 


—“Words, Facts & Phrases”, Edwards 
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pictures of carrying stages of silicosis to 
show the claimant was not afflicted with 
the lung disease. Over objections of the 
claimant’s attorney he said: “I am not 
nearly so much interested in my legal 
right to compare the pictures, as I am 
to get at the facts.” 

There was another case where a con- 
sulting industrial hygienist raised the 
question as to the qualifications of the 
claimant’s family physician, who had had 
no industrial experience, to give expert 
testimony. The examiner ruled the fam- 
ily doctor’s testimony was not qualified. 

Recent rulings are strong weapons for 
insurance companies when they are 
handled properly. Principally, these rul- 
ings affect rebuttal testimony of con- 
sulting industrial hygienists and evidence 
of the lie detector. Of those qualified to 
give testimony in either case, they are 
not many in point of numbers. Of con- 
sulting industrial hygienists there are 
probably not more than fifty in the en- 
tire country. Of those qualified to pre 
sent the lie detector as evidence there 
are not a dozen. 

Each works in his own way and evi- 
dence of his testimony carries such 
weight that if there is any taint of a 
claim being a phoney it is almost sure 
to be brought out. 

The consulting industrial 
works from medical procedure. He ob- 
tains the claimant’s medical record, 
which will include his pre-employment 
examination and any periodic examina- 
tions during his time of employment. He 
will have the record of his examination 
at the time his illness was discovered. 

In the plant he measures exposures 
(for dust, gases, fumes, vapors, etc.) 
with their causes and applications. 

He gives the claimant a _ thorough 
examination (to which he is required to 
submit) 

Finally, he correlates the exposure and 


hygicnist 


medical information in terms of cause 
and effect relationships, together with 
their applications to the medicolegal, in- 
surance, prevention and legislative as 


pects. 
Being an expert witness, he will k: 


as much or more about the legal angles 
concerned with the particular case than 
will the company’s hired attorney 
Lie Detector Testimony 
Testimony of the lie detector speaks 
for itself. There is littl nothing 
that must be done in the matter of the 
graphs themselves. Qualifications her« 
must be considered from yet another 
stand. First essential is that the opera- 


tor of the equipment shall be a psychia- 
trist of standing. He will be required t 
testify that he first determined that the 
“subject” (the claimant) was examined 
both mentally and physically show 
him sane and normal. A person of un- 
sound mind will not react to the lie de- 
tector. The equipment and apparatus 
must then be qualified. 

Use of the lie detector in o.d. pro 
ceedings is not viewed in the same light 
as in criminal cases. There judges have 
ruled it to be a part of third degree tac 
tics. In o.d. procedure it was declared by 
United States Deputy Commissioner 
Kenneth G. McManigal to be a “scien- 
tific apparatus for detecting malinger- 
ing.” That opinion was accepted by the 
appeal board, and has been adopted in 
several states. In Illinois, the lie detec- 
tor has been admitted nineteen times 
In other states it has either been ad- 
mitted and withstood the appeals made, 
or it is being prepared for test cases. 

One might assume that if the lie de- 
tector is admissible to tell when a claim 
ant is telling a lie, it would also be ad 


missible to tell when he is telling the 
truth. Chief Arbitor Clarence Daly of 
the Illinois Industrial Commission ru'ed 
against this as “extra-judic‘ary.” By its 


name, ruled Arbi:or Daly, the apparatus 
is for detection of a lie, and its use 
must be confined to that purpose only 
“T will admit it anytime it is offered 


by the. defense,” he explained, “because 

it is then impeaching evidence. But it 

is not to be admitted by the plaintiff.” 
Industrial Hygiene 

Work in industrial hygiene is still in 

its infancy. Those who have been en- 
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gaged in it for ten years are looked on 
as pioneers. The Metropolitan Life, 
through its department headed by Dr. 

\. J. Lanza, has made many valuable 
contributions to its lore. The United 
States government, through the public 
health service, the Bureau of Mines and 
the Department of Labor, is doing much 
to further it. Some twenty-seven states 
and leading industrial cities are carrying 
on work in it. Dr. C. O. Sappington of 
Chicago is perhaps one of the best known 
consultants in this field. Dr. Sapping- 
ton has been a party in many prominent 
cases, and is acquainted with the legal 
phases as well as the medical. 

Getting back to the lie detector and 
its use in o.d. cases, Dr. Orlando F. 
Scott, also of Chicago, has had more 
success with this apparatus than anyone 
else. Practically all the nineteen cases 
admitted before the Illinois commission 
came out of his laboratory. He is cred- 
ited with development of the technique 
of qualifying the psychiatrist, the subject 
and the apparatus, and it was on one 
of his cases that Deputy Commissioner 
McManigal made his ruling. 

Massachusetts recently established a 
medical board of three recognized doc- 
tors which is to have the final word in 
all o.d. matters. It remains to be 
seen whether this board can function ef- 
ficiently. There has been strong objec- 
tions voiced by labor against making a 
medical board the final word in such 


cases. ° 


Background of W. J. Welsh, 


President, Missouri Ass’n 
William J. Welsh, who last week was 
elected president of the Missouri Asso- 
ciation of Insurance Agents at its an- 
nual convention in St. Louis, is a mem- 
ber of the agency of Mann, Barnum, 
Kerdolff & Welsh in Kansas City, a post 
he has held since 1926. He entered the 
business via the Travelers training 
training school in Hartford in 1919, after 
leaving the army. Later he was field- 
man in Kansas and Missouri, and then 
assistant manager of the Kansas City 
office of the Travelers supervising cas- 
ualty lines. 

Mr. Welsh, well fitted for his new 
honor, is a frequent speaker on various 
phases of the casualty business before 
such groups as the Insured Buyers Con- 
ference of the Associated Industries of 
Missouri. He has vigorously participated 
in insurance association affairs with the 
end in view of making more simple and 
flexible the relations between companies 
and assureds. 

\ resume of his association activity 
includes: representation of the Kansas 
City Association of Insurance Agents at 
all Workmen’s Compensation hearings 
since 1925; chairman, legislative commit- 
tee of the Kansas City group, two years; 
Missouri’s representative on the resolu- 
tions committee at St. Paul this year; 
vice-chairman, forms conference com- 
mittee of the Missouri Association of In- 
surance Agents the past year; vice-presi- 
dent of this association the past two 
years; twice president, Casualty & Sure- 
ty Underwriters Association of Kansas 
City and executive committee chairman 
two years. 


Compulsory Sickness 
Plan Opposed by Public 


Health Association 
The American Public Health Associa- 
tion, meeting at Kansas City, Mo., op- 
posed enactment of a compulsory sick- 
ness insurance plan because it would re- 
sult in “political, bureaucratic and uneco- 
nomic control” of medicine. Dr. A. T. 
McCormack of Louisville said following 
the convention: “We must preserve free- 
dom in the choice of physicians for the 
American people. We must leave all 
control of medicine in the hands of local 
and state governments. You can’t write 
a Federal prescription for the whole 
country.” Dr. McCormack added that 
the association favored Federal assistance 
for needy persons who required medical 
attention. 








Ashburn for Reforms, 
Not State Insurance 


COMPENSATION LAW IN TEXAS 


College Professor Representing Gover- 
nor Recommends Many Changes In 
Present Legislation 


Fears of Texas insurance men that Dr. 
Karl E, Ashburn, professor of economics 
at the Texas Technological College, and 
a representative of Governor Allred, was 
going to advocate a monopolistic state 
workmen’s compensation insurance act, 
were somewhat allayed by Doctor Ash- 
burn’s address to the Texas Federation 
of Labor convention in Beaumont. He 
urged that “the glaring social injustices 
and deficiencies of the Texas act be 
remedied” and said, “if we are to keep 
our present private carrier system we 
must raise its caliber sufficiently to put 
it on a par with better compensation 
systems of other states.” 

The so-called “independent investiga- 
tion” conducted through Dr. Ashburn’s 
questionnaire of August caused many 
Texas employers to investigate state 
funds in other states. Several Texas 
trade associations made a thorough study 
of such funds and advised their members 
of the possible dangers of politics in han- 
dling compensation insurance. The Dallas 
Insurance Agents Association prepared 
several bulletins that were sent to Texas 
employers, discussing monopolistic gov- 
ernment compensation insurance. 


What Ashburn Advocates 


\t the Beaumont convention of labor, 
Dr. Ashburn appeared as the representa- 
tive of Governor Allred and reported that 
he had completed a survey at the gov- 
ernor’s request. “The compensation law 
of Texas is vital to every person in the 
state regardless of his station in life, 
for each person is a contributor,” Ash- 
burn said. “Once the public is edu- 
cated to the significant fact that it is 
paying the cost of compensation benefits, 
it is only reasonable to believe that there 
will be a strong public demand that the 
law be greatly improved and that the 
administration of the law be elevated. 

“If we are to keep our present private 
carrier system for workmen’s compensa- 
tion in Texas, the following requirements 
and needs must be immediately fulfilled: 
that 
compulsory, with elective coverage only for agri- 


“Provide workmen’s compensation be 
culture and domestic service. 
“Provide for coverage of occupational diseases. 
“Provide for self-insurance. 
funds for the 
istration of workmen’s compensation. 
that Accident 
have continuing jurisdiction over medical 
ices beyond the twenty-eight-day period, subject 
to’ certain conditions. 


“Provide for adequate admin- 


“Provide the Industrial Board 


Serv- 


“Provide that the decisions of the Industrial 
Accident Board be final as to fact or what will 
approximate this. 

“Provide that the administrative work 
Industrial Accident Board be 


establishment of a system of referees. 


of the 
decentralized by 
“Raise substantially the general requirements 
of companies writing workmen’s compensation 
insurance and provide for adequate and effec- 
tive regulation of the capital, invest- 
examination and com- 


reserves, 


ments, expenses of the 


panies. 


“Provide for a liquidation fund to take care 


of injured claimants in case of failure of an 
insurance company writing workmen’s compen- 
sation insurance. 

for adequate laws and their 


“Provide safety 


effective supervision. 
“Provide for a 


fees. 


substantial reduction of at- 
torney’s 

“Provide for a second injury fund for 
workers. 

“Activity by organized labor is essen- 
tial under any compensation law to as- 
sure that the claimant gets the benefits 
provided by law. The efficiency and 
adequacy of any compensation system is 
measured largely by the vigorous, de- 
termined and constant soc‘al and political 
alertness of organized labor. Therefore, 
organized labor in Texas should arouse 
itself to the imperative needs of work- 
men’s compensation insurance.” 


National Council’s Annual 
Gathering Set for Dec. 1 


The annual meeting of the National 
Council on Compensation Insurance has 
been scheduled for Thursday, December 
1, at the head offices in New York City. 
Principal items on the agenda are the 
annual report of General Manager W. 
F. Roeber, election of committees, and 
any other matters that may properly 
come before the meeting. 

The representatives of the carriers on 
the board of appeals, four members of 
the governing committee and all mem- 
bers of the rates committee are’ re- 
quired by the Council’s constitution to 
be elected annually. The present repre- 
sentatives of the carriers on the board 
of appeals are Jesse S. Phillips, board 
chairman, Great American Indemnity, 
and J. L. Train, president, Utica Mutual. 

The present members of the governing 
committee, together with expiration of 
their terms, are as follows: 

Term expires December, 1938—American Mu- 
tual Liability, Liberty Mutual, Aetna Casualty 
& Surety, Travelers. 

Term expires 1939 — (American) 
Lumbermens Mutual Casualty, Michigan Mutual 
Maryland Acci- 


December, 


Liability, Casualty and Ocean 


dent & Guarantee. 

The present membership of the rates 
committee is as follows: 

Stock companies—Aetna & Surety, 
Employers’ Liability, Fidelity & Casualty, Globe 
Indemnity, Hartford Accident & Indemnity, 
Maryland Casualty, Ocean Accident & Guaran- 

United States Casualty and 
Fidelity & Guaranty. 
American 


Casualty 


tee, Travelers, 
United States 
Non-stock 
bility, Casualty Reciprocal 
Mutual Casualty of Employers Mutual 
Liability of Wisconsin, Mutual Cas- 
ualty, Interboro Mutual Indemnity, Liberty Mu- 
Mutual 
Utica 


Mutual Lia- 


Exchange, Employers 


companies 


lowa, 
Hardware 


Casualty, 
Mutual. 


tual (American) Lumbermens 


Michigan Mutual Liability and 

The report of the nominating commit- 
tee will be issued in advance of the 
meeting. 

Immediately following the annual 
meeting a meeting of the Council’s rates 
committee will be held. Its agenda con- 
sists of: 

(1) To elect members of the actuarial, 
engineering, manual, reference and _ re- 
gional committees for the ensuing year. 
The report of the nominating committee 
will be issued in advance of the meeting. 

(2) For any other business that may 
properly come before the meeting. 


HEAD OF FAMILY ABSOLVED 


Virginia Court of Appeals Holds Son 
Liable for Accident While Driv- 
ing Father’s Automobile 
The head of a family is not financially 
responsible for damages caused by a 
member of his family while driving the 
household head’s automobile solely for 
the driver’s own recreation, provided 
that the car is in good repair and the 
driver is not unfit, says the Virginia 
Supreme Court of Appeals. Justice John 
W. Eggleston, who wrote the opinion, 
declared that in most cases in which the 
family head has been held responsible 
there has been the legal predication that 
the automobile is a dangerous agency. 
This is not necessarily the case if the 

car is in proper repair, he said. 

Specifically, the court reversed a Lou- 
doun County Circuit Court judgment of 
$5,000 against J. B. Hackley, Sr., and 
upheld a $5,000 judgment of the same 
tribunal against J. B. Hackley, Jr., 
driver of an automobile involved in an 
accident in Richmond in which Ratcliffe 
Merchant, a University of Richmond stu- 
dent, was killed. 

“If public policy demands that the 
head of a family should be held liable 
in such cases,” the opinion stated, “this 
should be accomplished by an appropri- 
ate act of the general assembly and not 
by judicial pronouncement.” 





DAVID VAN GELDER DEAD 
David Van Gelder, 54, an organizer, 
director and treasurer of the Butchers 
Mutual Casualty of New York, is dead. 


November 4, 19% 





im Men 
Off to a Good Stay 


N. Y. INSURANCE SOCIETy CLASS 


To Treat of Trauma and Diseases 
Their Relation to Accidents; Dr, S.M 
Lindenbaum in Charge : 


The new medical jurisprudence coury 
of the Insurance Society of New You 
got off to a good start November | 
and classes will be held weekly ther. 
after. The course will embrace a seri 
of lectures by outstanding physicians anj 
surgeons on the subject of Trauma and 
diseases and their relation to accideny 
First announcement of the course ap. 
peared in The Eastern Underwriter earh 
in September at which time its value 4 
claim men and attorneys was empha. 
sized. Medical jurisprudence and cq. 
ualty claims will be stressed. Examin. 
tions will be held and Insurance Ing. 
tute of America certificates awarded t) 
those who pass. Cost of the course j 
$40 for twenty-six weekly sessions oj 
ninety minutes each, and _ registration 
will be limited to approximately 100, 

The committee which has arranged 
this new course is headed by Dr, §, \ 
Lindenbaum who has been engaged sine: 
the enactment of the New York wor. 
men’s compensation law in independent 
practice in New York City as consul. 
ing compensation claim analyst and hez- 
ing representative for insurers at the 
New York Labor Department. Servi 
on the committee are: 

Carl J. Stephan, vice-chairman of committe, 
secretary Group; S. M. Hansen, dis 
trict Liberty Mutual; J. £ 
Lewis, vice-president, Aetna Life; William Mx. 
casualty department 
American Surety; John McGinley, vice-president, 
Travelers; Frank M. Parrish, general solicitor 
claims bureau, Association of Casualty & Surety 
Executives; Daniel Reidy, secretary, 
Guardian Life; Leslie W. Winslow, president 
Accident & Health Club of New York, 

This is a course designed to ben 
the companies in equipping their cla 
personnel (laymen as well as attorneys) 
with more adequate knowledge for wx 
in the administration of claims presente 
under bodily injury liability, workmen’ 
compensation and accident and health 
insurance policies. Preference in regis 
tration will be given to company repr: 
sentatives and employes. 

The speakers who have consented ti 
address the sessions are as follows: 

Everett W. Bovard, attorney, and the follor 
ing physicians: Jesse G. M. Bullowa, Nelson W. 
Cornell, Lawrence H. Cotter, George N. Edsm 
John H. Garlock, Francis D. Gulliver, Halex 
Halsted, George H. Hyslop, Saul Knopf, Raphat 
Kurzrok, I. J. Landsman, Arthur M. Mast 
M. E. Michaelson, Henry H. Ritter, J. Sydog 
Ritter, C. T. Graham Rogers, Robert F. Shee 
han, H. D. Sonnenschein and Harry V. Spat 
ding. 


Loyalty 
claim manager, 


Innes, manager claim 


assistant 





TO INVESTIGATE COMPENSATION 


Changed Conditions in Great Britt 
Make It Seem Advisable to Enact 
New Legislation 


Prime Minister Chamberlain announeel 


in the British House of Commons thi 
the government has decided to appoit! 
a Royal Commission on workmen’s cot: 
pensation. The Prime Minister pointe 
out that the subject had been unde 
consideration on several occasions duritt 
recent years. While there are diverget! 
opinions on the merits of particular pt 
posals, said Mr. Chamberlain, it has beet 
renerally recognized that there 'S? 
strong case for review of existing le 
islation. 2 

During the past few years conditio® 
have changed appreciably and the go 
ernment has formed the conclusion thé 
the questions at issue are so great @ 
complex that satisfactory legislation ( 
not be framed without a full, impart! 
inquiry of a formal character. 

The trading profit during 1936 workel 
out at 5.3% of earned premiums, whi 
68% was observed by claims and 
by commission and expenses. 
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Within the covers of this section of the current 


edition of 


THE EASTERN UNDERWRITER 


the great business of insurance and some of 
its outstanding personalities together with 
members of the staff of this publication join 
hands and hearts in affectionate tribute to 
the editor of this paper on his completion of 


twenty-five years in that capacity. 











GREETINGS 
AMERICA FORE 


to 


from 


Clarence Axman 


an outstanding 


insurance 


journalist and _ interpreter 
of insurance affairs for the 
last quarter of a century. 
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AS it Charles Lamb who once said, 
when taken to task for speaking unkindly 
of another: “Of course, | don’t know him. 


If I did I couldn’t dislike him.” 


One of the significent services that Clarence Axman 
has rendered to insurance during his twenty-five years 
as editor of ‘The Eastern Underwriter has been to make 
people in the business better acquainted. He and 
his associates have brought insurance people closer 
together not only by means of their highly personalized 
columns, but also by personal contact. We fellow- 
workers in insurance acknowledge our debt of gratitude 
for their efforts toward the promotion of friendliness, 


amity and cooperation throughout our chosen held. 


The Men and Women in the Home 
Office and Field Organization of The 
Travelers Insurance Company, The Trav- 
elers Indemnity Company, The Travelers 
Fire Insurance Company, The Charter 
Oak Fire Insurance Company, Hartford, 
Connecticut. 





























This 
Was the 
Beginning 


Editorial Announcement October 30, 1913. 






Entered as second-class maiz 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of ‘Congress 
of March 3, 1879. 








A PERSONAL WORD. 





With a view to keeping in still 
closer touch with the widening under- 
writing interests, The Eastern Under- 
writer has attached to its staff Clar- 
ence Axman, a newspaper man of 
eighteen years experience with daily 
and trade publications. 

Mr. Axman has secured a proprietory 
interest in The Eastern Underwriter 
Company, becoming its vice-president 
and treasurer. He is also editor of 
this journal. The undersigned, who 
founded the publication and have since 
directed its editorial and business 
policy, will continue with it as actively 
as heretofore. 

We bespeak for our new associate 
that same cordial treatment by the 
underwriting fraternity that has ever 
been extended to us, and of which we 
are deeply appreciative. 

B. F. HADLEY. 
G. A. WATSON. 





“ESTO PERPETUA!” 





That was a remarkable tribute Super- 


intendent Insurance Willi Temple 
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Sun Lire Assurance Company of CANADA 


OFFICE OF MontTreaL October 21st, 1938. 


THE PRESIOENT 
ANO 
MANAGING DOIRECTOR 


Jerome Philp, LEsq., 
Managing Editor, 

The Eastern Underwriter, 
New York, 

N.Y 


Dear Sir, 


The occasion of the 25th anniversary of service by 
Clarence Axman as editor of the “Eastern Underwriter" is one that 
calls for the sincerest congratulations of those who are concerned 
with, or who have benefited from, the protective service of insur- 
ance in all its branches. In repsect of life insurance, with which 
I am particularly associated, Mr. Amman has rendered magnificent ser- 
vice not only through the medium of his live news columns in the 
"Eastern Underwriter", but also because of the sustained excellence 
of the editorial matter which, week by week, is a conspicuous feature 
of the journal. 





On the front page of the "Eastern Underwriter" be- 
neath the title appears the comprehensive phrase "a weekly news- 
paper interpreting the true spirit of insurance". The work of 
Clarence Axman may be truly said to have carried out the fine prin- 
ciple exemplified by these words. 








TOU 


Yours very truly, 


—_—_—_—_ 


Presfdent & 1 Managing Direetor. 
ABW /icS 











DIRECTORS 


‘en Cumn Exec Com First NATIONAL Bank &TRUST CO 

WwW DECK Oecrner. Barrows & Compan 

T JAPFRAY, CrHmn OF Boaro Minneacotis St Paur & Sauct Ste Marie R 
HEODORE WOLD, PRESIOENT.NORTHWESTERNNATIONAL BANK &TRUSTCO 
E L CARPENTER CHAIRMAN OF BOAROSHEVLINCARPENTER & CLARKECO 


TREASURER PiLLSBURY FLOUR Mics Co 

PRESIDENT FaRMERS & MECHANICS SAVINGS Bann 
FRANK T HEFFELFINGER, PRESIDENT, F H Peavey & - 
© J ARNOLD PRESIDENT NORTHWESTERN NATIONS 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis Minn. 
OFFICE OF THE PRESIDENT 




















10 























Farthest North --- 








In “The Eastern Underwriter’ 
there has been appearing a series 
of pictorial presentations, 
“"Round the World with the 
Royal - Liverpool Groups,”  in- 











tended to show how pioneering 
initiative, long-range vision, cour- 
age and experience have carried 
the activities, facilities and influ- 







ence of our Groups to the far 


Nippon Jemplis. PL Gr¢ Ups 
f 







corners of the earth. 


ROYAL-LIVERP@ADL GRO 











al utation 


On this page we pay tribute to 


OTs , 


whose twenty-five years with 
“The Eastern Underwriter” have 
not only been marked by those 
seasoned qualities, but whose 
travels '* ‘Round the World” have 
developed them to an unusual 
degree and afforded many op- 
portunities for their effective 





application. 
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Ze , 
CHAIRMAN OF THE BOARD 


The American Insurance Group 
Newark 
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As JY Soc —_— 


By W. L Hadley 


T WAS with a plainly questionable look on his nervously 
I twitching countenance that Clarence Axman entered upon 
what has now turned out to be a continued pulsating 
service of twenty-five years with this paper looking out from 
the heart of the g:gantic business of insurance. The question 
was not as to the importance of the insurance business as a 
tremendously important economic entity in the world’s modern 
activities, or the worthwhileness of devoting one’s energy to 
interpreting the significance of its many sidedness as it dove- 
tails into the social and business strata, but rather of how best 
to serve the business with distinction in a field which seemed 
at the moment to have sufficiently diversified coverage by its 
press. 

The years which have gone over the hill since 1913 have 
been filled with insurance business drama, and which drama 
has been almost kaleidoscopic in its action. The arenas have 
been widely scattered about both the new and old worlds. 
Yet little of any great importance has happened without 
Clarence Axman being near at hand and in on the know 
about what was transpiring. He being a natural as well as a 
capable newspaperman made this possibility part and parcel of 
the policy of THE EASTERN UNDERWRITER, which has been 
developed to its present generally accredited position of leader- 
ship as an authoritative, informative newspaper among leaders 
of the business world-wide. 

During the twenty-five years which have elapsed since his 
afhliation with THE EAsTERN UNDERWRITER Clarence 
Axman’s development as an energetic and diplomatic force for 
good for the entire institution of insurance has not been 
approached in so far as its business press is concerned. Because 
of my most intimate association with him and with the business 
of insurance, I believe I am in a position to state this without 
reservation. 

It is doubtful if any business has among the personalities 
of its acceptable press any one man more readily found in its 
inner confidence as to important steps contemplated, than the 
business of insurance has in Clarence Axman. It has come 
to be a fact that insurance feels the urge to impart to his 
ears information about the what that is to happen knowing 
that no confidence given will be violated, and that the current 
interpretation of information given will have the double check 
of the sources from which it came. 

Clarence Axman is an institution—a world-wide figure. 
Insurance centers of New York City, Boston, Springfield, 
Mass.; Newark, Hartford, Philadelphia, Providence, Pitts- 
burgh, Cincinnati, Columbus, Chicago, Indianapolis, New 
Orleans, Minneapolis and St. Paul, Dallas, San Francisco, Des 
Moines, Toronto, Montreal and Winnipeg in the new world, 
and London, Liverpool, Perth, Glasgow, Paris, Rome, Berlin 
and Moscow in the old world, together with those in the 
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Orient, know Clarence Axman from personal and friendly 
contact, and have come to regard him as a one man institution 
in possession of a roving commission entitling him to sit in 
with confidence on any sort of gathering pertaining to insur- 
ance. 

From a shy individual endowed with a pair of very fast 
moving feet capable of carrying him away from a scene in a 
hurry if asked to address even informally assembled folk, 
Clarence Axman has gone a long way. It is not overstating 
to say that he has made as many as eleven talks on world- 
wide conditions to as many audiences—numbering from one 
individual to several hundred—in one day of twenty-four 
hours. And there are many days in his connection with THE 
EASTERN UNDERWRITER when he has worked the entire 
twenty-four hours of the day. There is at least one instance 
where he attended as many as nine different functions in New 
York City in one night, and some of those functions a second 
time. Because of his penchant for traveling and his insatiable 
appetite for seeing folk who count connected with the business 
of insurance, he is almost constantly being asked to extem- 
porize about his most recent visits both at home and abroad. 


Clarence Axman is the busiest individual this writer has 
ever known. He is always going somewhere to do something 
and many times before he gets to the immediate place for 
which he started, he is thoughtfully somewhere else. He has 
been known to talk about fifteen different things in as many 
minutes. Sometimes it is a bit hard to follow him as he fits 
so fast. He never tires in efforts to do good turns, and he 
counts that day lost in which he has not done some friendly 
and helpful act. But why should I tell his thousands of 
friends this. You know it nearly as well as I who have lived 
most closely to him over these twenty-five years. 


In this recognition of Clarence Axman there is little not 
already known in some measure to you his friends and confi- 
dants in all sections of the insurance world. What is being 
done is inspired with the thought of having Clarence pick up 
this testimonial to his worth from an appreciative business 
and its personalities, this morning and read it currently with 
you. He has had naught to do with its preparation, he had 
no knowledge it was in the works. To him it will be a 
complete surprise and, we, his associates, know with assurance 
that you who have joined in making it possible will with 
us on THE EASTERN UNDERWRITER Staff just hope Clarence 
likes it. 

(Publicly to C. A.)—The members of the Staff of THE 
EASTERN UNDERWRITER are unreservedly happy in anything 
they have done making possible the presentation of these 
Orchids of Affection from the finest group of folk in the 
world to you. 











Salute 
toa Contemporary! 


(From one Silver Anniversary Celebrant to Another) 


This, our own Silver Anniversary Year, has brought to us the 
pride and satisfaction that comes with the completion of a quarter 


century of signal service to the institution of insurance. 


Naturally we feel ourselves in a position to understand and 


appreciate the thrill that must be yours, Clarence Axman, upon this 





occasion. 


With more than ordinary feeling, therefore, we salute and con- 
gratulate you upon your 25 years of journalistic achievement, dedi- 


cated as they have been to the advancement of the ethics, the ideals 


and the practical accomplishments of our business. 





HARTFORD, CONNECTICUT 
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Promise — 








Performance 


It is just as important to keep pledges 
made to oneself as it is to fulfill those 
made to others. 


All life insurance salesmen intend to 
see that every family and home in 
their community are secured by 
protection on the provider's life. 


But these intentions are worthless unless 
a constant effort is made to bring 


them to fruition. 


That is the salesman’s job! 


the) vudential 


Insurance ¥ Company of Amerira 


Home Office, NEWARK, N. J. 
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CA,” Comopolt 


By oft Jerome Philp, Managing Editor 


DITOR, first nighter, man-about-town, world traveler, 
good companion, but always the newspaperman, Clar- 
ence Axman has so many phases he is a different man 

to different types of people. 

Some years ago a prominent newspaperman of the day 
wrote a magazine piece titled “I Know 3,500 People.” This 
struck Axman as absurd. He knew 25,000 people at that 
time and the number probably has since doubled. They rep- 
resent many fields far removed from insurance, having curious 
cross-sections from head waiters to celebrities and touching 
the theatre, journalism, world of sport, diplomacy, judiciary 
and what not. Thousands more know him by sight or rep- 
utation. This presents problems in itself, for a greeting, 
“Hello, Clarence,” in a hotel lobby, building elevator or on 
the street, perhaps in a remote city with no setting or en- 
vironment to give a clue, sometimes puts him on a spot. 

Aware of people’s sensitivity about being remembered, 
anxious not to offend by miscalling them, Axman achieves 
an amazing performance of tagging correct names to faces. 
If necessary he will do a bit of cordial fencing or launch a 
rapid-fire talk on a generality until he raises a clue. Some- 
times his vis-a-vis challenges, “You don’t remember me.” 
But Axman never gives up till he gets his man, considering 
it an offense not to remember a person once met, even casually. 

This is a twenty-fifth anniversary, but it might as well be 
a fortieth, for C. A.’s introduction to the insurance business 
was as a youth when he got a job as stenographer in the office 
of the Continental Insurance Co. at Chicago. Here he saw 
going in and out of the offices of the Western department 
manager the insurance editors of the two Chicago dailies that 
carried insurance news. Evidently he was always alert to the 
value of news, for he was soon turning in to these insurance 
editors items of interest. This was his introduction to jour- 
nalism and led to a connection with the Insurance Field. 

Before actually entering journalism he tried many different 
occupations. As he once expressed it himself, “Changed jobs 
once a week for the experience.” No one employment at 
this stage could consume all of his energy, for at one time 
he held down four jobs simultaneously. He even took a 
clerkship in a law office but his nervous energy was too great 
to ponder over Blackstone's Commentaries. 

The future of a young newspaperman is often determined 
by the type of editor under whom he first serves. The great 
figures of the era of personal journalism made many great 
reporters and writers by the inspiration of example and 
association. C. A. was fortunate in his early years in coming 
under the influence of the elder Young E. Allison, editor 
of the Insurance Field at Louisville, one of a group of famed 


journalists and literary men that flowered at Louisville, among 
them being ‘“Marse’’ Henry Watterson, noted editor for many 
years of the Louisville Courier-Journal, under whom Axman 
also worked. Next he went to Atlanta to cover the South 
for the Field, where he seems to have met everyone below 
the Mason-Dixon line, including many executives from the 
North, all of whom at some time stopped at Atlanta, insur- 
ance metropolis of the South in those days. 

New York City, Mecca of newspapermen, next drew 
Axman, where he did daily newspaper work, lived in a 
Greenwich Village boarding-house for writers and news- 
papermen, many of whom later achieved fame and remained 
his friends. He is found next as editor of Musical America. 
This latter is an example of the unusual, inexplicable and 
contradictory in C. A., for although once editor of a musical 
publication, nobody knows whether he can carry a tune, or 
if he thinks the opening chorus of “Of Thee I Sing’ is a 
greater masterpiece than Beethoven's Ninth. 

Speaking of “Of Thee I Sing,” Axman saw this show 
perhaps more times than any other in a long list of plays 
which he has seen a dozen times or more. After the first 
couple of times he didn’t go for his own entertainment but 
the opening chorus had a pace and rhythm that made it one 
of the most striking and successful scenes in any play for 
years and Axman enjoyed thrilling guests with this great 
opener. After he has gone to a play a number of times he 
no longer looks at the show but sits it out watching reactions 
of the audience. As an expert on the theatre and theatre- 
going he says that in New York the audiences for the first 
two weeks of a run are typical New York theatre crowds 
sophisticated, theatre-wise, responding instantly to the bright- 
est lines and high spots of the show. As the run continues 
the audience seems to become less sophisticated, drawing more 
and more upon the hinterland where people are just beginning 
to hear of the show and when they come to New York want 
to see it. Toward the end of a long run the audience seems 
dull, unresponsive and lacking in inspiration for the players 
which makes theatre-going for a sophisticate like Axman 
something of a bore. 

But still he takes people because going to the theatre with 
Axman is a thrill to the average person, especially to women 
in the party. The door-man or manager may address him 
by name; he may introduce you to a couple of dramatic critics 
if you are fortunate enough to be seeing an opening; then at 
dinner the head waiter will hurry forward to give you special 
attention and sweep you in with a Continental bow. 

When a show is a hit in New York it means it is sold 


(Continued on Page 106) 








Congratulations and Best Wishes to 


CLARENCE AXMAN 


on his 25 years of helpful service 
to life insurance as the 


Editor of The Eastern Underwriter 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 


Milwaukee, Wisconsin 
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Al | a Acknowledgment 


Clarence Axman’s Silver Anniversary as Editor of The Eastern Underwriter is an 
event to be marked in insurance history. The date rounds out twenty-five years of ser- 


vice in building a journal highly regarded in all branches of the insurance business. 


No insurance editor can have a detailed knowledge of what is involved in admin- 
istering and distributing every type of insurance. But to be wholly competent to speak 
authoritatively, because understandingly, on questions of policy, of legislation, of finance, 
as they affect insurance institutions, thorough study and close contact are necessary. 
In acquiring these qualifications, Mr. Axman has come to know intimately executives in 
the Field as well as in the Home Office; the representatives of the Companies as well as 
their office staffs; the histories of the individual institutions as well as the services which 
they are able to render. He has thus joined himself intimately with the insurance life 
of the country and is recognized as a fearless and honest exponent of what he believes 


to be right, fair, and practical. 


The editor of a substantial insurance journal does not limit his service to its pages. 
“Off the record,’’ Clarence Axman is a consultant of insurance executives, of state and 
governmental authorities, and of many others who seek his judgment. The value of his 
service to insurance of all types is hardly measurable and we, in the life insurance busi- 


ness, have been the frequent and profiting recipients of his open-handed cooperation. 


I am proud to claim Clarence Axman as my friend, not only because of what he 
has done for the institution of insurance, not only because of the joy I have had in the 
companionship of such a colorful personality, but because he is above all things a man 
among men. Most heartily, therefore, I congratulate the President and Editor of The 
Eastern Underwriter upon his twenty-five years of distinguished service and wish for him, 


and for insurance, that he may long continue in the honored position he now holds. 








Cusine Vice President 
w * Penn Whitual Life _ en ‘ompany 


19 








THE NORTHERN ASSURANCE COMPANY, Lrp. 





So 25 pose oge Tag! 
nr %% Matce CSny Aare —_ 
Link a Crondl. Moen on iden. 
budbiner F Kar btn uicrsti ™ 








—==(OVER A HUNDRED YEARS OLD >. 














20 


EEE 



































wy) O Al xman 


Upon this grand occasion of your 


25th Anniversary 


we are happy to pay tribute to your 
many accomplishments in the interest 


of insurance. 


Your journalistic keenness in report- 
ing the major events in insurance over 
the past quarter century command our 


admiration. 


May you have many more years of 
zestful activity in the business which 


you have done so much to advance. 


Ann Surety Company of = York 
Fi York Conus lty Company 
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William Montgomery, President 
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da friend, to our pusiness: May We all enjoy many 
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SALUTE 


IN SINCERE APPRECIATION OF THE 
LOYAL AND UNTIRING EFFORTS OF 
CLARENCE AXMAN, NEWSPAPERMAN 
EXTRAORDINARY, IN BEHALF OF 
THE INSTITUTION OF INSURANCE. 


& 


NATIONAL SURETY 
CORPORATION 
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“OSs 
Clarence Axman 


€ditor 
THE EASTERN UNDERWRITER 


GREEGINGS 


M this occasion marking your TWENTY-FIVE YEARS 

of meritorious service with THe CASTERN LINDERWRITER 

we are privileged to publicly acknowledge our appreciation 
of the splendid contribution which you have made to in- 


SuUraAnce re nalism. CERRO" CRSO* TRQVH CORR“ CSS» CORQI* GSS“ CSO 


© extend our hearty congratulations on this, your 


twenty-fifth jubilee and happily anticipate many 
additional years of able administration and S000 fellowship.ce 


October 28th, 1938 


Cru m oy Forster 
[ 




















Rare portrait of a distinguished journalist diligently 
following his profession. We are more used to seeing 
him as the center of an informal group at almost any 
important insurance gathering. And he would be 
talking—by implied request. You’ve heard him. 
Staccato, colorful language. The thoughtful, momen- 
tary pause. The shy shuffle of a foot and that earnest 
wrinkle just above the eyes. He is spontaneous, whim- 
sical, dramatic, humorous—all in a quiet, modest way. 
Listening, you’re late for dinner but you don’t know it. 
. . . Then, suddenly fearful that he has imposed upon 
the patience of his audience, he disappears as if by 
magic. ... There is only one Kohinoor diamond. 
There is only one Clarence Axman. . .. These are 
the sentiments of the Home Office and Field forces of 
The tna Life Insurance Company. 
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In Appreciation 
of 


CLARENCE AXMAN’S 


outstanding contribution to the 
institution of Life Insurance for 
more than a quarter of a century. 


Choos ,  o President 
Ohio State Life aie “ 


Colles, Ohio 
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. CORNELIUS H. A. BEHRENS . R. D. WEILBRENNER 
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Generar Orrice, "910 S. MICHIGAN AVE. 


CHicaAaGo 


OFFICE OF THE CHAIRMAN 


October 19, 1938 


Mr. W. L. Hadley, Vice President 
The Eastern Underwriter 

94 Fulton Street 

New York, New York 


Dear Bill: 


You have, told us that you are sbout to celebrate 
the 25th Anniversary of the association of Clarence Axman with The 
Eastern Underwriter and have asked whether Continental would like 
to join in that celebration. This letter, which I am writing in 
behalf of President Cornelius, Vice President Tuchbreiter and our 
entire official steff, including myself, is the affirmative answer 
to your question. 


There is no one in the field of insurance journalism 
who has been more constructive than Clarence; no one who, by his clear 
and untrammeled thinking, has brought to insurance executives greater 
stimulation along sound lines. 


We are glad to join his many friends in wishing him 
many more years of success and happiness so that on his 50th Anniver- 
sary we may bave another similar celebration. 


\ ‘Sincerely yours, 


* ‘ 


HAB:MC 
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W.H HINSDALE, ASSISTANT SECRETARY 
WO MINTER, ASSISTANT SECRETARY 


Tazis; INSURANCE: COMPANK, 
OF AARTFORD. 


CASH CAPITAL $ 5,000,000. 


HARTFORD, CONT», November 1, 1938 





Dear Clarence: 


Just as the first duty of a citizen is to be well informed about 
his country, the first duty of a business man is to know what's 
really going on, what's new, in his business. To do this we must 
all rely upon newspapers. It has not always been easy for insur- 
ance newsmen and journalists to tell the truth, the whole truth 
and nothing but the truth in their pages. 


On the occasion of this issue commemorating your twenty-five 
years'service to the insurance business through The Eastern Under- 
writer, it is surely fitting that tribute be paid to the effort and 
high ability you have given to reporting, editing and distributing 
the essential who, what, when, where, why and how of insurance 
during these years. 


The insurance business certainly could never have progressed to 
its present state without the few men in insurance journalism who 
have, through the years, insisted upon reporting fects as they 
saw them. Brokers, agents and companies alike owe you a debt of 
gratitude for a quarter of a century of devotion to keeping them 
well informed. 


Cordially yours, 


President 


Mr. Clarence Axman, Editor 
The Eastern Underwriter 
New York, N. Ye 


THERE IS ONLY ONE NATIONAL 
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THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 SEVENTH AVENUE THOMAS I. PARKINSON 
NEW YORK CITY PRESIDENT 


Felicitations and Congratulations are extended to Clarence Axman 


on his 25th Anniversary as Editor of The Eastern Underwriter. 
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THE HOOPER-HOLMES BUREAU, Inc. 


NEW YORK 


JOHN J. KING 
PRESIDENT 
= 


EDWARD KING 
SECRETARY AND TREASURER 


102 MAIDEN LANE.NEW YORK,.N.Y. 
Sve. ae CLARENCE P. BRYANT 
2s VICE-PRESIDENT 


ESTABLISHEO October 28, 1938 


Clarence Axman, Editor 
The Eastern Underwriter 
94 Fulton Street 
New York, N.Y. 
Dear Clarence: 
In twenty five years of insurance activity with 
"The Eastern Underwriter" yours has been the self~effac-~ 
ing assignment of paying tribute to others, promoting good 
and denying evil in the onward march of insurance, 

Today your pen must pause while insurance from Coast 
to Coast and from Canada to the Gulf edits your anniversary 
column, 

This organization joins all others in saluting you, 
Clarence, as Editor, Conventioneer, Diplomatist, Globee 
Trotter Mentor and friend to all. 

It is our privilege to greet one of the great men 
of the insurance fraternity. 


Sincerely yours, 


f6 


John J. King, President 
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DES MOINES, IOWA 


GERARD S.NOLLEN, PRESIDENT 


October 19th 
1 9 5 8 


Mr. Clarence Axman, Editor, 
The Eastern Underwriter, 

94 Fulton Street, 

New York, New York. 


Dear Clarence: 


We join with you in the happiness which we 
know you must feel on the occasion of the twenty- 
fifth anniversary of your association with the 
Eastern Underwriter. We know you well enough to 
know that you have enjoyed every minute of those 
years, and that your life has been enriched by the 
ardently unselfish devotion which you have always 
had for your job. 


We are in @ measure a little amazed that 
it is only twenty-five years since you joined the 
Eastern Underwriter. It seems as though your wide 
associations in the field of insurance, your hun- 
dreds, even thousands, of friends in the business, 
your worldwide contacts with people of note in the 
insurance field, would have required many more 
than twenty-five years to realize. We can only 
surmise that your unusual ability to be in so many 
different places at the same time has made it pos- 
sible for you to have done so much in the relative- 
ly short period of twenty-five years. 


Congratulations, Clarence, and best wishes 
from all of us here in the Bankers Life Company for 
many years of continued editorial leadership with 
the Eastern Underwriter. 


Cordially, 


n” 


President. 














The Mutual Life Assurance Company of Canada 


welcomes this opportunity of paying a tribute to 
an excellent insurance journal, as well as to its 
capable Editor, Mr. Clarence Axman, to whom, 
upon completion of twenty-five years of active 
association with The Eastern Underwriter, we 
extend hearty congratulations and best wishes for 
a long continuance of what we trust will be a 


happy relationship for both. 


R. O. McCulloch W. H. Somerville 
President General Manager 
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October 26, 19358 


. WwW. Le Hadley » 
& pusiness ManeEee*: 


Mr 
e president 


vic 

The Ha tern Underwriter 
New York, N. Y.- 

Dear Friend Hadley >: 

Tt has come tO my attention that & 
complimentary aition of The Baste ynaerwrite in 
celevrats tne T ty-fifth 4 ry of Clarence 

as P yaent, to pe ft sued on November 4tn, 
1938 (my pirtndey!- 
We his friend the Comp y 
is splendid recognition Ss be given 
an ;hrougn nis nigh character 
o much to the great 


a ¢rustwort 
pusiness of insurance: 
e may be spared 
ly esteeme 
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fe) continue through 
ent and EAaito 
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er in the past. 
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cao as Sa oe : = ——_| 
| 
O CLARENCE AXMAN: | 
Congratulations on your silver anniversary. You | 
1 
have given more to insurance than insurance can 1 
|| 
ever give to you. Continental American salutes you! | 
| 
| 
| 
| 
| 
|| 
|| 
|| 
| 
| 
| | 
it] 
| | 
||| 
| 11 
|| 
| 
| ; | 
| Continental American | 
i LIFE INSURANCE COMPANY | 
| 
| WILMINGTON, DELAWARE A. A. RYDGREN, PRESIDENT | 
| 1 
| an 
| il 
| || 
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It 1s a difficult role and so 
much greater the honor tf 


you perform it well . 
—ABRAHAM LINCOLN 








TO 
CLARENCE 
AXMAN 


CONGRATULATIONS ON A SPLENDID 
RECORD OF TWENTY-FIVE YEARS IN THE 
DIFFICULT ROLE OF INSURANCE JOURNALIST. 








Insurance in 
Force More Than 
$980,000,000 


Its Name 
Indicates Its 


Character 


LINCOLN 


NATIONAL LIFE INSURANCE COMPANY 


FORT WAYNE .- - - - INDIANA 
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Chronological _ ae by the Editor 


| i HIS quarter century as editor of The Eastern Underwriter, Clarence Axman has written about hun- 
dreds of insurance men in all branches of the business. Many of the leaders in the business are included 
in the list of sketches and feature articles given below, but he hasn’t yet gotten around to all of them. Not 
all of his personality sketches were about executives or prominent people for he liked also to write about the 
little known producer in the field or other interesting character who in his own sphere was doing an extraor- 
dinary job. The following, then, is merely a compilation of some of the original articles that have been done 
by Clarence Axman during his editorship of The Eastern Underwriter. 
The identity of the persons listed is as of the time the article was written. 


1914 

Walter Le Mar Talbot, president Fidelity Mutual Life....... March 5 

Eugene H. Winslow, president Metropolitan Casualty....... April 23 

Edgar J. Haynes, president Newark Fire.................. June 18 
Sara Frances Jones, manager woman's department, 

Bearitahe SOE, CNG oe aan cia ccasomnande sists October 8 


Kederich Quintet: C. Hope, Robert F., Harry C. B., 
Lawrence C., George A., all New York Life producers. .October 23 


1915 
Edgar W. Smith, manager Equitable Society, Portland, Ore... . April 9 
William C. Johnson, inspector of agencies, Equitable 
Society, Boston 


Morgan G. Bulkeley, president Aetna Life............. November 5 
L. A. Cerf, manager Mutual Benefit Life, New York City. November 5 
Louis F. Butler, president Travelers................. November 12 


Robert J. Mix, manager Ordinary department, Pruden- 
ae, DE EE on coches what ekieae ommend December 24 


1916 
Frank H. Hardison, Insurance Commissioner of Mass..... January 21 
Fred A. Howiand, president National Life of Vt......... January 21 
T. J. Falvey, president Massachusetts Bonding............ March 24 
Senator Joseph S. Frelinghuysen, J. S. Frelinghuysen & Co....May 12 
Arthur Hunter, actuary New York Life................... May 26 
William B. Joyce, president National Surety.............. June 23 
Trying to find Hajime (Japan visit)................... August 25 


1917 
James J. Hoey, second vice-president Continental In- 
WME TE cn o:5.5 sce cer ineaeeeraspeesiaenns nes October 26 


eateh TR CII ois sso scic cate eos ic awiennies December 7 
George T. Wight, manager and secretary Association 

OF Tike Insure’ PINGS... 3550000 oc boc cieceess December 14 

1918 

Marine Insurance Persomalities: ....6.<..0:036 556s ce nce i sees January 25 
Leroy A. Lincoln, general attorney Metropolitan Life. .... February 8 
Sigourney Mellor, Mellor & Allen, general agents Prov- 

MOND: Dr Ee ROE BS ocd coveatcdersurvad teas nunseeks July 5 
Edward Griffith, E. E. Clapp & Co., general agents 

eR er ee re ne ee July 12 
Lawrence C. Woods, vice-president and assistant mana- 

ger Edward A. Woods agency, Equitable Society, 

PO, ak ohne nine secant semeen nce inwion August 30 
George H. Viehmann, president New Brunswick and 

Pie Jeter Taeeeee Gio... ie ccivccsinsyateseeescss October 18 
C. Weston Bailey, president American of Newark........ October 18 
Frederick A. Wallis, general agent Fidelity Mutual, 

NE, NN Ts oso crates wh autmuun oe mens wate w eine October 25 
Darwin P. Kingsley, president New York Life.......... October 25 
Elbridge G. Snow, president Home Insurance........... October 25 


Frank L. Jones, agency supervisor Equitable Society, 
IIE Soda Giccawaanoea Reon we nee ane November 15 
1919 
Major Henry D. Lindsley, director Bureau of War Risk 
NE acini oreo e ac ok Cee eee eee February 28 
James A. Swinnerton, secretary Continental Ins. Co....... March 28 
Cecil F. Shallcross, United States manager North British 


Rs I in sane esncc beutata a ale Dn en a eae wa asa wo April 4 
Haley Fiske, president Metropolitan Life................. April 25 
John B. Lunger, late vice-president Equitable Society....... June 20 
Henry Evans, president Continental Insurance Co.......... August 8 

1920 
Darwin P. Kingsley, president New York Life........... January 23 
W. H. Stevens, president Agricultural Insurance Co.......... July 30 
Edson S. Lott, president United States Casualty Co....... October 15 
Henry W. Marsh, Marsh & McLennan................. October 15 


Benjamin Rush, president Insurance Co. of North 
America 
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Charles F. Noyes, owner and active head Charles F. 
PN eee sy Cosicerscoe eric eee ase nel December 31 


1921 
Joseph D. Bookstaver, general agent Travelers......... February 11 
R. C. Rathbone, R. C. Rathbone & Son, Inc..............+: April 15 
James F. Atkinson, general agent Northwestern Mutual, 

IS IS he osc ov cance teas ried ne Ra danae te aamene April 22 
Functions of an Insurance Newspaper............--+2+++055 May 20 
Adolph Hollander, general agent Equitable Society... ... September 2 
Sam Behrendt, president Behrendt-Levy Co., Los Angeles. November 11 
Alice Lakey, publisher of “‘Insurance’’................. December 9 

1922 
Fred A. Rye, Western manager Commercial Union......... April 14 
F. M. Griswold, late general inspector Home (Fire)........ May 5 
Edward D. Duffield, president Prudential............... August 25 


Thomas I. Parkinson, second vice-president Equitable 

IN acca sigs x ciace sla ace tone a ree $a peer wo cole RAR October 6 
Edward A. St. John, president National Surety........... October 6 
William B. Joyce, retiring president National Surety..... October 6 
John W. Pratt, insurance agent, Kennett Square, Pa....November 24 
Pearle Easley, agent Mid-Continent Life, Oklahoma City. November 24 

1923 

Harry B. Rosen, late agent New York Life.............. January 5 
James G. Batterson, late manager Travelers, N. Y. City. . January 26 
Robert M. McCormick, former general attorney Globe 


PN ooo wince narra 7p. 0th sous pia pre whack ere AS Mie SOR GR TN March 2 
Frederic W. Fuller, general agent Equitable Society, 

SI NS yk 50 os8e beech caGceascenh tea an March 30 
Richard M. Bissell, president Hartford Fire................ May 11 
Charles B. Knight, manager Union Central, New York City.... July 27 
TE A ON goons & x ee ae hanes Pa aweparreenina July 27 
Percy B. Dutton, manager New York department of Su- 

perior Fire, Capital Fire, Georgia Home, Allemannia, 

United America Fire, Rochester, N. Y...............- August 17 
Wee PE, SRE oc ai wrcic db cesie cass wae vcaae whee August 31 
Charles H. Holland, president Independence Indemnity... . . October 5 
Arthur M. Hyde, Governor, and Ben C. Hyde, Super- 

intendent of Insurance, Missouri.................. November 16 
A. G. McIlwaine, head of London & Lancashire, Orient, 

Law, Union & Rock, Safeguard and others......... November 23 
E. A. St. John, president National Surety............ November 23 
Henry W. Brown, Henry W. Brown & Co., Philadelphia.. November 23 


Ernest Sturm, vice-president and secretary America Fore 
crs ois cos aka ed cance eee See een eae ek November 30 


1924 
H. A. Smith, president, National Board of Fire Un- 

WII os otal oicrernie comndeia nr nee ak ee ee mae Sake January 11 
E. M. Linville, president New York Indemnity.......... January 25 
Carl M. Hansen, vice-president and general manager, 

Cen DR C8 oii iiikios ke hie eee deaane’s February 29 
C. W. Higley, president Hanover Fire.................. March 28 
R. B. Caverly, late publisher and editor “Insurance 

IN oes ecco seo hoes rc kite ee enn Dark cole eae Re May 23 
Frederick H. Ecker, vice-president Metropolitan Life........ July 11 
C. H. Kederich, manager New York Life, New York City....July 11 
Harry F. Gray, general agent Connecticut Mutual, New 

PI aoa 9 a taidind care eis aio eae sree tk ee alae eee July 11 
H. G. Scott, vice-president and secretary Reliance Life....... July 18 
Aloum: Che Wear 00: Tek FOS ai iiis 6 s.0. 5 ciiiieunesewsienss July 25 
Col. E. A. Hamilton, executive head Fidelity & Deposit. November 28 
Robert H. Williams, vice-president Travelers Fire...... December 12 

1925 
Philip Burnet, president and organizer Continental 
PN ESS ed oe eh ae ET January 23 


Job E. Hedges, late counsel Association of Life In- 
surance Presidents 


(Continued on Page 51) 














1 
THE CURTAIN RISES! IN MT. CLEMENS, 
MICH., A BIG EVENT IN THE AXMAN FAMILY, 
BUT THE INSURANCE WORLD WAS NOT 
AWARE OF ITS PORTENTS. HIS SCHOOL- 
DAYS WERE SPENT IN PORT HURON, MICH. 
AND CANTON, OHIO, AND AT 
THE UNIVERSITY OF CHICAGO. 






INTERNATIONALIST & WORLD TRAVELLER! 

y 5 FOR 25 YEARS HAS BEEN ABROAD EVERY 

ater SUMMER. ATTENDED WORLD ECONOMIC 

= CONFERENCE IN LONDON, ACTUARIAL 

E CONGRESSES IN ROME, STOCKHOLM, ETC. 

HIS VISION AND INTERESTS KNOW NO 
GEOGRAPHICAL BOUNDARIES. 


OR 
NL STAY — = 
— y aut ke re 
yo om. ae 
Veesiwent amo EDITOR SS } VR\ ae ny 


(>) THE EASTERN UNDERWRITER 
=. 















Ss 


INVETERATE CONVENTIONER! ONLY “DOC- 
TOR’S ORDERS” COULD KEEP HIM AWAY 
FROM GATHERINGS OF PRESIDENTS, 
UNDERWRITERS, COMMISSIONERS OR AC- 
TUARIES, WHERE HE IS ONE OF THE MOST 
POPULAR AND BEST-KNOWN FIGURES. 


BEGINNINGS OF A CAREER! AS A YOUTH 
WITH THE CONTINENTAL ASSURANCE COM- 
PANY IN CHICAGO, HE CONTRIBUTED TO 
THE INSURANCE COLUMNS OF THE DAILY 
PAPERS, AND EVIDENCED REAL APTITUDE 
FOR REPORTING. 





x P 4 “<j 4 
= Wht’. 
> iz 
per = 


\\_ PRINTER’S INK STILL LURED HIM! WORKED FOR Pail 


“THE INSURANCE FIELD” IN LOUISVILLE AND 
ATLANTA, AND FOR DAILY PAPERS IN NEW YORK 
AND BROOKLYN. LATER BECAME EDITOR OF 
“MUSICAL AMERICA.” JOINED “THE EASTERN 
UNDERWRITER,” AS EDITOR, IN OCTOBER, 1913. 


WE TAKE PLEASURE IN JOINING HIS MANY OTHER INSURANCE 
FRIENDS IN EXTENDING CONGRATULATIONS AND BEST WISHES TO 


CLARENCE AXMAN 


ON THE TWENTY-FIFTH ANNIVERSARY OF HIS AFFILIATION WITH 
THE EASTERN UNDERWRITER 


THE MANUFACTURERS LIFE INSURANCE COMPANY 


HEAD OFFICE - - TORONTO, CANADA 

















Unitep States BRANCH OF 
THE LONDON AND LANCASHIRE INSURANCE COMPANY, Limitep 


or Lonpon, ENGLAND 


HARTFORD, Connecticut , Oct. 26th, 19 38. 


Manacer'’s Orrice 





Mr. Clarence Amman, Editor, 
The Eastern Underwriter, 
New York City. 


Dear Clarence Axman: 


Bill Hedley dropped into our office the 
other morning while doing a goodwill tour of the New 
England States. Among other things of importance, 
he mentioned your twenty-fifth anniversary as Editor 
of The Eastern Underwriter, and I learned of a movement 
to pay public tribute to you in connection with your 
having reached that silver milestone. 


I specially want to be numbered among those 
many friends who will send ycu their congratulations, 
both for myself personally and for the Officers of the 
companies comprising the "London & Lancashire" Group, 
and we all express the hope that your fine spirit of 
helpfulness to the institution of Insursnce will con- 
tinue for many, many years to come, 


Yours sincerely, 














Unquestionably the goal of every worthwhile ambition 
is the building of some lasting contribution to the welfare 
of fellowmen. Accomplishment of this goal may take 
the physical form of a bridge, a building, a newspaper, 
or one of a thousand other things. But the basic mani- 
festation of achievement is not made of stone or wood 
or steel or paper. It is something more human. It is 
measured in the number of friends whose respect and 
affection has been earned while creating this physical 
contribution. 

Clarence Axman has given a quarter century of his life 
to life insurance. He has built a newspaper, and a good 
one. But that is insignificant compared to the real index 
of his achievement; he can number his friends in the 
thousands. As one of them we salute him.—The Union 
Central Life Insurance Company. 




















‘Lo Clarence Axman, on the occasion of his 
twenty-fifth anniversary as an insurance 
journalist, in recognition of his substantial 
contributions toward a better understand- 
ing and appreciation of the institution of 
insurance by those within the business 


and by the public. 





THE MARYLAND 


MARYLAND CASUALTY COMPANY * BALTIMORE 
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Chronological “td 


(Continued from Page 43) 


M. O. Garner, president New York Indemnity............. April 3 
Thomas A. Buckner, vice-president New York Life........ April 17 
R. Howard Bland, president United States Fidelity & 

IN car sind wie cn ala casie pear sigeerein ase eens May 15 
Sumner Ballard, president International Insurance Co.........May 29 
Hugh D. Hart, and Gerald A. Eubank, Hart & Eubank 

general agency Aetna Life, New York City.......... September 18. 
Frederic W. Fuller, general agent Equitable Society, 

ee a ee ae 
James H. Carney, insurance agent Kaler, Carney, Liffler 

Wa: ORR a5 a PL oi ust aseanie gris StSooreieerahoeaccea oT October 9 
Ralph B. Ives, president Aetna (Fire).............. December 25 

1926 
Crawford H. Ellis, president Pan-American Life.......... January 1 
Darwin P. Kingsley, president New York Life.......... January 15 
Charles L. Tyner, president Home (Fire).............. February 26 
Franklin D’Olier, vice-president Prudential............... March 12 
A. G. McIlwaine, late United States manager London 

RI ar, ip edicts ssa cise uaotm kw asol 5Ia es Ries pw RS ato April 9 
Samuel Appleton, former head of Employers’ Liability 

RO RN UO ex pono sve, ead oe eran ie gala eget aw es ho May 7 
C. Stuart-Linton, agent Hart & Eubank agency, Aetna 

Life, New YOR C9. 5s.c0.0..0008idscihenriscntaneepeemer 10 


Charles A. Peabody, president Mutual Life of New York.November 12 
Arthur W. Stebbins, insurance broker, New York City. ..December 3 


Charles Evans Hughes, prominent New York lawyer. ...December 10 
Einar Barford, Insurance Commissioner of Pennsylvania..December 10 
1927 

H. G. B. Alexander, president Continental Casualty and 

CRE: SOE 55st ios ois ores Koo Resi kas January 14 
Hugh Lewis, general manager Liverpool & London & 

MN ish n> c, neak ooncralarieycslanmcarateneteommn son ae eiarabe ead cooks taisecsia January 28 
Edward M. Allen, vice-president and assistant to presi- 

dents National Surety and New York Indemnity......... March 18 
William R. Pitcher, head of William R. Pitcher Co., 

ie I NN a aoe sn 5s beatae Kw aes April 1 
George E. Hayes, vice-president Union Indemnity........... May 20 


David F. Houston, president Mutual Life of New York. .September 9 
Herman M. Hessberg, P. M. Fraser agency, Connecti- 


Cut ees, POE VO GIP... 5. 55 cerned s ioe wnevmsios October 7 
James J. Hoey, Hoey, Ellison & Wendt, Equitable of 

PIAL IN MO oa, 5 stare sige catace) pisware aeinalete bord October 7 
W. Irving Moss, president, and Mike M., vice-presi- 

dent, Union Indemnity, New Orleans................ October 28 
Ralph Y. Sketch, general manager Phoenix Assurance. ..November 18 
Thomas P. Brophy, New York fire marshal........... November 25 
A. P. Giannini, founder of Bank of Italy............... December 9 

1928 

William H. Beers, associate general agent Charles E. 

ce ROE APO OE ee ae tee February 3 
Clay Hamlin, agent Mutual Benefit, Buffalo, N. Y.......... March 9 
Dr. Vaclav Peca, president Association of Czecho-Slo- 

vahian Insurance Comopanies... << <.ccsncsccccccnsseesms March 9 
Judge William A. Day, late chairman of board Equitable 

EE eae a ee re eT ee Pree April 13 
Hillsman Taylor, president Missouri State Life............. April 20 
SERN eee te Ac GA a-ak Men AERO NE ee era etre July 20 
PEE = Eis sheet Wick adticeeaie women ae eA amare eR ASe July 27 
NIE onan ince ree Een’ Kendo song aria was Aare we eee ee August 3 
Be ee ne re August 3 
Henry W. Abbott, general agent Massachusetts Mutual, 

i RE EMER Se PEt Ie a September 7 
Franklin D. Roosevelt, general vice-president Fidelity 

I ios ings cs nrc ginin de ewe pee seem wee ters November 9 
W. L. Austin, Austin & Co., Albany, New York....... December 7 

1929 

Neal Bassett, ‘president Firemen’s.............2.0ss000 February 2 
Haley Fiske, late president Metropolitan Life............. March 8 
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Frederick H. Ecker, president Metropolitan Life........... March 29 
Robert L. Cox, vice-president Metropolitan Life............ April 5 
Leroy A. Lincoln, vice-president Metropolitan Life.......... April 5 
British Newspaper Coupon Insurance.................000. July 12 
Chartered Insurance Institute Convention.................. July 12 
Were Sea eas eo ovis oe sare ecw July 19 
MI Soccer cticr hoes e cere poe ae ratei nd aatasiies August 9 
Ralph G. Engelsman, general agent Penn Mutual Life, 

PEN Nose ects ow eco eee ee sense sere as September 20 
Ethelbert Ide Low, president Home Life of New York. .September 20 
Louis F. Butler, late president Travelers Insurance Co..... October 25 
A. Bruce Bielaski, head of arson investigation activities 


Dig ER on ceca pc ksncaus ny conbes aware ae October 25 
C. V. Dykeman, superintendent Prudential, Brooklyn... November 22 
S. S. Voshell, manager Metropolitan Life, Brooklyn. ...November 22 
George Willard Smith, president New England Mutual...December 6 


1930 

Harold V. Smith, vice-president Home Insurance Co....... January 3 
Wade Fetzer, president Fidelity & Casualty.............. January 10 
Fred W. Hubbell, founder of Equitable Life of Des 

NS otal earns maya a slate Wiessner one Ww eee ais eae February 7 
Cator Woolford, founder and chairman of board Retail 

he ihe G3 coop imaly wrap rai erates ko onion aa March 14 
L. Edmund Zacher, president Travelers Insurance Co......... May 9 


Thomas A. Buckner, senior vice-president New York Life....May 16 
Robert P. Barbour, president New York Board of Fire 


GRINNED ois cio ho cs reg 05 pa Seo Sei an eee ees May 30 
Np NE oiotasec Sete traeceteoioiccatecslarh Shigeo aiece ste June 27, July 18 
Otho E. Lane, president Fire Association of Philadelphia... .. July 18 
Bureau of Personal Accident & Health Insurance......... August 29 
William Alexander, secretary Equitable Society........September 19 


Helen Buswell, Home Office Agency, Penn Mutual Life.September 19 
Jay L. Lee, manager Phoenix Mutual, Buffalo, N. Y....September 19 
Why I am Proud to be Associated with Insurance 


MII cm 65 0's ine care pues 90m yack AILS Reade evi RIE CEA wr Or October 3 
Dr. Alfred Manes, general secretary and director German 

Society for Insurance SGEBGE. ... 0.6 = sos eeke ic neoces October 17 
Percy H. Goodwin, president National Association of 

I Een ey OC er ee October 24 
W. Rogers Primm Agency, Springfield, Mo........... .December 5 
Dr. Wilhelm Berliner, manager Phenix of Vienna...... December 12 

1931 

John C. Stott, agent Standard Surety & Casualty, 
PRs MI Eco a ns re Sao ROKR OR ROS Ek DE OME eR Oe May 22 
John I. D. Bristol, general agent Northwestern Mutual, 

UES I are ratty asa asians wi ine athlete ae alone SSSI June 5 
James Victor Barry, fourth vice-president Metropolitan 

DUNE eek eae 9a ncingis ee elec wow Flue aie edie ho meee June 19 
Cee EI TRING iio io i nb ice ee nee kenanes July 3 
Lord Burghley, manager West London branch, London 

i MRR 55614: 'oos Scab Grew SR ara Ros RLRMRIN ww CHR Wir w ATES July 10 
Metropolitan Social Survey in Europe.................2.0- July 17 
Scotland & Scots—George Watson's School for Boys......... July 24 
F. Norie-Miller, director and general manager General 

ee OCP PET ee re ree ie nee ree eee August 21 
Julian S. Myrick, manager Mutual Life of New York, 

ee eee 
William L. Boyce, general agent Equitable Society, 

pA Fe Rass osn cee wes eh Se DAN vee lerernist eo September 18 
Hermann Leonard, late reporter Journal of Commerce... .October 16 

1932 

Edward D. Duffield, president Prudential Insurance Co...... March 4 
Paul L. Haid, president Insurance Executives Association. ..April 22 
Bernard M. Culver, president America Fore Companies....... May 6 
Geneva and League Of TIMIONE..... 5 6 5.<.65:6s6 050s sxes eos June 24 
Captain John H. Jones, agent Metropolitan Life.......... August 12 


(Continued on Page 53) 








To Editor and Reporter-Extraordinary Clarence Axman, 


THE COLUMBIAN NATIONAL LIFE INSURANCE 
COMPANY is happy to express its appreciation 
of his faithful interest in the constructive 


development of the life insurance business. 
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Chronological he oe 


(Continued from Page 51) 


Lawrence E. Simon, general agent Massachusetts Mutual, 

Pe oko cares tiocantecos emote ote 4 August 12 
Joe Reynolds, president Kansas City Life.............. December 9 
Dr. Thomas H. Willard, medical director Metropolitan 


BNE riko s Baik. mses cen oreate wee ete tea ae oe eee eae December 9 
1933 
S. T. Whatley, vice-president Aetna Life.............. February 10 
Liverus H. Howe, actuary John Hancock.............. February 24 
Carl M. Hansen, president International Re-Insurance 
GS ada decwnm ath cen eRe aee ea rs Sas ae a Sterne S April 28 
Grant L. Hill, director of agencies Northwestern Mutual 
NE, bce s wate ac Ra ceo eeca woe July 28 
Herman G. Fricke, agent Northwestern Mutual, Omaha 
RD Grind wars swsm ican cabanas amurekinean saaeee September 22 
Herman Duval, agent Northwestern Mutual, New York 
BO wart ance aa ne biccy na ted wate eis cis ws Ra September 22 
W. Ross McCain, president Aetna (Fire).............. December 8 
1934 
Grenville Howard, editor of publications New York Life. . January 5 
John K. Gore, actuary Prudential... ........5.05006e000 January 12 
Frederic C. White, vice-president Hartford Fire.......... January 26 
Walton L. Crocker, president John Hancock............ February 16 


George Kederich, manager New York Life, Brooklyn, N. Y..March 16 
Lawrence C. Kederich, manager Knickerbocker branch, 


New York Lsle, New York City. ...........55. ccc sac ccase March 16 
Charles J. Zimmerman, general agent Connecticut 


Mutual, Newark 
William H. Sargeant, president Massachusetts Mutual..... . April 27 


Senator Felix Hebert, general counsel New England 

UI I hs rin a Sore a artearion na daabaatey oa nals May 4 
Benito Mussolini, Head of the Italian Government.......... June 8 
James M. Haines, United States manager London Guar- 

PE BR PN so 550.5 hi elees briedantSoe he oa/akaw swine July 13 


Dr. Louis I. Dublin, third vice-president Metropolitan 

Ee ee eee eee ee 
Thomas B. Sweeney, manager Equitable Society, 

oN ee ee 
William BroSmith, vice-president Travelers........... November 16 
Dr. Augustus Knight, medical director Metropolitan Life. December 14 
Robert P. Barbour, United States Northern 

Assurance and London & Scottish................. December 14 
Paul Rutherford, general manager Hartford Accident & 

RI 82 ore icons aye nis em rae hat one Pa Oe December 14 

1935 

Charles S. Ashley, Jr., manager Maryland Casualty, 

OO NE RE 55s. s' arctan ce ale Sas Re RECS February 8 
George S. Van Schaick, retiring New York State Super- 


manager 


IE OE. ONIN soins ei hecone tes akeci susnewsiven May 3 
Jesse W. Randall, vice-president Travelers................. May 17 
District Attomey Dodge and stall . «5... 666:0 sccieccacedeus July 12 


William H. Kingsley, senior vice-president Penn Mutual 

EE ie Garg 5: bara neceina a ean ae nds ceca IRE Gea 2 August 16 
Frank W. Pennell, general agent State Mutual Life, 

SS A rae 
Gage E. Tarbell, senior director Equitable Society... ... September 13 
Frederic R. Bigelow, president St. Paul Fire & Marine. ...December 6 


Herman Behrens, president Continental Casualty & 
a Pee eee eee re eer December 6 
Congressman Hamilton Fish, John C. Paige & Co., 
ENN WN WRI fer. < wrticaceia caer snd aaa? a wip ares eo December 20 
1936 
William A. Law, late president Penn Mutual Life....... January 24 
Thomas E. Gallagher, late retired general agent western 
Ce ae, Sener bee January 31 
Harold Warner, United States manager Royal-Liverpool 
RI in has aide wcicrile toed eee CR Ne gioewatetreles February 7 
Guy W. Cox, president John Hancock................ February 14 
Morris L. Erna, New York lawyer... .- 20.5 665 .60505.. February 2 
A. H. Witthohn, vice-president Federal Insurance Co...... March 13 
Leroy A. Lincoln, president Metropolitan Life.............. April 3 
Edson S. Lott, chairman of the board United States Casualty. April 17 


Prudential Officers: Edward D. Duffield, president; Col. 
Franklin D'Olier, executive vice-president; Alfred 
Hurrell, vice-president and general counsel; Robert H. 
Bradley and Willard I. Hamilton, and Henry B. Sut- 
phen, vice-presidents; Charles B. Bradley, general so- 
licitor; James F. Little, vice-president and actuary; 
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John W. Stedman, vice-president; Robert M. Green, 
treasurer; Dr. Chester T, Brown, medical director; 
Lester E. Wurfel and Roger R. Rogers, mortgage 
loan department vice-presidents; George E. Merigold, 
general attorney; William Sillbereysen, comptroller; 
Arthur C. Metz, Caleb Stone, George H. Chace, and 
John P. Mackin, second vice-presidents ; 
Howell, associate actuary; F. Bruce Gerhard, associate 
actuary; William M. Van Nalts, secretary; Dr. Harold 
Willis Dodds, Senator A. Harry Moore and Dr. 


Valentine 


NRE TE, Eo ino asi tess iaWloie win e-eernarn a usd April 24 
Montgomery Clark, president Hanover Fire.........0...... April 24 
Curtis W. Pierce, vice-president America Fore Companies... . . May 29 
Liverpool, London & Globe centenary................00055 June 5 
Dame GS CIO ooo a's nk eee ec wnciesadediccs« June 12 
Bertrand J. Perry, president Massachusetts Mutual........... July 31 


Former Presidents of the United States, Calvin Coolidge 
and Herbert Hoover, and ex-Governor of New York 


State, Alfoed E. Sentthi. <0. oi.cs5 ccc ccs siecds September 18 
William H. Burns, independent insurance agent of 

RTI sores cog cts crams wilso Mnvecans «ama detes .September 18 
Frank J. O'Neill, president Royal Indemnity & Eagle ; 

PI go oiore rs cts nan oe sieins on Tae .September 25 
A. Duncan Reid, president Globe Indemnity............. October 2 
Dr. Arthur Hunter, vice-president and chief actuary 

TOE OME BO in ch ieccanbeen ca sana renee ests October 30 
Charles R. Street, vice-president Great American........ November 6 


Morgan B. Brainard, president Aetna Life Affiliated 
Companies 
Edward O. Wieters, manager claim division 


ia Si sTete aha cise ak as a Eee i ada Tena .December 4 


December 4 
.December 4 
December 4 
December 11 


Metropolitan Life 
T. J. Irvine, United States manager Phoenix Assurance. 
Arthur S. Rogers, general manager London & Lancashire. 
Alfred L. Aiken, president New York Life........ 


late chairman of the board America Fore 


Ernest Sturm, 


CI io an aieen ons eames .December 25 
1937 

E. Rhodes, vice-president Mutual Benefit Life....... . January 29 

Edward Milligan, president Phoenix of Hartford........ February 5 

John McGinley, vice-president Travelers................ February 5 


Ralph R. Lounsbury, president Atlantic Life and Bankers 
National 
pet re 
Wilfrid C. Potter, chairman Preferred Accident. 
M. O. Garner, former vice-president and general counsel 
National Surety 
John A. Stevenson, executive vice-president Penn Mutual. . 
Edward J. Bond, Jr., president Maryland Casualty... 
William G. Hurtzig, William G. Hurtzig, Inc., Morris- 


. February 19 
. February 26 
wang March 5 


.March 12 
.March 26 
March 26 


NE Oe hss nrenrtsGkw ae a aconiain pane nee ais ctw Ala parkas May 
Isaac Miller Hamilton, president Federal Life............... June 4 
J. B. Levison, chairman of board Fireman's Fund........... June 11 
George A. Patton, vice-president and manager of agen- 

ceed) SN NR OF I, We oicioi ss cassis s mreawnsann ean July 9 
Accident & Casualty Insurance Co., Winterthur: Dr. 

Henry Fehlmann, general manager; Dr. G. Bosshard, 

OR RD NE PU acy toeta ccd do oe neh © 000s 450 5-d pO ee July 9 
Otto E. Schaefer, president Westchester Fire........ July 16 


Joseph S. Frelinghuysen, president Stuyvesant Insurance 

Co. and J. S. Frelinghuysen Corp.............. 
Chandler Bullock, president State Mutual Life... September 10 
Louis A. Cerf, retired general agent Mutual Benefit .October 1 
James Lee Loomis, president Connecticut Mutual....... December 3 
Frederick H. Ecker, chairman of the board Metropolitan 

Life .December 3 
Thomas J. Grahame, first vice-president Globe Indemnity.. December 3 
J. S. Kemper, president Lumbermens Mutual Casualty. ..December 17 
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Metropolitan Life Library............. 
Thomas I. Parkinson, president Equitable Society. 
Hartford Accident & Indemnity Anniversary, personal- 


August 6 


January 
February 25 


Dene MANN IN oc 6 doves eo! so ern elects is ae ot Och a March 2 
Edgar J. Sloan, vice-president Aetna (Fire) yen : 
Association of Casualty & Surety Executives, personnel 

ce Ee ee ee ee PE Fa hy are April 29 
Harold Hyer, insurance director New York World’s 

aay GR er eo rae ee eee poe er nee nT July 15 
F. W. Lafrentz, chairman American Surety and New 

pee re ee ere July 15 


Hartwell Cabell, insurance lawyer, Cabell, Ignatius and 
oh: De RE MO. oo is eo atcse os os ee September 9 
Harry T. Wright, — agent Equitable Society, Chicago..October 7 
William L. Meissel, Lawrence E. Simon agency, Massa- 
chusetts Mutual, New York City....... 
George E. Allen, vice-president Home Insurance Co.. 
Milton B. Ignatius, Ignatius and Stone, insurance lawyer. 


.October 
October 14 
October 21 








Hel, on / 


The picture of you on the opposite page was 
snapped by me at the Hadley summer camp 
on Halsey Island, Lake Hopatcong, N. J., last 
August especially for reproduction in this 
tribute to you, and it is lovingly dedicated to 
your more than 40,000 friends in memory of 
your late mother and father—Matilda and 


Philip Axman. 
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CLARENCE AXMAN 


plim Y FIRE- MARINE: CASUALTY: SURETY 
to 
e 
Celebration 
is enty-fifth 






29 
SUCCESSFUL YEARS! 


THAT YOU MAY HAVE 
MANY MORE OF THEM 
IS OUR WISH! 
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EQUITABLE LIFE INSURANCE COMPANY 
OF IOWA 


DES MOINES, |IOWA 


HENRY S.NOLLEN 


PRESIDENT * October 20, 1938 


My dear Clarence; 


On the occasion of your twenty-fifth anniversary as 
Editor of the Eastern Underwriter, I am inspired to 
send you this word of congratulation uvon the high 
standard which you have set in your special field 

of publicattons and to express the hope that you may 
for many years continue to serve the public in general, 
and the insurance fraternity in particular, through 
your personal contacts and accounts of activity in 

the various insurance branches. 


In connection with your work, you have formed an 
exceptionally large circle of close friendships through 
a fine spirit of courtesy and many acts of kindness 
which exemplify a broad humanitarian spirit. I count 
it a privilege to be among such personal friends. 


ay you be blessed with health and opportunity for 
continued service for many years to come. 


Sincerely yours 


President nel 


HSN: RV 


Mr. Clarence Axman, Fditor 
The Eastern Underwriter 

94 Fulton Street 

New York City, N. Y. 
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LSEA\V on the occasion of fis Owenty-fifth Anniversary 
Y as Editor of Ghe Eastern Underwriter 

| 1s > We never will foract his many delighttul visits 
(°) when we were taken conversationally from Condon 
to Woscow and swiftly back to William Street. 

Sow he enthralled and amazed us by his appetite 

for the drama and D' Oply Carte operas to the point 

where fie takes im two or three shows in an evening as 














us to be entertained by his first-hand impressions 
vemorable Caht. <o.o——— a 

okt E(w some magnanimous puppeteer, he 
oD fas brought to the public eye the person- 
alities of many of this mdustrys (eading characters 
Champion of many areat causes, victor in combat 
with many great problems, he can be rightly forgiven 
his one defeat m a battle of many pears’ standing- 

2 stoking pour cigarettes. osc 


6) xs New York, 
=F October 28 th, 1938. 
























Che Home Insurance Company. 











She ficers of 
The Mutual Benefit Life Snsurance Company 
of Tewark, Vlew Sersey 
Congratulate She Eastern Underwriter 
and Clarence Axman 
upon the completion by him of 
Tiventy-frve Years of Service 
as Editor 
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ym GREATEST TRIBUTE to be paid to any 
man is when his associates gather together to do 
him honor, and the best evidence of Clarence 
Axman’s success as an editor and manager is when 
his associates run, as a surprise to him, a testimonial 


issue. That alone speaks volumes for the man. 


Editing a magazine that presents not only the 
news but the story of the men behind the news is 
a real job. How anyone keeps it up week in, week 
out, year in, year out, is always a source of wonder 
to me, but here is a man who has done the work 


extraordinarily well for twenty-five years. 


But in Clarence Axman we have a man who is 
not alone a mere editor as outstanding as he is. 
He is everywhere apparently all the time. The 
adjective “ubiquitous” is properly applied to him. 
I have bobbed up against him not only in various 
parts of this country, but abroad. Once while 
crossing the ocean I received a wireless sent by him 
from the ship on which he was traveling to the 


ship on which I was. 






scan Emplo 





jability 
loyers’ Liam 

The Em cs’ Fire 
Employers’ F 
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Assur 
lnseree Company 


I don’t know just what an “Ace Reporter” is, 
but I assume he is one of those who with uncanny 
ability knows where to be to get the best news most 
quickly and accomplishes that “scoop” we hear so 
much about. Why the big metropolitan dailies 
haven't long ere this grabbed up Clarence for this 
purpose is beyond me. If there is anything happen- 
ing in insurance anywhere that Clarence doesn’t 
know about as soon as it breaks and some times 


even before, I have yet to hear of it. 


I think the Insurance Fraternity as a whole, 
whether they be agents, brokers, company men, or 
otherwise, owe a deep debt of gratitude to Clarence 
for the outstanding work he has done as an insur- 


ance magazine editor and otherwise. 


To him I offer my heartiest congratulations upon 
twenty-five years of wonderful work and my own 
personal grateful appreciation for all he has done 


for the insurance business generally. 
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ALFRED L. AIKEN, President 
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Para 


e. Viae 


THE FIRST CONSIDERATION.. 


A Mutual Company founded on April 12, 1845 


SAFETY IS ALWAYS 


NEW YORK LIFE INSURANCE COMPANY 


THOMAS A. BUCKNER, Chatrman of the Board 
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COMMERCIAL UNION ASSURANCE COMPANY. LTD. 
AMERICAN CENTRAL INSURANCE COMPANY 
COLUMBIA CASUALTY COMPANY UNION ASSURANCE SOCIETY. LIMITED 
THE PALATINE INSURANCE COMPANY LID. Gite COMMERCIAL UNION FIRE INSURANCE COMPANY 
THe CALIFORNIA INSURANCE COMPANY 
NEW YORK CHICAGO ATLANTA SAN FRANCISCO 


tue OCEAN ACCIDENT & GUARANTEE CORPORATION LTD. 
CHE BRITISH GENERAL INSURANCE COMPANY, LTD 
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Why Y , = egarded Yd a Privilege to 






Whek With — i 


By Chm 7]. Eager, Autale Editor, be Department 


economics for the Saturday Evening Post and for some 

years lecturer on financial reporting at Columbia Uni- 
versity, presented me with an introduction to Clarence Axman 
nineteen years ago. Just discharged from military service I 
was seeking a connection with an insurance publication, having 
served a brief apprenticeship in this particular field of jour- 
nalism while still in my senior year at college. Mr. Atwood 
told me—and his views I had come to regard highly—that if I 


A LBERT W. ATWOOD, nationally known writer on 


wanted to engage in insurance reporting my best bet was to 
become a member of the staff of THE EASTERN UNDERWRITER, 
even if I had to wait awhile before an opening appeared. He 
described Mr. Axman as a newspaperman with exceptional 
qualities of perception, understanding and interpretation; a 
leader in his particular field. 

Fortunately I got the job without delay and have served 
continuously under Mr. Axman down to the present day. 
When I learned recently that his partner, “Bill” Hadley, 
planned to honor him on the occasion of his twenty-fifth 
anniversray as editor of THE EASTERN UNDERWRITER I asked 
Mr. Hadley for permission to write briefly something of my 
impressions gained from long daily association with Mr. 
Axman. He assented. 

A cub reporter is likely to acquire lasting habits and 
reactions from his early associations in the newspaper game. 
Groping blindly for guidance his senses of news values and 
ethics are influenced profoundly by immediate environment. 
If Clarence Axman was then recognized as one of the out- 
standing insurance editors and a man who enjoyed the confi- 
dences and close friendship of top ranking executives in all 
branches of insurance I wanted to know why; and, in so far 
as I was capable, shape my own actions to fit in harmoniously 
with his. 

Following all the years of my connection with this publica- 
tion I feel wholly warranted in saying that Mr. Axman has 
continuously supplied a quality of leadership to his associates 
which has called for no compromises of generally recognized 
high standards of newspaper reporting and editing. His great 
personal prestige has remained at a high level as much I 
believe by reason of his unwavering adherence to strictly 
genuine and straightforward principles of news reporting as 
by the acknowledged brilliance of his writing. He scrupu- 
lously observes the dictates of a personal honor that transcends 
any demands of the moment in the midst of the rush of pub- 
lishing a weekly trade journal. 

Desirous as he is of securing exclusive stories, “‘beats’’ in 
newspaper parlance, on hundreds of occasions during my con- 
nection has THE EASTERN UNDERWRITER appeared on the 
street with no mention of important developments of which Mr. 
Axman already has long had full knowledge. This has been 
because such information was furnished him in strict con- 
fidence and nothing will induce him ever to break one of these 
confidences for the purpose of gaining a quick advantage over 
some contemporary. Every member of the staff is taught to 
abide by these same practices. Violations would not easily be 
excused, despite Mr. Axman’s usual good nature. 





Mr. Axman, therefore, has long been one of the best 
informed men in insurance on news in the making and this 
tremendous store of background information has been avail- 
able for intelligent interpretation of the news when it is 
actually ready for publication. 

No cutting of corners on “release dates’ is ever permitted 
us, no matter how vital or interesting a prospective story may 
be. As has long been the general practice newspaper offices 
receive well in advance of actual date of delivery or happening 
copies of speeches and stories. It is extremely aggravating to 
a reporter to possess all the details of something of conse- 
quence that will take place just an hour or so after his paper 
is due to reach its readers, with right of publication of the 
story withheld until after a specified moment. He knows that 
if he publishes the story a week later the news has become 
stale. So there is often strong temptation to wriggle somehow 
around the release date to escape being “‘beaten’’ by competi- 
tors whose issues are scheduled to reach subscribers before 
another week goes by. 

In more ways than one it has been a privilege for me to 
be associated with this man who by his own example of initia- 
tive, energy and disregard for hours of work serves as an 
inspiration to those who work with him. He isn’t a swivel 
chair editor, giving to others assignments which may appear 
arduous or disagreeable; yet by virtue of his position as editor 
that should be his privilege. The more difficult the prospect 
of digging up a story or securing an interview the more 
eagerly Mr. Axman undertakes the task. It is a challenge 
to his constant resourcefulness. 

Not only imagination and an inexhaustible supply of ideas 
on insurance feature and news stories has Mr. Axman but 
seemingly unlimited reserves of energy. His mind operates 
with lightning speed, his nimble fingers whirl over typewriter 
keys at an astounding pace and he apparently gives no concern 
to conservation of his physical well being. Yet he carries on 
today after more than forty years in the newspaper game with 
no visible slackening of vitality in mind or body. Every so often 
after he has spent a succession of sleepless nights at conven- 
tions he grabs a train for some quiet resort far from the center 
of affairs insurancewise; there to relax completely. Recuperat- 
ing quickly, however, he tires of inactivity much sooner than 
he himself expected and practically always reappears at the 
office in New York several days in advance of his scheduled 
return. 

Mr. Axman systematically ties in nearly every hour of the 
day with insurance, directly or indirectly. Sympathetic and 
cooperative with progressive movements in insurance he is not 
content to confine his knowledge of the business to just those 
developments which transpire within the business itself. He 
enlarges his field of information by studying and analyzing 
that which is going on in government and business centers 
likely to have some effect upon insurance. 

He has cultivated a tremendous acquaintance with persons 
in all walks of life and from them he can gain quickly cross 
section reactions to new steps taken by insurance. His powers 


(Continued on Page 110) 














Life Assurance Company 


October 19th, 19358. 


Mr. W. Le Hadley, Vice-President, 
The Eastern Underwriter, 
94 Fulton St., 
New York, N. Y- 


Dear Mr. Hadley: 


When, for a quarter of a century, a man 
observes keenly, comments soundly, and exhibits mental 
agility, untiring industry and unusual versatility in 
dealing with all branches of the insurance business, 
at home and abroad, he naturally takes his place, not 
only as a vivid personality in the field of insurance 
journalism, but as one to whom the entire business owes 
a debt of gratitude, and toward whom those in its ranks 
who have had the privilege of personal contact can 
cherish genuine admiration and friendship. The Eastern 
Underwriter, and the business of insurance, can be con- 
gratulated upon having shared, for so many years, the 
interest and service of Clarence Axman. 














CLARENCE AXMAN 


We join your host of friends in congratulating you on your 


twenty-fifth anniversary as editor of The Eastern Underwriter. 


hd ® 
American Equitable Assurance Company of New York Merchants and Manufacturers Fire Insurance Company 
Organized 1918 Capital $1,000,000.00 Trenton, N. J. Capital $1,000,000.00 Chartered 1849 
* ® 
Globe & Republic Insurance Company of America New York Fire Insurance Company 
Philadelphia, Pa. Capital $1,000,000.00 Established 1862 Incorporated 1832 Capital $1,000,000.00 
e a 
Sussex Fire Insurance Company 
Knickerbocker Insurance Company of New York Newark, N. J. Incorporated 1928 
Organized 1913 Capital $1,000,000.00 Capital $1,000,000.00 





Sound — Progressive — Equitable 


WRITING FIRE AND ALLIED LINES OF INSURANCE 


Since organization this Group has paid losses in excess of 


Two Hundred Million Dollars 


Represented by leading insurance agents throughout the country 


Departments: 


CHICAGO SAN FRANCISCO PHILADELPHIA 
PITTSBURGH KANSAS CITY TRENTON MONTREAL 


a 
Corroon & Reynolds 
Incorporated 


MANAGER 
92 William Street New York 





65 




















Che Phoenix Insurance Company 
Hartford, Conn. 


OFFire oF the 
President October 21, 1958 


Dear Mr. Axman: 


You have had too much fun at 
your job during the past twenty-five 
years to rate any special tribute. It 
just happens that you are what our 
advertising friends call a "natural" 
and under your inspiration "The Eastern 
Underwriter" could not have been other 
than the fine insurance journal it is. 
Of course, you have shown for this busi- 
ness of ours a jealous regard that has 
often put to shame those of us who carry 
a more direct responsibility and your 
unadvertised services have been many. 


Happy days to youl 


Sincerely yours, 


Mr. Clarence Axman 
94 Fulton Street 
New York, New York 
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STATE MuTuAL LirE ASSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 


IncORPORATED 1844 


STEPHEN IRELAND 


VICE PRESIDENT AND October 18 
SUPERINTENDENT OF AGENCIES Our 94th Year 
1938 


Mr. Clarence Axman, Editor 
The Eastern Underwriter 
New York City, Ne Y. 


Dear Clarence: 


On behalf of the Home Office and Field, whose activities 
for 25 years you have been so instrumental in placing before a 
large group engaged in all branches of insurance, I want to con- 
gratulate you on your outstanding achievement in your chosen work. 


During all these years, when it has been my privilege to 
meet and work with you at conventions and on other occasions, it 
has become evident to me that your work has often been done at the 
expense of extreme personal inconvenience. Conventions are held 
all over this country, and many times your dead-line has been a 
train schedule, taking you from the middle of one meeting to the 
middle of another. Boundless energy is, to my mind, necessary for 
any man who hopes to become successful in giving fresh insurance 
news to the public. 


All of your friends know, too, that you have enough of 
this energy and time left over to devote to the cultural side of 
life. 


Life insurance is a mature business in years but a young 
one in its point of view and progress -- particularly its progress 
under stress. Interpretation of this business is the chief funce- 
tion of the press, and that interpretation requires both mature 
judgment and a keen progressive interest. In my opinion, these 
are the reasons why The Eastern Underwriter has been so long among 
the best mediums reporting week-by-week the changing aspect of our 
business. 


My profound wish is that you will continue for many more 


years your constructive influence in the field to which you have 
devoted your life. 


ially yours, 





Vice] President /and 
Superintendent of Agencies. 


OVER NINETY YEARS A SYNONYM FOR SECURITY 














The Fidelity and Deposit Company 
of Maryland and its associate, the 
American Bonding Company of 
Baltimore, welcome this opportun- 
ity to extend their congratulations 
and best wishes to the one and 
only Clarence Axman, whose con- 
tributions to the cause of insurance 
during his twenty-five years as 
editor of The Eastern Underwriter 
have been numerous and valuable. 
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_, Al xman the 


LARENCE AXMAN the conventioneer, newspaper 

C editor of top rank, confident and friend of thousands 

That's the picture of him 

in the public eye. As a member of THE EASTERN UNDER- 

WRITER staff for the past fifteen years intimate association with 

Mr. Axman has given me another side of his versatile person- 
ality—and that is Clarence Axman as the teacher. 

His is not the role of the classroom instructor but rather 
that of the friendly counsellor who gives generously of his 
years of experience on the fine points of newspaper reporting, 
but who insists upon accuracy and square dealing. Some- 
times his advice is by direction, other times by indirection, 
so very much can be learned just by observing 

It’s no exaggeration to say that the training 
any ambitious young man would get in a short time under 
Mr. Axman’s tutelage would equip him with a newspaper 
education such as he could not acquire without years of jour- 
nalistic classroom study. 


in the ranks of insurance. 


but frequently 
him in action. 


Dynamo of Energy 


A dynamo of energy Mr. Axman sets a fast pace in the 
ofhice which is decidedly invigorating but sometimes hard to 
keep up with. Constant alertness is a prerequisite for we who 
are in daily association with him, and we must be prepared 
for—and get a vigorous mental workout. There is no time 
nor place for sluggishness when he’s around. 

It takes only a short time to learn that Mr. Axman appre- 
ciates one’s efforts in trying to keep up with his lightning fast 
mind and energetic manner of doing things. Willingness 
to learn and profit by mistakes are qualities he likes to see 
most in his staff members. With the patience of Job he will 
lend a helping hand to any one of us, and how his face lights 
up with pleasure when we turn in a particularly good job. It 
is not so much what he says at such times as how he says it. 


Keeping Confidences Supremely Important 


While news getting is Clarence Axman’s first and fore- 
most interest I’ve observed that he consistently makes and 
cements friendships in so doing. The inevitable result is that 
all doors are open to him and to members of his staff. Ours 
is the constant incentive to keep up with him (and sometimes 
try to get ahead of him) in spotting news developments, 
trends, and playing hunches on the “news behind the news.” 

Early in my years on the staff I learned that keeping a 
confidence is supremely important with Mr. Axman. He 
also insists upon fair play for those who may find themselves 
in difficulties and this policy was well illustrated by his con- 
structive handling of news during the recent depression. It 
follows that Mr. Axman is opposed to rumor mongering in 
any shape or form on the grounds that it is both unfair and 
disrupting. 

He can and does keep a secret for weeks and months and 
will not even tell his own staff about it. And disappointment 
awaits the unfortunate fellow who tries to pry out of him the 
identity of a news source. I know, because I was the witness 
to an office drama some years back when two gracious visitors 
argued with him for the greater part of a Saturday morning 
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in a futile effort to learn from whom he had obtained his 
front page story of that week’s issue. 


An Open Door Always 

In contrast to his policy of keeping the doors tightly shut 
on confidences the Editor’s own private office is always open. 
No matter how rushed he may be he always has time to 
receive visitors on all sorts of missions, to give a friendly lift 
to a staff member pushed for time, to answer innumerable 
telephone queries, and to maintain withal a sense of humor 
and an even disposition. 

One of his interests of late is in bringing into the spot- 
light promising younger men of the business, and it seems 
to me that nothing is more enjoyable to him—and to them— 
than to bring such a group together for luncheon upon some 
appropriate occasion. Likewise, it is fascinating to watch 
the speed with which he sets the stage for a social good time 
or testimonial honoring some leader of the business. Such an 
invitation from Clarence Axman holds the promise of a stim- 
ulating, never-to-be-forgotten occasion. 


The Little Things That Mean So Much 

Making people happy is another Axman quality that has 
endeared him to many and he gives expression to it in doing 
the countless “little things that mean so much” but yet are 
often overlooked. Generous to a fault, he displays thought- 
fulness on innumerable occasions during the average business 
day. He tells no one how many little notes of congratulation 
or commendation he sends out in his own handwriting and 
oftentimes signed “The Reverend Jeremiah Jenkins.’ Nor 
does he speak of the encouragement he gives to young men 
in the business and his friendly heart-to-heart chats with them 
after office hours. Nor do we forget those delightfully in- 
formal notes and postcards which he sends to us on his 
frequent trips abroad, the stamps for stamp collectors, the 
books for the literary-minded. 

Anniversaries of personalities and organizations rarely 
escape his personal attention, and the sympathetic side of his 
nature is given full expression in the passing of a well known 
personality from the insurance scene. 


Spotting Human Interest 

Just as we admire and profit by Mr. Axman’s attention to 
the little things we are constantly impressed by his broad grasp 
of the insurance business. He has furthermore an ability all 
his own to pick out human interest angles in even the most 
technical subjects and to give dramatic emphasis to incidents 
that might escape the casual eye. 

He probably gets his biggest kick out of putting into the 
spotlight of constructive publicity the leaders of the business— 
and many of those climbing up the ladder. It is then that we 
see him working at top speed, assembling his facts with great 
care, overlooking no detail in his desire to give a true picture 
of his subject. But it is paradoxical that although he has been 
the biographer of most of the leading figures of insurance he 
desires no publicity for himself. And that’s the reason why 
we of his staff and his many friends in the insurance world 
have joined together so enthusiastically in paying this tribute 
to him on his twenty-fifth anniversary. 
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ASSISTANT MANAGER 


EVERARD P. SMITH 
SECRETARY 


October 17, 1938 


Mr. Clarence Axman 
Eastern Underwriter 
94 Fulton Street 
New York City 

My dear Clarence: 

I join with your many friends in extend- 
ing my heartiest congratulations on the twenty-fifth 
anniversary of your having entered the fieldc of insurance 
journalism. 

Twenty-five years of having served with 
distinction the best interests of the insurance business, 
during which you have merited and won the friendship and 
confidence of state and company officials, agents and all 
those associated with the great business of insurance, 
reflect an achievement of which you may well be proud. 

May each succeeding year bring to you 
and your -host of friends an ever-increasing bond of mutual 


esteen. 


Ve Sincerely yours 


Manager 




















The Connecticut Mut e Insurance Company 


JAMES LEE LOOMIS, President 





October 17, 1938. 


Mr. Clarence Axman, Editor, 
The Eastern Underwriter, 

94 Fulton Street, 

New York City. 


Dear Mr. Axman: 


I cannot let the occasion of your Twenty-Fifth 
anniversary with the Eastern Underwriter pass without 
expressing to you and to the Eastern Underwriter as well, 
our hearty congratulations and best wishes. 


I think of you as a great journalist, as a fair 
commentator, and as a fine and delightful character, under 
whose guiding hand and inspiring influence the Eastern 
Underwriter will, I am sure, continue to make a large 
contribution in the field of insurance journalism. 


I hope there lies ahead of you many happy years 
Cordially S, 


of useful service. 


JLL:MTO resident. 


























Congratulations fo 
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The home office and field force of the Provident Mutual 
unite in congratulating Clarence Axman upon twenty-five 
years of conspicuous service to the life insurance 
business, not only as journalist but. as friend. 


4A We ocinillli President 


Provident Mutual Life Insurance Company 
of Philadelphia 





Greetings and felicitations to Clarence Axman on the 
twenty-five wonderful years of achievement. 


Brrreig 26 Casual 


99 John Street 








It has been my pleasure to know Clarence Axman for the past 
twenty-five years. He has been not only a constructive force 
for the best interest of Life Insurance but has been a bul- 
wark of strength to the Life Underwriters Association and an 
inspiration to the field force and the profession of Life 


Insurance. 





100 East 42 Street 


It is a real privilege to add my congratulations to 
those which Clarence Axman is receiving from his many 
friends on his Silver Anniversary. His knowledge of 
the insurance business, and his constant interest in 
its fraternity has been a real help. 


ae ¢. G7 


101 Park Avenue 





Clarence Axman was already a part of the Eastern Under- 
writer when I was a school-boy in short breeches. May 
he have another twenty-five years of successful service! 





70 Pine Street 


Sincere congratulations to one of the outstanding in- 
surance personalities of our times. 


Kenai heey 


17 East 42 Street 
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TELEPHONE: BEEKMAN 3-7800 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY 


LIMITED 


i150 WILLIAM STREET 


CECIL F. SHALLCROSS 





U.S.MANAGER Nrw Wor» 


October 28, 1938 


Mr. Clarence Axman, Editor 
"The Eastern Underwriter” 
94 Fulton Street 
New York City 


Dear Mr. Axman: 


I have just been glancing through "The Eastern Underwriter*™ 
for October 30th, 1913, in which issue your name first appeared on 
the masthead as Editor. The accompanying editorial announcement of 
your joining the staff stated that at that time you were already "a 
newspaper man of eighteen years experience with daily and trade pub- 
lications." You are now a newspaper man with twenty-five additional 
years experience, and all of that with "The Eastern Underwriter.” A 
quarter-century of service such as yours rendered to one organiza- 
tion and one business certainly deserves the recognition of a 
Commemorative Number such as the present one. 





A comparison of that 1913 issue with current issues readily 
shows what your energy, initiative and prolific production of ideas 
have meant for your paper and the insurance business. Yours is one 
of the keenest minds in the publication field and you deserve your 
wide popularity and countless friends both here and abroad. 


I wish you continued success and another twenty-five years 
of worthwhile effort - that is, if you want to work that long! 


Yours sincerely, 


Manager 

















4 


- #§ 











~ 





2s 4 | 4 oo 
MONTPELIER , VERMONT. 


ELBERT S. BRIGHAM, PRESIDENT 


October 17, 1938 


Mr. Clarence Axman, Editor 
The Eastern Underwriter 

94 Fulton Street 

New York City 


Dear Mr. Axman: 


The National Life Insurance Company is pleased 
to have the opportunity to join with many others in 
celebrating the twenty-fifth anniversary of your 
editorship of THE EASTERN UNDERWRITER. 


In directing the columns of this prominent weekly 
news magazine for a quarter of a century, you have 
contributed more than is possible for most individuals 
to the advancement of the entire insurance fraternity. 
You have, in effect, made a weekly visit to both 
companies and agents, meaning thirteen hundred such 
visits in the course of your editorship, bringing not 
only the news of the insurance world but intelligent 
comment upon its affairs. 


It must be a matter of great satisfaction to you 
to find that you are rounding out this quarter of a 
century with the seemingly unanimous approval of your 
readers. Insurance trade papers have generally been 
a credit to the business, and THE EASTERN UNDERWRITER, 
in the news and editorial field, has been one of the 
leaders. 


We trust that this twenty-fifth anniversary may 


find you with health and inspiration to continue the 
good work for many years to come. 


Sincerely yours, 
Veer. y tiieced. 


ELBERT S. BRIGHAM 
President 


EC OIPINN) 
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THE FIDELITY MUTUAL LIFE INSURANCE COMPANY 


PRESIDENT'S OFFICE 








PHILADELPHIA.PA. 


October 11, 1938. 


Mr. W. L. Hadley, Vice President, 
The Eastern Underwriter, 
94 Fulton Street, 
New York City. 


Dear Mr. Hadley: 


Business is business, but "A man's a man for 
a' that." 


As one of those who appreciate what Clarence 
Axman is in himself and what he stands for in his rela- 
tion to insurance, I am glad to join you and his many 
other friends in bearing testimony to his worth and 
cheering him on his way on this occasion of his Twenty- 
fifth Anniversary. 


In all the years I have known him I have never 
heard from his lips or his pen a derogatory word about 
any man or any institution. That is why so many doors 
are open to him. That is why he has the confidence of 
insurance men everywhere. 


A scintillating mind, a colorful personality, 
Clarence Axman occupies a unique place in the insurance 
orbit. With a keen sense of what is news, an uncanny 
ability to penetrate and keep abreast of the day-to-day 
happenings in the insurance world, he combines rare facility 
and expedition in translating these things through the col- 
umns of a well-edited paper. But always his influence and 
his writings are on the constructive side. 


Very truly yours, 


Wavrer ero Sally 


MS President. 











JOHN S. FISHER, Cum.0F Boaro 
JOHN M. THOMAS, Presioenr 





HENRY A.YATES, Vice PresicEent 
F.J. BREEN, Secretary 
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NATIONAL UNION 
FIRE INSURANCE CO. 


INCORPORATED !90! 


PITTSBURGH, PA. 
October 21, 1938 


We Le Hadley, General Manager 
Eastern Underwriter 

94 Fulton Street 

New York, Ne Ye 


Dear Mr. Hadley: 


A sage informs us that our good friend Clarence E. Axman is about 
to celebrate his 25th Anniversary with the Eastern Underwriter, 
and we would be remiss in our duties if we did not add our sincere 
congratulations to those of his legion of friends. 


Twenty-five years of continuous and harmonious association is a 
worthwhile accomplishment in any event, but when it is recalled 

that to reach this end means the almost daily practice of those 
mighty virtues of tolerance, a willingness to give and take, 

genuine regard for the rights and prerogatives of the “other fellow", 
and - perhaps most important of all - an abiding mutual confidence, 
then the incident becomes invested with a singular importance. 


Furthermore, during all these years, Mr. Axman has given to the 
business of insurance the benefit of an able and honest regard for 
its interests, and to such good purpose that the over all result 
is the loyal respect of the insurance fraternity, . 


Congratulations and best wishes to Clarence and his associates! 
Cordially, 


Sec 

















HOME LIFE INSURANCE COMPANY 
256 BROADWAY 
NEW YORK,N.Y. 


PRESIDENTS OFFICE 








October 6th, 1938 


Dear Bill:- 


Because of his outstanding contribution to 
the whole institution of life insurance,- 


Because of his genius for friendship,- 


And finally, because years of contact have 
caused us to have for him a high regard and a sincere 
affection, we of the Home Life are delighted to join 
with you in commemorating Clarence Axman's twenty-five 
years with The Eastern Underwriter. 


Very sincerely yours, 


,_. KL 


President. 


Mr. W. L. Hadley, General Manager, 
The Eastern Underwriter, 

94 Fulton Street, 

New York City. 











Hartford, Conn., October 30, 1938 


Mr. Williem L. Hadley, General Manager 
The Eastern Underwriter Company 

94 Fulton Street 

New York, N. Y. 


Dear Friend Hadley: 


Success is to achieve that which bestows 
a benefit on others. It is measured, therefore, by 
the contribution which a man makes to the welfare 
of the world, and by the consequent degree of enjoy- 
ment which comes to him through his personal rectitude 
and the outpouring of himself in the service of his 
fellow man. 


Clarence Axman has achieved that success. 
In the years we have known him, he has devoted himself 
to the business of doing something for insurance, to 
the benefit of the industry, and contributed to the 
knowledge of those whose enjoyment it has been to read 
his articles. 


I am glad of this opportunity both for my 
associates and myself, to congratulate him on his 
twenty-fifth anniversary, and to wish him well for many 
years to come. 


Sincerely yours, 


LD 


Chairman of the Boards of 





ROSSIA INSUkANCE COMPANY OF AMERICA 
THE METROPOLITAN FIRE REASSURANCE COMPANY OF NEW YORK 
THE FIKST REINSURANCE COMPANY OF HARTFORD 
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LVarm Congratulations to 


CLARENCE AXMAN 
on 25 Years of Distinguished Service 


EEK BY WEEK through a full quarter- 

\ \ century, Mr. Axman has spread before 

his large clientele the significant news of the 

insurance industry. As Publisher, Editor and 

Reporter, he has gathered the news, written 
its story, and interpreted its meaning. 

His contacts with the insurance fraternity 
include practically every man of importance 
in every branch of the business. He has a 
talent for names and faces which is recognized 
throughout the whole country. 

His brilliant service to the business, through 
conducting one of the greatest trade papers in 
America, has been marked by courage, high 


loyalty and devotion to the interests of a vast 


business that reaches every man, woman and 
child in the United States. 

Blessed with a restless, vibrant and indepen- 
dent spirit, there can be no richer tribute to 
the quality of the man than the universal re- 
spect in which he is held. 

Because of the labors of this fine type of 
editor-proprietor, whose journal reflects his 
own honesty and consistency, the dignity and 
prestige of the business with which it is iden- 
tified has been elevated through broader un- 
derstanding and larger achievement. 

We salute Clarence Axman, not only as 
newsman and publisher, but as genial associate 


and constant friend. 


NEW ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GEORGE WILLARD SMITH, President 








*% FIRST 


MUTUAL LIFE INSURANCE 


COMPANY CHARTERED IN 


AMERICA—1 835 


* 


























TWENTY-FIVE YEAR S§S 


‘““INTERPRETING 


THE TRUE SPIRIT OF INSURANCE” 











FROM 
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On this occasion, marking the celebration of | for him an outstanding place in the field of 
a quarter-century as Editor of The Eastern _ insurance journalism. 

Underwriter, The Guardian Life is happy to It is in appreciation of that achievement— 
extend to Clarence Axman its congratulations along with the many fine personal character- 


istics of the man himself—that we extend to 
Editor Clarence Axman and The Eastern 
Underwriter cordial greetings on this 25th 
Anniversary and our best wishes for a long 


and good wishes. 


Under his editorial guidance, the aim of his 


publication—“Interpreting the True Spirit of 





a ; “pa 
Insurance”—has been given expression in its continuance of their successful service to 
columns to a degree that has won for it and _ Insurance. 

Zz a 

«a ——. 
a 
PRESIDENT VICE-PRESIDENT 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
NEW YORK CITY 


A MUTUAL COMPANY — ESTABLISHED 1860 





GUARDIAN OF AME RICAN FAMILIES FOR 78 YEARS 
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10 
CLARENCE AXMAN 


A man who stands for ALL 
that’s the best in the 
Life Insurance business— 


AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Read Congratulations for 
the past mr hest witslees 


for the future 
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HOEY & ELLISON 


INSURANCE UNDERWRITERS 


99 William Street 
New York 


extend best wishes 


to 


CLARENCE AXMAN 


on the 25th anniversary of his connection with The Eastern Underwriter 


A HUMAN DYNAMO 
A STAR REPORTER 
A TRUE FRIEND 
A GENIAL COMPANION 
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By Walter Ps Shin Aausistant Editor 


HEN I was told that Clarence Axman was to be 
W “done” in colors I sez to myself: “Shucks! Why 
paint the lily?’ Later on I was shown the portrait 
of him that now dignifies this issue of THE EASTERN UNDER- 
WRITER. Never before had I observed Axman’s activities 
anywhere except working on the “‘set’’ or “‘lot’’; I had no 
idea how he looks without the “props’’ of an insurance journal 
office strewn about him. The contrast was striking to me. 
Here was Axman standing beside a small boat, as though 
contemplating getting into it; with a broad smile on his face 
and all dolled up in his “ice cream” pants, but without the 
customary cigarette between his fingers. 

What did this mean? Did Axman know what he was 
doing; where he was going? Or if he had been and had 
come back, did he know where he went? I was told that 
the boat shown in the picture is Bill Hadley’s and that Bill 
took the picture. So Bill must have been hovering in the 
offing at the time. Was Bill rehearsing Axman for some 
skit—Washington crossing the Delaware, or Old Man Charon 
ferrying lost souls across the Styx; and was I simply being 
given a preview of that which was to come? No, that couldn't 
be. Anyhow, just for a moment it did seem to me that per- 
haps something was being put over on Axman; that he was 
about to be taken for a ride, or something like that. But then 
Bill told me what it was all about and that the picture would 
be published November 4. When I heard that I went right 
out to the Five and Ten and bought a picture frame, with my 
own money, and now I’m fully prepared for the “‘hanging.”’ 

Way back in 1917 Axman hired me, sight unseen; when, 
as and if issued, the same way that people buy the Gold 
Book now. It wasn’t a case of which one of us saw the 
other first and beat him to it; it was two optical manifesta- 
tions occurring simultaneously. Up to that time neither one 
of us had laid eyes on the other, as far as I know. In those 
days I was working for the Insurance Field in Chicago, and 
about that time that paper got entirely too good for me; so it 
became incumbent upon me to convey my person to some 
other midst, and that without unnecessary delay. I had a 
chance to go to Michigan and work on some kind of a manual 
for one of the bureaus over there. Some good friend of 
mine on the National Underwriter spoke a kind word for me. 
Meanwhile a meeting was held in Chicago, at the Hotel 
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Sherman. I believe it was that of the American Life Con- 
vention. Anyway, I remember that it lasted like an all-day 
sucker and seemed to be absolutely devoid of terminal facilities. 

My old friend, the late William S. Barnaby of the Spec- 
tator, was there, naturally. Barnaby was feeling just terrible 
so I wrote some of his story for him and sent it to the 
Spectator, signing his name to it. He told me that Axman 
was looking for somebody to help him in New York. The 
possibility of a poor boy in Chicago being able to help a star 
newspaper man in New York appealed to me. What Barnaby 
told me about Axman and THE EASTERN UNDERWRITER made 
me think that probably it were better for me to hitch up with 
somebody like Axman, whom I had never seen, than to connect 
with some manual job in Michigan and probably get sand in 
my bearings. I had seen Michigan, and manuals also, but 
I hadn't seen Axman. Anyway, I knew I couldn't get out a 
manual successfully, for even in Michigan they expect that 
their manuals shall be prepared one hundred per cent cor- 
rectly, and I knew that I had small chance of being able to 
do that. I never was good at anything that had to be one 
hundred per cent correct; I always required a liberal factor 
of safety for error. I was of the opinion that I could prob- 
ably get away with more murder under Axman than I could 
under some rating or inspection bureau in Michigan. 

I believe that Barnaby put in a good word for me when he 
returned to New York and was feeling better. Meanwhile I 
communicated with Axman, telling him that I was detached— 
sort of pending, as it were. Now one would say, “I con- 
tacted him,” but in 1917 we hadn't yet reached that depth of 
compositive depravity and it was still customary to say ‘‘com- 
municated.” Anyhow, Axman wrote me a typical “come on” 
letter, without even requesting that I first forward a picture 
of myself. That was fortunate. I was simply told that I was 
hired “as is,” and that I should continue to cool my heels up 
and down the lake front for a few days until the Insurance 
Commissioners should meet in St. Paul, cover that meeting and 
then hop over to New York and start doing some real work. 

I had never covered the Commissioners before. It was 
great fun. Those people certainly know how to enjoy them- 
selves. I wrote my head off until Axman wired me that space 
was shrinking fast. As I had lived in New York before, I 

(Continued on Page 88) 























BY ROYAL APPOINTMENT 


GENERAL ACCIDENT 
FIRE. AND LIFE 


JOHN H.GRADY / _— , 
ASSU NCE N, LL 
seats cane ASSURANCE CORPORATION, LTD. 
OF PERTH SCOTLAND EXECUTIVE DEPARTMENT 
JAMES F. MITCHELL UNITED STATES OFFICES: 


UNITED STATES MANAGER 
FOURTH AND WALNUT STREETS 


PHILADELPHIA 


October 
Twenty eight 
Nineteen thirty eight 


Mr. Clarence Axman, President, 
Eastern Underwriter, 

94 Fulton Street, 

New York City. 

Dear Clarence: 

This day is a milestone along the highway of progress at which 
those who know you may well pause and pay tribute. 

The quarter century through which you have guided the interests 
of the Eastern Underwriter is an epoch in the insurance business. 

Qualities you have shown and contributions you have made to the 
welfare of our business cannot be adequately expressed, but I am sure the 
accumulated tribute which comes to you to-day will cause you to know the esteem 
in which you are held as a man and as an editor. In that tribute I join with 
mind and heart. 

To have had you for a friend these many years is a favor I do 
sincerely appreciate and has been for me a source of genuine inspiration. 


May you have many years in which to continue your good work 


and to enjoy the fruits of accomplishment. 


Faithfully yeurs, 
JHG:W PLES 
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(Continued from Page 86) 


appreciated the fact that during my time space has always 
been at a premium in Manhattan. (The Empire State Build- 
ing hadn't been thought of yet.) So I cut a little deeper into 
the address of George E. Turner, then Indiana Deputy, whose 
paper on acquisition cost of compensation insurance was the 
most enthusiastically received of any discourse delivered at St. 
Paul on that occasion; also the remarks of the then Superin- 
tendent of Insurance Phillips of New York. Axman didn’t 
complain about my evident unappreciativeness of those lumi- 
naries’ efforts. Then I jumped trom St. Paul to Axman. 
Some jump! 

After reaching New York I found that my job was to 
fine-comb the insurance district for casualty news. I did. 
That work continued for four years and then I strayed off 
THE 
for fifteen years. 
found my way back to the place without assistance. 


EASTERN UNDERWRITER reservation and didn’t return 


When I did have a chance to return I 


In my early days here, during my first incumbency, or en- 
cumbrance, whichever it was, Axman—or maybe it was Axman 
and Bill Hadley together—gave me some extra money be- 
cause, as they claimed, I had been working pretty hard. | 
don’t know how I succeeded in putting that delusion over 
on them, but anyhow, Axman told me to go to Atlantic City 
and buy the Marlboro-Blenheim, or as much of it as the 
money would purchase, for cash. I didn’t go because I hadn't 
ever liked Atlantic City, but that was before I knew Harry 
Godshall and Frederick Hickman. 
what I did with that money, or who got it eventually, because 
Several 


I don’t remember just 


there have been so many “‘crashes’’ since that time. 
times since then I have wished that I had that cancelled check. 
I'd like to frame it, the same way as the old-fashioned saloon 
keepers used to frame the first dollar bill that came fluttering 
over the bar on opening day. 

After I strayed off the reservation, as aforementioned, I 
used to see Axman at the conventions, of which he and I 
At least, I used to catch glimpses of him as 
I reckon he attended all the 
He could milk a convention dry as 


attended many. 
he darted from here to there. 
conventions at that time. 
a stone of any news there was in it, and some that wasn't 
and without spoiling the cow. He usually had a cigar in his 
mouth or in his hand, but he got so absorbed in what was 
taking place, or so peeved because nothing was, that he fre- 
quently ran out of smokes and wouldn't take time out to 
replenish his supply at the cigar counter. 

That was when he used to come around to me wherever I 
happened to be working, pull aside the lapel of my coat, and 
frisk me of a Robert Burns. Usually it was the only one I 
had, but it was a pleasure to be separated from it, as long as 
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it was Axman who was doing the separating. Sometime later 
on, when I likely didn’t have any at all, he would drop a 
Corona in front of me. Those good cigars were too rich for 
my three-for-a-quarter blood; something like the poor city 
boy who was taken to the country and given fried eggs the 
first morning he was there. He couldn't eat them because they 
did not smell like the ones he was accustomed to getting in 
the city; he thought there was something wrong with them. 

Axman knows instantly and instinctively when a thing is 
done wrong, and why. The annoyance such incidents cause 
him, and his obvious effort to minimize his just criticism, 
are all the punishment anybody needs to stimulate one to in- 
creased effort toward perfection. On the other hand, Axman 
is one of the most appreciative persons I have ever been 
associated with, when anybody does anything meritorious. 
One never need feel that by a little extra effort one is only 
pouring water into a sieve; his kindly recognition will always 
be there waiting for the chap who does a good job, even 
though it may be small. 

Sometimes I give Axman a ranting, raving memorandum 
in the hope that out of it a thought may be segregated that 
can be used after cooling it and putting it into temperate 
language. Usually it's some sort of a ferment about the 
government, or a swinging of fists against the pacifists in 
business who allow themselves to be trampled upon by the 
“ossifists’” in Washington. 

But it doesn’t do any good to get all steamed up, or even 
to make believe that one is. One can’t get Axman excited 
by those methods. However, that's nothing unusual in news- 
paper work. One newspaper man rarely jumps at a chance 
to bring up somebody else's baby. One reporter can bring to 
another reporter the rosiest, most promising appearing baby— 
in the form of an idea for a story—and that reporter won't 
give it even one teaspoonful of dry, powdered milk. But if 
he should have even a puny baby—a story hunch—of his 
own, nothing but the top of the bottle is good enough for 
the dear thing. 

However, it would be the height of folly and injustice to 
even suggest that Axman doesn’t know the makings of a 
good story when it bumps into him. He grabs it like the coin 
receiver on a Fifth Avenue bus. He has demonstrated the 
possession of that quality too many times in these last twenty- 
five years, and is still going strong. 

And now, repeating something I heard somewhere: “It 
was with the greatest reluctance and hesitancy that I accepted 
the very kind invitation’’ to write something touching on and 
appertaining to my friend Axman. 

That's the bunk!! I wouldn't have missed it for any- 
thing. 
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OUR SINCERE COMPLIMENTS TO 


CLARENCE AXMAN 
ON TWENTY-FIVE YEARS OF 


SPLENDID ACHIEVEMENT 





G0 John Street, New York 


90 











FRAZAR B. WILDE 


LIFE WEALTH 
ACCIDENT AND 
GROUP INSURANCE 





Connecticut General 
Life Insurance Company 





October 13, 1938 HARTFORD, CONN. 


Mr. Clarence Axman, Editor 
The Eastern Underwriter 
New York, New York 


Dear Clarence: 


Greetings on your twenty-fifth anniversary as Editor 
of the Eastern Underwriter. 


You have made a paper that presents the news of our 
business reliably, readably and with distinction - a 
paper we look forward to receiving. 


Your sympathetic insight into the problems of our busi- 
ness makes us look upon you as a co-worker to whom we 
owe full cooperation. May you long continue to serve 
and prosper in your constructive contribution to all 
branches of insurance. 


Sincerely yours, 


Fragen B.B62de, 


FBW:FS 
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FIRE REINSURANCE 


INTERNATIONAL 
INSURANCE COMPANY 
of New York 


Sumner Ballard, President 

F. Kortenbeutel, Vice-President and Secretary 
A. Geberth, Vice-President and Secretary 

H. A. Siemon, Vice-President and Secretary 


80 John Street New York 


FIRE REINSURANCE 


SKANDINAVIA 


INSURANCE COMPANY, LTD. 
U.S. BRANCH 


REINSURERS UNDERWRITING CORPORATION 


United States Manager 


Sumner Ballard, President 

F. Kortenbeutel, Vice-President and Secretary 
A. Geberth, Vice-President and Secretary 

H. A. Siemon, Vice-President and Secretary 


80 John Street New York 
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F.S. BROWN, Vice Pres. & Secretary 


INCORPORATED i884 
L.K. KIRK, Treasurer 


D M. FERRY.JR., Chairmen of the Board 
CHARLES C. BOWEN, President 


Standard 
Accident Insurance Company 


DETROIT, MICHIGAN 


CASUALTY INSURANCE, FIDELITY AND SURETY BONDS 


Detroit 


October 24, 1938 


Mr. Clarence Axman, Editor, 
The Eastern Underwriter, 

94 Fulton Street, 

New York, N.Y. 


Dear Mr. Axman: 
It gives me great pleasure to extend to you 


my personal congratulations as well as the best wishes of 
my entire staff on the attainment of your Silver Anniversary, 





The high character of your publication is a 
splendid reflection of your own high ideals and steadfast 
leadership in the field of insurance journalism, 


May your next twenty-five years be as fruit- 
ful and as bright. 





Cordially yours, 






. 
nase President. fy F 
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THE MIDLAND MUTUAL LIFE INSURANCE Co. 


vo ov 
GEO. .W. STEINMAN, Presioent 


COLUMBUS, OHIO 





AGENCY DEPARTMENT 
J. A.HAWKINS, MANAGER oF AGENCIES 
R.S. MOORE, Asst.Mor. of Acencies 


J.G. MONROE, Supt. or Agencies October 24, 1938 





Mre We Le Hadley, Vice President 
The Eastern Underwriter Company 
94 Fulton Street 

New York City 


Dear Mr. Hadley: 

It is a pleasure to join you and his 

host of other friends in felicitating 

Mr. Clarence Axman on his 25th Anniversary 
with The Eastern Underwriter. 


Sincerely 






{ 
‘weneger of Agencies 




















JH VREELAND 
MANAGER 


R.M. UNDERWOOD 
ASSISTANT SECRE 





_ © SCOTTISH UNION & NATIONAL INSURANCE COMPANY ’>2 
HARTFORD, CONNECTICUT. 
. 
CENTRAL UNION INSURANCE GOMPANY 
HARTFORD, CONNECTICUT. 


J.H.VREELAND, President 
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AbminisTRATIVE OFFICES 
HARTFORD, CONN. 




















NFEDERATION, LIGE; ASSOCIATION 


HEAD OFFICE — TORONTO, CANADA 


TORONTO 


October Twenty-seventh, 
Nineteen Thirty-eighte 


Mre Clarence Axman, 
President and Editor, 
The Eastern Underwriter, 
94 Fulton Street, 

New York City, U.S.A. 


Dear Mre Axmans 


We all join in sincere and hearty congratu- 
lations on your 25th anniversary at the helm of The Eastern 
Underwritere May it be one of a long procession of even 
happier anniversaries, for your value to the world of insur- 
ance seems to grow with the yearse 


Just as your magazine interprets the true 


spirit of insurance, so do you personify, in your life and 
in your deeds, the true ideal of servicee 


Sincerely yours, 





Presidente 


ee i ee 


General Managers 




















» * Editor As H, Y, : by 
The Cab Of The Staff 


By Paul H. by 9 Assistant Editor, Life Department 


HEN the cub of the staff sits down to write a story 

WV about the editor, he has picked for himself a tough 
assignment. Extremely tough when that man is 
Clarence Axman, for here is no Hollywood conception of an 
editor who sits all day behind a desk, chews the end of his 
cigar, barks orders and is cynical about everything. Clarence 
Axman is more often out of the office than in it and he 
is just as apt to be on the other side of the world as he is to 
be in uptown Manhattan. But in Europe or the Bronx this 
is true of him—everywhere he goes he makes friends. In 
nearly every insurance office where I have ever called, the 
editor has already made his impression and there is always 


The 


real Clarence Axman is the man who lives in the high esteem 


someone to ask: “How's my friend, Clarence Axman?” 


of those many friends. All of them were quick to tell the 
cub of the staff: ““You’re working for a great man.’” My first 
impressions of Clarence Axman came not from the editor 
himself but from the reflections of him seen in those who 
know him. 

To work in the same office with him gives the embryo 
newspaperman a conception of journalism that he could find 
in no other spot. Four years ago I came to the staff of 
THe EastERN UNDERWRITER, I believe, not too cocky but 
nevertheless confident that I did know something about the 
newspaper business and how to write. My background—four 
years of journalism in college, editor of the college paper, 
another four years teaching English composition and doing 
freelance writing, the school-teaching episode being another 
one of those things that can be blamed on or credited to the 
depression. It was a mistake on my part to mention the school- 
I am afraid he still 
thinks of me as ‘‘the professor” in spite of my aspirations to 
According to the standards he sets I am still a 


teaching business to Clarence Axman. 


be an editor. 
long way from fulfilling the latter title. 

My first meeting with Clarence Axman was just after his 
return from Rome in 1934 where he had attended the Inter- 
national Actuarial Congress. He brought back a story packed 
less with actuarial facts than with facts about personalities 
and people, wrote comments about Mussolini to accompany a 
The human side 
of the news comes first with Clarence Axman. One of the 
first questions he ever asked me about a man was “What does 


picture of the dictator in top hat and tails. 


he do?’ And the answer he wanted was not that the in- 
dividual was vice-president of a company but that he was a 
gentleman farmer, a yachtsman or an amateur photographer. 
Perhaps that is why he thinks of me first as a “professor.” 
His mind flashes through to fix the individuality of a person 
in terms of the things the person is interested in. Meet him 
for the first time today, tell him you are interested in music 
and tomorrow he will send you tickets to the opera. 

The day I was punching out my first story for the paper 
Clarence Axman stopped at my desk, pulled the copy from 
my typewriter and blue-penciled out about half the words. 
That Keep the story short. Be 
direct. I who for four years had been a slave to 
Woolley’s Handbook of English Composition was hardly in 


was lesson number two. 


Save words. 
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position to question the authority of one who had years before 
established himself as tops in his own field without conform- 
ing to any one else's set of rules. The short, staccato style of 
Clarence Axman is definitely his own. He condenses sen- 
tences, leaves out unnecessary words, uses an occasional comma. 
The cub reporter studying his style has put this down in his 
book: In this newspaper field telling the story is more im- 
portant than turning a pretty phrase. 

To meet the real Clarence Axman is not to find him in 
his office. Filling the part of editor marvelously well, he finds 
his real delight in the role of reporter. News doesn’t happen 
in the office, it takes place out on the street and in other men’s 
ofhices. I believe I have come in closer contact and better 
understanding with the editor in subway trains and taxicabs 
than I ever have in the office. In that fast tempo he seems 
better able to relax. 

A luncheon meeting or a convention is not just an occa- 
sion to get something to eat or to report a series of speeches, 
the cub reporter has learned. For Clarence Axman such 
affairs are Opportunities to meet old friends and to see many 
different people. 
are also among his friends, and friends who hold him in 


At the press table, where his competitors 


highest regard, he stops only long enough to tell a story before 
he is off to chat with a dozen men at the other end of the 
room and to meet six new people, all six of whom he will 
probably call by name tomorrow. 

The set speeches on the printed program are of less im- 
portance than the conversation among groups of men who 
gather in the halls and anterooms. The subjects that concern 
the thinking men in the business are the subjects to follow 
because they forecast the news of tomorrow. The cub reporter 
in his efforts to study the methods of his editor makes this 
observation: Clarence Axman has gained the confidence of 
men and he guards that confidence as a sacred trust. He finds 
out the news before it happens. He knows far more than 
he ever prints, at the same time being fair to those who 
depend on him for the news. 

And the cub reporter, who 1s sometimes guilty perhaps 
even at his early age of flipping through books of old clip- 
pings, can say this about Clarence Axman: He definitely 
lives in the present. Whether he has just returned from a 
convention in Chicago or a trip to Europe, his thoughts, as 
near as I have ever been able to judge them, are with today’s 
news, this week’s paper, the story he must write for tomor- 
row’s readers. What he has done, the places he has been, the 
six dinner engagements he kept last evening all become back- 
ground against which he interprets what goes on today and 
what will take place tomorrow. Constantly alert, he lives 
not in the past nor in the too-distant future but maintains a 
hectic pace just one step ahead of the present. 

When news doesn't happen tast enough, he makes it 
happen. One of Clarence Axman’s principal delights seems 
to be starting at nine o'clock in the morning to arrange a 
noon luncheon party at the Drug & Chemical Club for twenty 
insurance executives to meet a friend of his who arrived from 

(Continued on Page 110) 
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“riheshe Us aDine 


On this, your 25th Anniversary 
with The Eastern Underwriter, 
we Salute you and wish you many 


added years of health and vigor. 


a Atlas - ee Company Ltd 
2 : .¥, 4 AMbany , Company 
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a 
from the Print Shop 


T is with a sense of pleasure and satisfaction that we join with 
I the numberless friends of Clarence Axman in this testimonial 
of appreciation on the silver anniversary of his connection with 
The Eastern Underwriter and in the guidance of journalistic work 
in the broad field of insurance. 


There is little we can say here that could further enhance 
the reputation of Clarence in the eyes of his friends and acquaint- 
ances, but we do want to extend to him our heartfelt appreciation 
for his cooperation in making it more easy for us to carry on the 
printing of the notable publication which he has represented for 
so long a period. 


So we extend our thanks to him in this anniversary number 
in his honor and truly wish for him in the years to come the 
same outstanding achievements he has gained in the past. 


All the workers in our employment sincerely endorse the 
above sentiments. 








RICHARDS-STARKEY CO., INC. 


Printers of The Eastern Underwriter 


NINE MURRAY STREET NEW YORK, N. Y. 
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And they asked him how he did tt, 
And he gave ‘em the Scripture text: 
You keep your light a-shining 
A step ahead of the rest. 
They copted all they could copy 
But they couldn’t copy his mind 
And he left them sweating and stealing 
A mile and a half behind. 


— with apologies to Kipling 


UNITED STATES FIDELITY AND GUARANTY COMPANY 


FIDELITY AND GUARANTY FIRE CORPORATION 
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pPHCENIX ASSURANCE COMPANY, LIMITED 
LONDON GUARANTEE & ACCIDENT COMPANY. Lr. 55 FIFTH AVENUE 
PHCENIX INDEMNITY COMPANY NEW YORK 


COLUMBIA INSURANCE COMPANY 
UNION MARINE & GENERAL INSURANCE co., LTD. 





EXECUTIVE OFFICES 
October 26th, 1938.6 


Dear Clarence: 


We believe that this year you will have been 
associated with "The Eastern Underwriter" no less than 25 years! 


: 


This occasion gives us the opportunity to 
express to you our sincere appreciation of the services you have 
rendered our Companies and to the pusiness of Insurance in general, 
with which we couple our hearty congratulations and every good wish 
for the future 


Very sincerely yours, 


General Attorney - 






.S Manager « 


Clarence Axman, Ese» president-Treasurers 
Eastern Underwriter COe, 
g4 Fulton street, 
New York City- 
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out for weeks in advance. Some choice seats are usually held 
by agencies and speculators at a premium limited only to 
what the traffic will bear. At times tickets are seemingly 
unobtainable. Whatever the forms of magic, Axman gets 
tickets under these conditions and the visitor is both grateful 
and thrilled. His greatest theatre stunt is to take someone 
to the opening curtain of one show, part of the second act 
of another and rush them to a third for the finale, all in 
one evening. 

Another thing C. A. really likes to do is to give dinners 
and luncheons. Never for the dinner itself, cuisines only 
boring him, but to bring together people who should be 
interested in one another. He can carry off a dinner for 
1,000 persons single-handed, but he will have a large com- 
mittee of prominent men who are glad to lend their names 
to anything C. A. sponsors because they have learned from 
experience that he protects this confidence. 

Best of all, he likes to give impromptu luncheons for 
people who should know each other but don’t. Often the 
luncheon is for a guest in whom the people asked are sure 
to have some special interest. He has a wholly original 
technique for such occasions. Adept at lively and witty in- 
troductions, he avoids presenting people unknown to each 
other until they are gathered around the board when he points 
them out one by one and polishes them off, with enough 
build-up to make them interesting to others and sufficiently 
satisfied with themselves. 

Among his abhorences are the Rabelaisian in any form. 
He tells stories only on the rarest occasions and never the 
double entendre. The nearest to such was one he brought 
from England. It traveled across the country, as stories do, 
and often came back to him. It really wasn’t a story; it was 
simply this: “She was an actuary’s daughter and knew her 
surrender value.” 

The prohibition era with the amazing night club life that 
attended it gave Axman a social setting to function in which 
peculiarly fitted him. He loves to take an out-of-town visitor 
in hand and thrill him within an inch of his life. New York 
during prohibition developed some so-called clubs of incred- 
ible exclusiveness and expense. Members had to be spon- 
sored by big names or genuine men-about-town, or Broadway 
celebrities, according to the type of membership. Dues could 
reach fantastic figures. Because hotels lost the liquor revenue, 
their dining rooms suffered in cuisine. The best chefs went 
over to these night clubs. Epicures and gourmets followed 
their favorite chefs and the situation became so bad at one 
time that for food of real excellence one had to go to these 
clubs. 

During the night club era Axman was a member of a 
long string of them. When a new one of select clientele 
sprung up—and they were mushrooming overnight—he 
would usually be invited to be a founder. His was one of 
the “names.” They dropped out of favor equally fast. In 
fact, the proprietors of some scrapped them overnight and 
launched new ones at fabulous expense because it was the 
mood of the time; they were not crazy but shrewd business 
men. A few of the best places stayed and exist today. Such 
eo 22. 

An insurance man from out of town spending an evening 
with Axman at this colorful time had something to write 
home about. With C. A. in tails, white tie and crush hat, 
they would draw up to the curb in dimly lighted Fifty-second 
Street before No. 21, one of a long row of residences. Step- 
ping to the grilled iron entrance door, C. A. would ring the 
bell and after a polite interval a very high class butler would 
open the door discreetly, make sure of his visitor, then swing 
it wide with, “Good evening, Mr. Axman.”” A maid came 
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mysteriously from nowhere and took your things. Then, 
amid furnishings luxurious and in excellent taste, you mounted 
heavily carpeted stairs to one of the rooms above where await- 
ing you were rare food and rarer wines—at fabulous prices. 
Or you could have just a cocktail or two and go on for hours 
making the rounds of these night spots peculiar to the time 
but a thrill every visitor to New York wanted to experience. 

Axman is neither a great eater nor drinker. He has never 
been known to eat a banquet through. He usually takes the 
soup and may ask the puzzled waiter to fetch him a second 
plate, leaving all the rest untouched. He has attended din- 
ners at $10 and $15 a plate, toyed with the celery, olives and 
nuts during courses, then, hours later, steered a companion into 
a side street for a plate of beans. Neither does he drink 
to any extent, although during cocktail parties he is con- 
stantly picking them up and laying them down. He has 
probably draped more nooks with unfinished cocktails than 
any other cocktail party habitue. 

One of the most engaging things about Axman is that he 
is always himself. He can get away with things that another 
could scarcely survive because he is natural with it all. He 
once went into an office where he was well known, proposed 
to each of several young ladies, all in a few minutes, and 
when he left the office sent them each a box of candy. He 
doesn’t eat candy, but his candy bill is enormous. Going into 
a strange office where he meets a young lady receptionist, he 
sometimes spends the first few minutes charming her before 
he even tries to see the person he is calling on. Result, she 
never forgets him. 

He likes the social side of conventions, rarely sits through 
speeches—as releases are already in the shop—so_ has 
plenty of time to visit. He likes, too, to meet the wives and 
families of insurance men, especially when the insurance wives 
have been an important factor in the success of their husbands. 
Women seem to understand him, take to him at once, and 
he is one of those extraordinary men who can be completely 
at home in a large gathering of women only. Many times 
he has attended dinners or meetings where he has been the 
only man present and has had the time of his life. He can 
do the most extraordinary things where women are concerned 
that would be disastrous for any other man. He has been 
known, when passing along a corridor of one of the big 
convention hotels like the Edgewater Beach at Chicago with 
one of these insurance wives, coming to a swank hat shop 
such as are usually found in convention and resort hotels, 
to walk in, pick out and present to her one of the best hats 
in the place regardless of her ideas of color schemes, shape, 
or how it might go with her present wardrobe. This is all 
done so perfectly naturally by Axman that no husband has 
yet chased him with a shotgun although it is not to be tried 
by others. 

Crowds stimulate him. A long train ride alone is irksome. 
On ships he can walk. One can read for only a certain length 
of time. He can talk entertainingly for hours on end, draw- 
ing upon a varied and always interesting experience. He is 
at home with all types of people. Both the small town agent 
and the big company executive find him entertaining. 

As a newspaperman he doesn’t like to be formally intro- 
duced to people except where the occasion is formal. He 
likes to feel that as a newspaperman he should know them 
already; if not, the natural thing for him to do is to make 
himself known. He has crashed all kinds of official functions 
in many parts of the world including Russia, but at the 
Versailles Peace Conference he carried a United Press card. 

When a new insurance commissioner is appointed in one 
of the eastern states he is apt to be somewhat startled during 


(Continued on Page 108) 














Congratulating Mr. Clarence Axman 


on twenty-five years constructive and 


public spirited activity on behalf of 


the Insurance Business. 


CHUBB & SON 
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the first few days of his incumbency by a visit from a fast 
talking insurance editor who will give him more background 
of the office of insurance commissioner and low-downs on 
people and issues than he ever hoped to acquire in a year in 
office. Many of these cold contacts with incoming insurance 
commissioners have become enduring friendships and C. A. 
has been on the closest terms with every insurance super- 
intendent in New York State, and many other states, for years. 

Kindness looms large in C. A.’s make-up. No one has 
the slightest measure of his good deeds to others. Often he 
has gone far out of his course to help an obscure person and, 
when it comes to the down-and-outers, he comes close to 
being a sucker. A newspaperman down on his luck touches 
him quickest. 

He has a pride of craft; would rather be a star reporter 
than anything else on a paper for there's where the action is. 
Through all the phases of a complex and sometimes contra- 
dictory personality runs that quality. He is a great news- 
paperman because he’s a natural. Business journalism seems 
a constrained field for so much flashing news talent to function 
in but never has he taken the wrong tack. He might say, 
“jazz up the head,” knowing well that the copy desk would 
limit the ‘jazz’ to mixing up the type of a properly con- 
servative caption. He can turn a neat title for a feature, such 
as, “Jimmy Roosevelt's John Sargent,’ or in life insurance, 
“The Street of the Ten Widows,” which was used afterward 
by companies in ads and sales pieces. 

An expert on publicity, he never permits references to 
himself in his own paper. Competitors tell of his activities, 
that he is getting up a big dinner or luncheon or making a 
talk, but The Eastern Underwriter never prints it. 

When pictures are being taken he will maneuver himself 
out of range or, if he can’t avoid the shot, he will stand at 
the side six inches away from the end man. Then, if the 
picture is to be reproduced he first crops himself off the 
print. This modesty is no pose. He feels so strongly against 
the merest hint of exploiting himself in his own paper that 
he deletes himself from even the straight news such as speaker 
at a meeting. In signing stories he will never use his name 
on more than one feature in the same issue. 

He has an unerring sense of public relations and has 
saved many an executive and more than one state insurance 
official from taking a wrong position on some question. Often 
consulted in such matters, he has written addresses for execu- 
tives to deliver and sometimes in writing a story of a talk 
made by a new and promising man, C. A. may build it up a 
bit, or polish it so that in print it reads well. Just one of 
his ways of boosting a man who has not yet won his spurs. 

His sympathies are near the surface. Unfortunates touch 
him. Wastage of food reminds him that vast numbers of 
people are hungry. An idiosyncracy that has amused many 
who have dined with him on railroads is his reaction to the 
little sprigs of parsley invariably used in dining car kitchens 
to garnish meat dishes. In ordering he will say to the waiter, 
“Bring me lamb chops and I'll give you a quarter if you serve 
them without parsley.” But they come with parsley as per 
kitchen routine whereupon C. A. may call the dining car 
steward to ask why he can’t have chops sans parsley. All of 
which Axman’s companions find diverting but it is no stunt 
with him. He will explain that tons of parsley, lettuce, water- 
cress, are wasted every day to garnish food and nobody eats it. 

Never has he been heard to speak of another in a dis- 
paraging way. His whole mental attitude is toward the help- 
ful, the constructive side of both people and issues. Far from 
being a pollyanna, he will stand for his convictions and his 
principles against all odds. 

Confidant of insurance men for many years and guest at 
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their homes, he has never put his interest as a newspaperman 
before the obligations of such a relationship. As a result the 
paper is sometimes beaten by competitors on news that C. A. 
has long known but could not “break.” 


As a newspaperman, Axman attains brilliance. When he 
is working on a special edition, ideas for articles, stories, flash 
so fast the staff can’t keep up with him. After a ten minute 
talk with a man about whom he wants to write a personality 
sketch, he can get enough material to do a page feature. As 
with Edison, four hours is a full night's sleep for Axman. 
The balance of the time he puts in reading books. He is a 
fast reader, having many times devoured a normal size book 
in an hour. He keeps up with books as he keeps up with 
the theatre and his taste in both is catholic. 


World traveler, he abhors sight-seeing as such. He has 
seen all the usual things and been to all the usual places and 
many unusual ones, such as the Sahara Desert, but the cus- 
tomary tourist routine of seeing a city only bores him. One 
city is pretty much like another to Axman, whether it is in 
America, on the Continent or in Asia. He once said: “You 
can see all there is to be seen in Rome in four hours.” He 
has not missed a Summer trip to Europe in a decade. He is 
as much at home in British insurance offices as in New York 
or Hartford and he knows all the world insurance personalities. 


His Zeppelin trip, the first eastward passage made by 
Dr. Hugo Eckener, showed Axman’s liking for last minute 
action. The Graf Zeppelin was booked to capacity long before 
it reached this side on its first voyage, but Axman got passage 
a few hours before sailing time. Keen for the unusual, this 
was a great thrill for him and two or three years afterward 
he was still being asked to give informal talks on the flight. 
He once used planes a great deal when they were little better 
than crates compared to the modern luxury liners, but he 
doesn’t fly any more because the thrill is off and it is now 
just another form of transportation. 

C. A.’s initiative and energy are the marvel of all who 
have ever seen him in action, including his associates. His 
brain works so fast that his words can't keep up. He will 
start telling something in the middle, oblivious that you have 
not had the preliminaries. A friend calls this Axman’s oral 
shorthand. 

All the things C. A. does for people are without motive 
other than the wish to do kindness. In all his activities none 
is prompted by the thought that he, or The Eastern Under- 
writer, might benefit. He avoids all entanglements with the 
business end of publishing. 

As an editor he avoids “‘issues,”’ shuns propaganda and 
doesn’t think it is the province of The Eastern Underwriter 
to engage in reform movements within the business when 
executives, much better qualified, are studying ways to improve 
and advance the institution in all its social aspects. 


He likes nothing better than to take an unknown insurance 
man who has the qualities for success and to play him up 
before the business, giving him contacts and opportunities 
that he might never have otherwise. These people are usually 
dazed by this attention; it seems so unreal that they feel there 
must be a catch in it; but it is just Axman in one of his 
phases and he has a grand time doing it. His capacity for 
going out of his way to do people kindnesses and often serv- 
ices of tremendous importance to them seems sometimes 
beyond belief in a hard-boiled business world. For one who 
does so much for others, he is the most difficult person to 
reciprocate with. Putting him on the receiving end always 
embarrasses him. One who has delighted in thrilling others, 
this edition will slay him. 
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It was no light task putting this surprise 
package over on the ever alert and news 
nosey editor of THE EASTERN UNDER- 
WRITER. Several times those of the staff 
engaged in the undertaking actually 
bumped into Clarence coming out of offices 
we were making calls on, as we entered. - 
Some of the editor’s most staunch friends will 
no doubt have him on a bit about losing his 
news sense sniffing powers. 


While taxing our mobility and completely 
exhausting our stock of answers to his many 
questions on returning from journeyings 
about both the United States and Canada, 
putting together this tribute, it was a thrill for 
us each day of the undertaking. 


Now, thanks to all of you for your fine co- 
operation in making the completed job possi- 
ble and enabling us to present this SURPRISE 
PACKAGE to CLARENCE AXMAN as a 
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Why JI | Regarded MH a Pivilege to Work With Canes inn 


(Continued from Page 63) 


of analysis are very accurate. 
maintained for the last two years that there would be no 
His decisions 


For example he consistently Mr. Axman has throughout his newspaper life studied 


human nature closely; that is his laboratory. He is deeply 


European war over Spain or Czechoslovakia. 
were not gained from reading newspaper accounts of European 
affairs; they gave the impression war this year was inevitable. 
Mr. Axman has been vacationing in Europe every Spring for 
years and there he makes it his business to interview insurance 
leaders and others who are in the know. Whereas the average 
person seizes upon vacation time to rush far from the centers 
of his business life Mr. Axman merely transfers himself from 
New York to the insurance districts of London, Paris or 
some other place. That really is relaxation for him and he 
returns with the satisfaction that he has gained something of 
benefit to himself and the readers of this paper. 


interested in people, their characteristics, what they are think- 
ing about and what they are doing. That accounts for the 
large number of feature stories which he writes about all types 
of personalities. He believes, and so has taught his staff, that 
space devoted to the accomplishments of men and women in 
insurance, whether they be top executives or keen minded 
youngsters at the bottom of the ladder, is decidedly worth- 
while. 

This human and friendly attitude of Mr. Axman extends 
also to his staff and accounts in no small measure for the 
extended length of time most of us have served under him on 
this newspaper. 


Khe Editor As He. I; Lm By w * Cl Of we Staff 


(Continued from Page 98) 


the West Coast, Canada or Hongkong the evening before. 

I have noticed that he subjects his stories to the criticism 
of men whose opinions he respects and he never hesitates to 
make sure that his judgment is correct before he prints any 
story about which there is the slightest question. His friends, 
who are his source of news, serve him also as his editorial 
board in the interest of the insurance business. 

The cub of the staff watching the editor in action sees 
him in an orbit in which he alone is free to move, because he 
has developed that orbit to fit his own peculiar personality. 
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But watching him the cub has learned these things: In trade 
journalism there is more to the news than what appears on the 
surface; it must be thought through in terms of its effect on 
the entire industry. People and friendships are important; 
say a good word for the man who deserves it but temper praise 
to the extent that it means something when given. In any 
news story, in any job that has to be done, above all else try 
to be constructive. 

Clarence Axman has taught those lessons through his own 
sterling example. 
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